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CHICAGO, FEBRUARY 6, 1904. 


$2.00 per Year. 























COLUMBUS BOLT WORKS 


COLUMBUS, VHIO 
Write for Our General Catalog “Cc” 








URE ASPHALT ROOFING 


Our Tarred Ready R 
lever Dries Out or Cracks Bullding Paper, Reoting Cowesns pets ths 


WRITE US FOR PRICES 


L. PERKINS & GO. 235 Lake St. CHICAGO 





\& Never Will 


American Seal Elastic Oil 
Cement will not get hard—always 
stays elastic. 
Stops leaks in any roof—old or new, and will wear 
years. Fix up the roof now and stop the leakage—in 
money and roof. 
Use it on new work for jointing and ‘round your 


skylights—follow it with a coat of American Seal Roof 

Paint—the best made—and the top of your house is safe 

for years. Prices for the asking. 

THE WM. CONNORS PAINT MFG. CO. 
Y, NEW YORK 


TROY, 
WESTERN AGENTS § J. L. Perkins & Co., 235 Lake St., Chica 
Dept. A. ' Stockhoff Supply Co., 107 N. Main St, st 





TINNERS FIND 
EMPLOYMENT 


By advertising and 
THE POWERS 
AUTOMATIC 
CHIMNEY TOPS 
make chimeys draw, 


€ give .inners 

cot sane employment 
making stocks, 
aqwustugand give the 
oes =6dealers profit. 
Sold by Hard- 


ware Jobbers 
and Dealers. 


Made only by 
POWERS 








BROS. 
STREATOR, ILL, 
This cut free 
to dealers. 
NOTICE. 
We have exceptional facilities 


for handling American products: 
Hardware, Sanitary, Heating 
and Ventilating Goods, Branches t 
in England and continent. Ref- 
erences furnished. 


ADDRESS 
EXHIBIT & TRADING CO, 
Main Office, 72 Henry St. 
LIVERPOOL, - ENGLAND 

















Atlas Bolt & Screw Co, 


CLEVELAND, 0. 

Manufacturers of 
Stove Bolts 
Stove Rods 
Stove Rivets 
Mica Bolts 
Fancy Nuts 
Register Pins 
Hinge Pins 


and kindred articles 
for the 


STOVE and RANGE 


Manufacturing 
Trade 
































without —advertising—ts—tike— 
winking —at—a—girl—ta—the—— 
dark; —you—know—what—you—are 
doing— but —-nobody—else—loes, 

















Black Diamond Files and Rasps 


PERFECT—ALWAYS 


a 
TWELVE MEDALS AT INTERNATIONAL 
AWARDED EXPOSITIONS 





G. & H. BARNETT CO. 


Biack Diamond File Works, PHILADELPHIA, PA, 








Hardware Conventions 


MILWAUKEE, FEBRUARY 2, 3 and &@. 


DES MOINES, FEBRUARY 10, tt and i2. 
sT. PAUL, FEBRUARY 24, 25 and 26. 


and the Stowell Manufacturing & Foundry Co. will be there with a fine display of Hay Carriers, Door 
Hangers, Side Wall Registers and other goods. 


STOWELL MANUFACTURING & FOUNDRY CO., So. 


WILL 'BE“HELD |THIS 
MONTH AS FOLLOWS: 


Look them up. 


Milwaukee, Wis. 











Hand Agricultural Tools 








Crying —to——do— business — 
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Regardless of price the valueof IDEAL 
Boilers and AMERICAN Radiators is 
absolutely superior—a full measure. 
Twelve Warehouses—Quick shipments. 


AMERICANRADIATOR COMPANY 


LAKE AND DEARBORN STREETS, CHICAGO 

















Made from very thick metal, 
without Stay Bolts, joint packed 
in such a manner as to never 
need repacking. A little higher 
priced than some, but they are 
gafe and tigmt. «3.5080 s) F253 














SMITH & 
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ANT 


MODEL HUB C 


The range that has more im- 








provements than any range 
made. Investigate the ad- 
vantages of the Sectional 
French Top in connection 


with Patent Broiler Hood. 


Send for New Descriptive 
Circular just out, 


a 


HONY COMPANY, Boston, Mass. 








“TABASCO” 


WATER HEATERS 


TAN EY 


CTT 





rae 


Premrertewulte ele] Lali 


ay All-Steel, Self-Feed 
- Shaking Grate for 
Small 
Greenhouses, Flats, 
Hotels, Baptistries, 
Bath Houses, any 
place asupply of hot 
water is needed. 


Residences, 


SEND FOR CATALOG 


KEWANEE 


BOILER COMPANY 
KEWANEE, ILL. 


Chicago Store : 167-169 
East Lake St., Chicago. 


St. Louis Office: 518 
Bank of Commerce 


» Building. 











tt 





SUR TON’sS 
FUEL 
ECONOMIZER 


Attached to a stove pipe 
Saves more fuel and 
radiates more heat 
than any other stove pipe 


attachment 





AN EASY SELLER. 





Assertions Backed by 
Guarantee. 


The W. J. BURTON CO., Detroit, Mich. 














CORTRICHT 
METAL of ING 


Sign of a Good Roof 


f in our new Catalog, 
**The Clinching Argument.” 


CORTRIGHT METAL ROOFING CO. 
Philadelphia and Chicago. 











TA. 


THE CROWN 


“LOW DOWN” FURNACE 


The healthful heating of the 
largest and finest dwellings by 
warm air, as its done by the ‘‘Low 
Down’’ Crown Furnace, has noth- 
ing to fear from steam or hot 
water methods, especially as the 
same results are obtained at very 
much less cost. 

Also made with steel drum and 





circular in form as weil as oval. 
Our Special Furnace Catalogue 
for 1903 now ready. 


MARCH-BROWNBACK STOVE CO., 


POTTSTOWN, PA. 
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THE GREATER 


HOME PRIDE 


Greater in material, finish and construction. 


Has all the good points of other first-class 
malleables, and many that others have not 
attempted. 












































Send for catalogue for 1904. 
In 23, 20 and 18-inch ovens. 
Blue or black enameled steel. 








HOME PRIDE RANGE COMPANY 


MARION, INDIANA 




















THE AMERICAN ARTISAN AND HARDWARE RECORD 


toves 
and 


anges 


TheRoyal Clermont Radiator 


Something entirely new 

in the stove line. 

Smoke Consumer, Slack 
Burner, Hot Blast Oak, 
Air-tight Radiator. 
Wonderful Economy in 
saving of Fuel. 

Beautiful in Design and 
Matchless in Construction. 
An unparalleled fire keeper. 


CLERMONT COOK 


Incased Bracket Reservoir. 


For Wood Only. 


A perfect model of beauty. The symmetri- 
cal proportions,the beautiful Rococo model- 
ing, the liberal nickeling and the durable 
and practical mechanical construction make 
it the first stove of its class. The molding, 
mounting and nickel-plating are of the 
highest order of stove workmanship. 





Write for catalogue. 


The Gem City Stove Co. DAYTo™ 
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The 
give 


Beacon will 
more heat 
with a ton of soft 
coal than any other 
stove will make 
with a ton of hard 


coal. 


In the Beacon all 
the products of 
combustion pass 
through the red- 
hot coals and mix- 
ing with air from 
direct - draft 
turned into hydro- 


are 


gen gas which 
burns with a clear 
flame until the coal 


is perfectly coked. 








White's 
Beacon 


THE FLOOR WARMER 























THREE SIZES: NOS. 15 117-119 

















The Beacon is the 
only gas - burning 
soft coal stove that 
will not burn itself 


up. We burn the 


smoke, soot and 
gases with the 


direct-draft so that 
the stove will work 
in any ordinary 
flue. No gas rings 
nor diving flues to 
get out of order, a 
plain, simple con- 
struction that does 


the work. 








THE FIRE KEEPER. THE FUEL SAVER. 














ThomasWhite 
Stove Co. 


QUINCY, ILLINOIS 
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Get Our Prices 


'‘O} nm cast cooks and ranges, steel cooks 
“ and ranges, Malleable ranges, Base 
Burners, Oaks, Hot Blast, Triumph Warm 
Air and Combination Furnaces, Triumph 
Steam and Hot Water Heaters. ~< ¢ 











No order too large for immediate shipment. 


No order too small for prompt attention. 


We We 


have the finest have the finest 


storage shipping 
facilities facilities 
of any of any 


western stove western stove 


house. house. 





Our Warehouse A. 


100 x 100 feet in dimensions, 6 stories and basement high. 


JOHN KONTNY 


STOVE SPECIALIST AND HEATING EXPERT 


65-67 N. DESPLAINES ST., CHICAGO 
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OF STEEL 


1 PASS COLD ROLLED (D) 
WOO D’S REFINED (C) 
POLISHED (B) 
PLANISHED (A) 


NESTED 
It Fits 2 ~ It Speaks 
KK ») for Itself 


Nothing dhol Ye Mb) LA 
li t INA ali I , 
Complicated Nimes scan | 25 Joints 


In Fact It’s i ili | 
Simple i Packed in 
Easy and AAA CHI Wooden 
Satisfactory ii Crate 
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No Explaining | AN Saves Freight, 

to the Te a Temper, Time 

User SS ANT and Money 
MADE IN ALL SIZES 


Guaranteed to Fit 





Ask your nearest jobber or write to 


The Edwards Manufacturing Go. 


100 to 110 Sycamore St., :: Cincinnati, O. 


FACTORIES: 
Cincinnati, O. Covington, Ky. 


Also Manufacturers of 


Conductor Pipe, Eave Trough, Corrugated 
Iron, Steel Roofing. 
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Vapor Stove Manufacturing 


is a progressive art. Every year the average merit 
of these stoves is better than it was the year before 
and we are proud of the fact that every year 


Reliable Vapor Stoves 


are better than those of competing makers. 
Our 1904 Reliables embody every valuable 
feature in vapor stove construction. They 
have special features that are pos- 
sessed by no other stoves, and they 
will be even better money makers for 
the dealer than they have been in 
the past. 
“RELIABLE” stoves are constructea 
according to the safety requirements of 
the National Board of Underwriters and 
are on their list of “Permitted Stoves.”' 


Schneider & Trenkamp 

































ak... aie 
GHIGAGO MALLEABLE STEEL RANGE 
Pouch Feed. on Flush Right Hand 







Clinker Door. Reservoir made of Copper. 


Main Front One Mal- 
leable Piece. 


Will Not Break or 
Fire Crack. 








Top Covered with 
Copper. 

Lid Faced with 
Copper. 


Will Not Rust 
Water. 


Heats 18 Gallons. 








WRITE FOR SPECIAL 
BOTTOM PRICES. 








Write for Special Bottom Prices. 


CHIGAGO MALLEABLE STEEL RANGE GO., "**8haszs"* 















































~~ 








THE AMERICAN ARTISAN AND HARDWARE RECORD 











‘* Difficulties are the best stimulants— 
Trouble is a tonie.”’ 





Business perplexities properly met—build 
up the nerves, brighten the ideas and 
strengthen the business eyesight. 

It is usually after a ‘‘troublesome _ ex- 














perience”’ that people come to us for 























Good Luck Natural Gas Ranges 


It is a long step from ‘‘shoddy”’ to the finest line in the world—But such are the 
wavs of humanity—Everybody is seeking peace. 
Good Luck Gas Ranges 
SS s Are successful everywhere—jut sell best in those locali- 
Tai, My ST EA Io . ‘6 ” ‘6 ; . ‘6 
A Sa mi sall pas ties where shoddy goods’’ have hada run’’— For, the 


ae s : , 
higher people are thrown—the higher they will bounce.’’ 


Our yellow book describes the goods. 


Pittsburgh Stove & Range Co. 
Pittsburgh, Pa. 


Blakeley-Tuttle Stove Co., Kansas City, Mo., South-Western Agents. 











Top plates ground smooth 
and bright. 


Asbestos lined flue bottom—saves 
beat, insures quick baking. 


Extension fire box for long 
wood. 


Pan for elevating wood fire. 


Double braced oven top. 


Many other distinctive 
features. 





Has set the pace. for.over 
ten years. 


Largest ovens, top closets and 
reservoirs. 


Outpoiats, outshines, outclasses, 
outsells all others. 





Style H. H. Series No. 388. Made in three other reservoir styles. 


PEERLESS STEEL. RANGE WORKS, 


103 and 105 West Lake Street, 






























Oldest but one of the malieable race. 





Heaviest at every essential point. 


CHICAGO 
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Accurate 
Thermometers 


MOORE’S THERMOMETER RANGES 
are of the dependable kind. You have only to 
sell a few to know how true this is and how 


satisfactory to your customers. A test will 
quickly show the excellence of MOORE’S as 
compared with other kinds. Make the test your- 
self; it does not need an expert to demonstrate 
the difference. Thousands of our Ther- 
mometers are in use—not ane unsatisfactory, 
every one guaranteed. 


THE EASY LINE TO SELL 


JOLIET STOVE WORKS, Joliet, Illinois. 
HOLBROOK, MERRILL & STETSON, 


San Francisco and Los Angeles. 






































The End of It. 


Our new pouch feed is now completed and is of the best construction, being 
made of extra heavy cast iron so it will not rust out or be destroyed by the 
action of soot or smoke, It is an artistic and valuable addition to the 


MODEL STEEL RANGE 


Has unusual large pouch or broiler door for feeding 
coal or broiling purposes, which are fitted with regis- 
ter, giving perfect control of fire. The draft door is 
such size and shape that bottom of fire box can be 
reached with poker; burns any kind of fuel. Has a 
' water heater, equal in capacity to any range without 
pouch feed. 

There are many excellent points in this new de- 
y parture of which we can’t tell you here. Write us for 
) more particulars. 


THE PORTSMOUTH STOVE & RANGE CO. . 


. OY ; e 
Ve ‘BUSIEST , 
WARERS of c a 
PORTSMOUTH, OHIO. STOW i tHe WOR 


MORLEY BROS., SAGINAW, MICHIGAN, “"°“"ascncsa"="°* ij 
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‘The Champion Hot 
Water Combination 
Heaters : 


They Fit Any 
Furnace 








Base section when _ 
used without ring 5 
sections, . 


Ring section 





These Heaters are made in five sizes diameter, and 

from 100 to 700 square feet radiation capacity. 

Will heat those cold rooms or an eddition to the 
| building. Will increase the capacity of any furnace, 
| Are cheaper than coils and will do more work. 

Write for new circular. Manufactured by 


FRANK D. STOLZ 


| 156 Webster Ave., CHICAGO, ILL. 

















in retailing Steel Ranges 
is made not by handling 
something *‘just as good” 
as the ‘‘other fellow” has, 
but in putting in a line of 
goods that are a good 
deal better. 











possess every feature of 


* 
genuine merit known to 
modern steel range con- 
struction and have one 


ALSO MARQUARTS feature found in no other 


range on the market in 
the shape of an additional flue, which is below the 
main heating flue, and conducts the air through 
the ash pit to the combustion chamber. 


CHAMPION STEEL RANGE CO, ““*S AIAN? | 

















DETROIT VAPOR STOVES 


HAVE COME TO STAY. 


9 5 Styles from a one burner Hot plate to the finest 
Steel Cabinet Range. 


Our Stoves are made handsome, strong, simple, absolutely 
safe, durable, pure fire, self Cleaning. Can be used sum- 
mer and winter. Must be seen to be appreciated. 


Send for 1904 calalog and secure agency. 


THE DETROIT VAPOR STOVE 60,, P's” 
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[WILSON & LESLIE, 207 2. r0.| 
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“We are surprised at the great circulation of THE AMERICAN ARTISAN 


as we have received letters from a great many different states.” 


SERB R ZA SRS 
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E are manufacturing a new line of Cheap 


OAKS and RANGES, especially for the 


Jobbing Trade. 


We make the best line of cheap Oaks 


and Ranges on the market. They are Trade 
Winners. Secure an Agency and DO IT 
NO W. 


A Postal will bring our Catalog. 


TOLEDO STOVE @ RANGE CO. 


ST. LOVIS, MO. TOLEDO, O. CHICAGO, ILL. 
Branch Office: Main Office and Factory: Branch Office: 
200 Florida Street. Smead and Fitchland. 28 East Lake Street, 

Cor. Wabash. 











PRIZE STEEL RANGES | 











Foster 


Makes a range that is without a peer. Every- 
thing about this new and improved costs no 
more than ordinary ranges. Order a sample 
and be convinced. Send for printed matter. 


The Foster Stove Co. 


IRONTON, OHIO 








“BLVE BOOK” 
CREDITS 


OF THE 


Hardware, 
Stoves, Tinware, 
Plumbing, Etc., 
Trades. 


We have just issued the most complete and reliable book of credit ratings 
for this special branch of trade that has ever been published, containing about 
400,000 rated names of whclesalers, retailers and manufacturers, covering the 
trade thoroughly. The ratings are conservative and very reliable. The pay- 
ing record is based upon ledger experience of credit men everywhere. 

You buy credit information. Isn’t it the part of a good buyer to post him- 
self thoroughly on the merits of a book of ratings, gotten up especially for his 
trade by men with ample capital and who are thoroughly trained in this class 
of work and who make a specialty of it. 


Terms of subscription can be had by addressing 


Iron and Hardware Mercantile 


Agency 


BOSTON, 157 Federal St. CINCINNATI, 106 East 3d St, 
NEW YORK, 320 Broadway CLEVELAND, 844 Society of Savings Bidg. 
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SENT POSTPAID ON RECEIPT OF PRICE 





DANIEL STERN, 69 Dearborn Street, CHICAGO 


 TINNERS’ PATTERNS 


Complete for $1.00. 





















































THE RADIANT HOME 
FORCE DRAFT FURNACE 








FOR ALL FORMS 


Soft Coal, Lignite, Hard 
Coal and Wood, 


Produces forty per cent more heat 
from the same quantity of fuel than 
any other furnace. 

No fuel wasted to make smoke or 
soot. 

The same high grade construction 
that has made famous the Aadian/ 
Home \ine of Spectalttes. 


SIMPLE TO ERECT 
PERFECT IN OPERATION 


More points of merit than any other 
furnace. 


, ~ LOOK AT THIS 
Radiator and Dome 


with interior cleanouts and large 
double feed doors. 


The Self Protecting Air Blast Fire Pot 


Jk: oe (Patd.) ‘ 
gand Force Draft Ring p.sa)~ 


—_—— 


” 7) 
will*do more to increase your trade than 
all the' devices used on other furnaces. 
Our experience has proven this. Seven 
years severe tests has proven our patented 
Atr Blast Fire Pot to be practically in- 
destructible. Guaranteed for five years. 


— 


Send for catalog, prices and terms. 
Secure agency before your competitor. 

The descriptive circular of our latest 
specialty, a combination furnace for all 
fuels is now out. Send for it. 











MANUFACTURED EXCLUSIVELY BY 


GERMER STOVE COMPANY, ““erie, Pa: 


Western Branch: 231-247 Newberry Ave. Chicago, Ill 
Largest manufacturers of high grade specialties in Stoves, Ranges and Furnaces, 
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SCHILL 
STEEL RANGE 


For Hard Coal, Soft 
Coal, Coke or Wood 


Its special features include spring balanced 
door, pouch feed for coal, draft door below same 
which can be operated to light fire, cast reservoir 
casing, front of same covered with sheet steel. 

All styles and sizes can be furnished with 
drop feed door if desired. 

We also make exclusive wood ranges. 

Handsomely nickled. Must be seen to be 
appreciated. 





SCHILL'S 


New Idea L. 


4 SCHILL’ 
~NEW IDEA‘, 
FURNACE “- 


Admitted to be the 
freatest heat pro- 


ducing and fuel sav- 
ing dewice made. << 


No other heater has gained such popu- 
lar favor, no other has such endorsements, * 
no other has made such rapid strides, and ‘ae (HLL L, Brn WG 
for cleanliness, economy, durability and I ie S Lest ( 
ease of operation, it positively has no equal. “AP ; 5 OH Le 


a 


“=i = 3° 


== = 


We also make the Best 
Oak made in the Schill 
Oak and the Best Steel 
Cook in the Schill Steel 
Cook. << <& <@ & “& 


=" 








The Schill Brothers Co. 


Crestline, Ohio 





hdpth hy 
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TRA Tn 


Are made and finished throughout, in our own foundry and works, by skilled mechan- 





ics, and we guarantee them.to be of the best material, perfect in workmanship, finish 


and operation. Our castings are of very smooth surface and perfectly fitted. 


structed so as to 
best withstand the 


great heating pow- 


been spared in the 
production of the 


Triumph Furnaces 
ers of the furnace, 
and Heaters to 
and all parts ex- 
make them the 
posed to the direct is 
action of the heat superior) ot sige 
are made extra apparatus upon 


strong and heavy. the market. 





TRIUMPH HOT WATER HEATER. 


Why not write 
for Catalogue? 


ee 
ee 


Why not secure 
the Agency? 





ee 
BR RS oe 
= wee eer ————— 


THE TRIUMPH /LL CAST FURNACE TRIUMPH AIR BLAST FURNACE 
Five Sizes. Hard or Soft Coal, Portable or Brick Set. Five Sizes. Hard or Soft Coal. Portable or Brick Set 


= CRAIG-REYNOLDS FOUNDRY CO. 


DAYTON, OHIO. 
JOHN KON TNY, Western Agent. 


153-159 South Jefferson Street, - . . - - CHICAGO. 
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THE FARQUHAR «: 


It is essentially a ‘‘Limited 


in the home. 


ONE-PIECE WELDED 
EEL SELF-REGULATING 


Is simplified to the last degree, and proportioned to warm the house in the coldest weather without any red hot metal, 
without clinker and without escape of heat to the chimney more than is needed to prevent condensation. 

’’ heater, the control of the fire being automatic and reliable, a matter of great value 
Disastrous overheats are prevented by use of the governor. 





With one fire a day it keeps the house 


evenly heated all day and all night, relieving the me -ntal burden of keeping everlastingly mindful of the fire. 
It keeps the air changing at the rate of 4 to 6 roomfulls per hour, giving heat with ventilation, on as little fuel 
as hot water heat without ventilation. 
It is a distinctive heating system, excelling hot water in all essentials, at a cost between hot water and ordinary 
hot air heat. 


a eS 





' 


Manufactured by the 


FARQUHAR FURNACE COMPANY. Wilmington. 0. 


«ANT ey war | 
ee: ‘ad : as P he ‘ 
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THIS IS ONE OF 
THE PATTERNS OF 


MONITOR 


HEATERS 








One of our best customers says, ‘‘It 
recommends and advertises itself, when 
properly put in.”’ 

He is, in our opinion, 
informed. 


pretty well 














KEITH FURNACE CO. 


PS «ss 
Manufacturers :: DES MOINES, IOWA 


Our complete catalog is yours 
Write for it—we do the rest 
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The Old Reliable 


MANUFACTURERS OF 
UP-TO-DATE HEATERS 
























Steam, Hot Water and Hot Air 


Weare making large addi- 
tions to our works and out- 
put capacity, to meet the 
rapidly increasing demands 


of our trade. 








A — 
SOYNION S STEEL DOME FURNACE. 















Ghe BOYNTON FURNACE 
NEW YORK COMPANY CHICAGO 























= KELSEY GENERATOR 


SO Made with Single Door or with Double 
4 , \ | 2 
i-*) \' Doors for burning wood. 
K P| ax * 

















SECURE THE AGENCY 
now and give your customers the 
heater that will give them the best 


results and bring you more business. 


9m COOK & VAN EVERA CO. 
Sr: 38 E. Lake Street, CHICAGO 
Western Selling Agents 





KELSEY HEATING CO., Makers 


LS ———— SYRACUSE, N. Y. 
24.000 in use 
700 Dealers selling 


JAS. SMART MFG. CO., Ltd., Brockville, Ont., Sole Makers for Canada 





ss 
NEW YORK OFFICE, 156 Fifth Avenue 








i A 
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CAR LOAD BUYERS 
OF REGISTERS 


eee! = \\i\] find it to their in- 
terest to get our prices 
before contracting for 














or purchasing _ their 
1904 supply. 


L. J. MUELLER FURNACE Co.. 


190 REED STREET, Established 1857. MILWAUKEE, WIS. 


Robinson Crescent Furnace 


FOR 
6BINSO, 


a (lard Coal, 
 @) — Soft Coal 
es Bt hy or Wood 


A Good Furnace at a Medium 
Price. A Good Quick Heater 
for Coal or Wood. Sectional 
Fire Pots. Double Feed Doors. 








The above illustration shows 
the fire travel in Radiator, also 
the heated surfaces against 





which air passes. 


a Lala 


Sectional View. 


Robinson Furnace Co., 105 Lake St., Chicago 














The Publisher of the American 

BOOKS BY MAT - Artisan will take pleasure in sup- 
plying books of whatever charac- 

ter, at catalogue prices, prepaid by mail, to any address, on receipt of price. 


The following are lines specially represented. 








SHEET METAL WORKING. THE FOUNDRY. THE WORKSHOP. 
HEATING AND VENTILATING. = PLUMBING AND DRAINAGE. 
BICYCLE REPAIRING. THE STORE AND OFFICE. 
DANIEL STERN 
PUBLISHER AND BOOKSELLER. 69 Dearborn Street, CHICAGO 







































































BY SELLING 





~ es ae 
») © = 4 
iv BS I Se i 
we. Lt eR 
6 - P > > 
Our re TT e 
Avon wee . 





ESTABLISHED 1857. 


MUELLER 


Furnaces and Boilers 
All styles—For all kinds of fuel. 


PROMPT SHIPMENT. 


WRITE FOR CATALOGUE AND PRICES. 


L. J, MUELLER FURNACE CO, 
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NOTE 10 Fc'enxce DEALERS 


WE MAKE THE BEST 
STOVE and FURNACE 
CEMENT 





WE MAKE THE BEST 
STOVE PUTTY 


WE MAKE THE BEST 
ROOFING CEMENT 





WRITE YOUR JOBBER FOR PRICES 
WRITE US FOR OUR NEW CATALOGUE 


: NICKLE PLATE STOVE POLISH GO., GhIGAGO 














SOME MORE 
BOOKS 


A series of practical volumes with numerous 
illustrations. 

* Practica! Draughtsman's Work," 226 illus- 

trations. This one contains many points 


relative to this line of work. $1.00 prepaid. 


“Practical Gas Fitting,” 120 illustrations. 
This one contains all practical points con- 
nected with gas fitting of every description. 
$1.00 prepaid. 


**Practical Stair Case Joinery,” 215 illustra- 
tions. This one contains many beneficial 
points for the practical workman as well as 
good hints for the amateur. $1.00 prepaid. 


“Practical Metal Plate Work," 247 illustra- 
tions. This one contains numerous engrav- 
ings and diagrams, and is unpsually clear 
and true. $1.00 prepaid. 


Any of these books and all others of any 


line can be secured upon receipt of price, 
prepaid, by addressing 


DANIEL STERN 
69 Dearborn St., Chicago, Ill. 











The Under-Feed Furnace 


BURNS SOFT COAL 























A CHEAP FIRE, A LASTING FIRE, A GLEAN FIRE. 
SAVES % YOUR COAL BILL.— 


If you are looking to the future in your furnace business; 
want satisfied and pleased customers; want every furnace 
set to prove a standing advertisement for the sale of others, 
let us send you catalogue and prices—The Under.Feed filis the bill. 














WESTERN FURNACE AND FOUNDRY CO. 











Gibson City, Ti., Write: 





r "7 ill pl take out d. for tinner and plumber, 
Isley § JOMCS FMP remake seat the ad in Your papers sad several 


others from others. Your paper certainly reaches the craft.” 
































UTICA}N.Y. = 
egeNTs THE’ LEADING LINES eS 


Sf. HoT WATER & Hot Am, 
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~~, — ST an tte 


Crouse ¢ 


Gor HEATING ALL CLASSES OF BUILDING. 


22S WAKER ST MX. 
SOUMBYS . 9. 


BRANCHES. ‘$9 4AWEé ST.CHICABO: 


ST.LOUIS. 
































The dealer who has on his floor a 


Phoenix Furnace 





re rs we 
makes no mistake. His trade is sure and 
continuous —- undoubtedly the best HOT AIR 
FURNACE in the world and the greatest fuel 


saver on the market. 


C. F. PALMER, 


PHCENIX IRON WORKS. UTICA, N. Y. 




















Are best for 
cold climate 


SMITH’S HOT WATER 
ATTACHMENTS 


Can be used 
on any 








furnace 


S CHAS, SMITH CO. 


CHICAGO, ILL. 








lilt 
HOUSE: 
WARMING 
MANUAL 


Is beyond all doubt the best 
book published on practical 
house heating. 

It contains the plans and 
essays on heating a house 
submitted in THE AMERICAN 
ARTISAN House Warming 
Competition for $300.00 
prizes, and is in fact 


An Encyclopedia of the Most 
Modern and Improved Practi- 
cal Methods of Heating a House 
by Steam, Hot Water and 
Warm Air. 


A Leading Western Newspaper 
Says: 

‘The volume is a well-bound 
and artistically printed and il- 
lustrated volume of nearly 300 
pages, and contains some master- 
ly essays on steam heating, hot 
water heating and warm air 
heating. Nearly every promi- 
nent authority in this field is 
quoted, and an application of 
principles and improvements 
suggested covers all technical 
details in a simplified and prac 
tical way. House plans and 
diagrams accompany the subject 
matter, which deals specifically 
with radiation, combustion, 
ventilation, prices, estimates, 
and the best and latest methods 
for placing, connecting and util- 
izing the apparatus adopted.” 





Price, Only $3.50 Per Copy. 





For sale by all booksellers of 
the Publisher 
Daniel Stern, 
69 Dearborn Street, 
CHICAGO. 
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Sf the 
FLORAL CITY 


Furnaces during the past ten years 
has never been equalled. They 
are, asa line, the best fitted and 
most powerful, economical and 
durable furnaces made, and we 


stand ready to prove this at any 
time by actual test. Perfect cast- 
ings, skilful workmanship, care- 
ful supervision, these are the fea- 
tures that mark the superiority of 
the Floral City. 


Monroe Foundry 
® Furnace Co. 


MONROE, MICH. 











Emperor Furnaces 


FOR WOOD. 
Simple, Safe, Durable, Economical in Fuel. 


The Best and Cheapest Line of Wood Furnaces . 
Furnished for either Brick or Galvanized Iron Casing. 


SEND FOR CATALOGUE, 


Weng sito nel, 


NEENAH, WIS. 








art SAS AND 
STEEL ‘800T 
CONSUMING ¥ 


THE HEAVIEST STEEL FURNACE MADE. 


Absolutely Gas and Dust Tight. A Great Heat-Producer, 
but a Fuel Saver. 


THE MEYER FURNACE CO. 


1300-1304 S. Washington St., 
Send for Catalogue. PEORIA, ILLS. 


“The HANDY FURNACE PIPE” 


Made with a View of Being Safe. 


The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 


MANUFACTURED BY 


F. MEYER & BRO. CO. 


Send for Catalogue. PEORIA, ILLS. 

















The Aeolipyle 


actually effects a saving in coal of fully 25% 
It can be applied to any of the modern furnaces 
and boilers without any change whatever. 


The Aeolipyle Co. 


237 Water St., NEW YORK. 
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CLARK’S CELEBRATED UNDER- 
FEED FURNACE. 


Is the best heater on the market for burning the cheaper grades of slack 
and nut coal, 

Every part of this furnace is made with great care, and is very strong 
and durable, 

The feeding device is hung oscillating. 

The radiator is on the top. 


The entire furnace is cast iron. 

It has but three joints. 

It is a comparatively smokeless furnace. 
The grate does not shake but revolves, 


WRITE FOR CATALOGUE 


W. A. CLARK & CO. 
35 PIKE STREET :: :: :: COVINGTON, KY. 


GILT EDGE 


HARD COAL FURNACE 


GILT EDGE in construction. 

GILT EDGE in up-to-dateness. 

GILT EDGE in durability. 

GILT EDGE in economizing fuel. 

GILT EDGE in ease of operation. 

GILT EDGE as a money maker for the dealer. 














Number of / Heating | 10,000 to Fire \20 in. diam. top to 
Sizes | Capacity | 70,000 cu. ft. Pot } 36 in. diam. bot. 


SEND FOR CATALOGUE 


R. J. SCHWAB’ & SONS CO. 
MILWAUKEE, WIS. 




















Regular Pattern Gilt Edge Hard Coal Farnace 


CHICAGO FURNACE SUPPLY CO, =»: cite, 


Not in the Association. 
Our Prices Have Not Advanced, 


64-66 W. MONROE STREET, CHICAGO. Catalog upon Application, 

















F. D. BURGESS, 
WAUPACA, WIS., writes, Feb. 5, 1901: 
‘44 advertised a set of Tinner’s Tools in your paper and 
have sold them, and I have received letters from parties 
wanting them, from all parts of the United States. That goes 
to show that The American Artisan has a great circulation.” 
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BOOKS BY MAIL. 





t#" The publisher of Taz AMERICAN ARTISAN will tak: pleasure in supplying Books, of whatever character, at catalogue 
pr ces, prepaid by mail, to any address, on receipt of price. The followiag are in lines specially represented by this journal. 


NO BOOKS EXCHANGED. 








SHEET METAL WORKING 





TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to all who work in sheet metal. It 
describe ; the method of laying out nearly everything which the metal 
worker will be called upon to make. Joint, elbows, and all kinds of kitchen 
utensils are ful'y described The work is supplemented by rules for men- 
guration and hundreds of valuable receipts. By L. J. Blinn. This book 
contains 235 pages with 16) illustrations, bound in cloth. Price $2.50. 


THE CORNICE WORK MANUAL 


Isa 210 page book. illustrated with 184 engravings. It is thorough y 
indexed and attr tively gotten up. with substantial red cloth covers, 
embossed in gol !. Chiupters treat of The Cutters’ Bench, Drawing Tools 
and Angles. + utters’ Tools, Ta: itavlature. Tae RK -ading of Driwings, 
The Measuring /f Cornices, Estimating Right Angle Mitre Patterns, 
Bracket Pattern; for Panel Sections, Right Angle Return Mitre Pat- 
terns, Patterns for a P dimeniani Their Development, Patterns fora 
Segmen al ecti-n of a i’ed m'nt, Det ils and Patterns for a Finial, 
Bracings ani ka teningsof ornices to Buildings,Staging and Scaffolding 
for Corn c> Wor: Ornament Stampi:g Macni e, The Management of 
Ropes and Hoist'ng Tackle, Plan and Details of a Gable and Horizontal 
Cornice, Deiail« f Slating and Slaters’ Tools, Details for Horizontal and 
Raking Mitre Pa terns, and the development of Details and Patterns of 
the Turr ts. Proce, 83.50. 


THE TINSMITHS’ PATTERN MANUAL. 


A 250 pyge book, containing over 200 illustrations. By Joe K. Little. 
This book gives several methods for developing some of the most difficult 
and complicited patterns. It also devotes considerable attention to pat- 
terns of irregular shave and unequal taper. The laying off of patterns by 
triangulation is shownatlength. This book is eminently practical and is 
recognized as the paramount practical authority in its chosen field. 
Price, $3.50 per copy. 


SHE®T METAL WORKERS’ GUIDE. 


A collection<«f rules and diagrams, for describing the most useful 
tterns ordinarly require ', preceded by chapters on Sheet Metal Work, 
ldering, Geometry as applied to Sheet Metal Working. By W. J. E. 

Crane. i’rice, postpaid, 60 cents. 


‘(00 TINNERS’ PATTERNS. 


THE AMER AN ARTISAN Full Size Patterns printed on manilla paper, 
from which they wre readily transferred to heavy sheets and cut out 
ready for use. P ice, sent pos.paid, for the full set of 100 patterns, 81.00. 


PAT TERN-MAKERS’ HANDYBOOK. 


A valuable work for the beginner. It is thoroughly practical and has 
a deservedly large sale. By P. N. Hasluck. Price 50c; 50c edition is paper. 


THE WORKSHOP. 
1HE WORKSHOP MANUAL. 


A book that: very sheet metal-worker needs. Contains useful recipes 
ef all kinds, p.tterns for a number of common sheet metal articles, mis- 
cellaneous tables, of great practical information, a chapter on mouldings, 
one on mecals, o 1e on slate roofing, etc. By J. J. Davies, $3.50. 


MANUAL OF RECEIPTS 


By Sidney P. Johnston. Contains 241 pages, giving 1,718 receipt« for sol- 
dering, pulishing. painting, hardening, writing on, nickeling, whitening, 
ungilding, varnishing, turnieg, testing, cleaning, mending. marbling, lac- 
que i ¢, japanning, cementing, coating, decorating, graining, annealing 
and amalvamuting the various metals. It occupies a ficld of its own, 


Price, $3.50. 
HOW TO MIX PAINTS. 


Hints for Painters, Decorators and Paperhangers. Price, 25c. 


HEATING AND VENTILATION 
HEATING. 


BALDWIN ON HEATING, or Steam Heating for Buildings. A de- 
scription of steam-heuting apparatus for warming and ventilating large 
buildinys a 1d private houses. With remarks on steam, water and air in 
their relati..n to heating, to which are added useful miscellaneons tables. 
By W.J. Kiidwn. Revised and enlarged edition, 12mo, 384 pages, cloth 
bound. Price, $2.50. 


HOT WATER MANUAL 


Wi-h cnformation and Suggestions onthe Best Methods of Heating 
Pubii:. t'rivate and Horticultural Buildings. Treatise on the High and 
Low Pre. ure Systems, Bath Apparatus, Hot Water Supply for Public 
“nstituticus. Duplicate Boilers, Radiators, Laundry Drying Stoves, 
Swimming Baths. Turkish Baths. Causes of and Hints to prevent Fail- 
ure by Waite. Jones. Price, 83 50. 


STEAM AND HOT WATER FITTERS’ TEXT BOOK 


Pre wred or the * team and Hot Water Heating Course at the New 
York Triad: School, with Supplementary Chapters on House Heating, 
Spec ficac ns: nd Surface Estimating. By Thos. E. McNeil. 140 pages, 
num ous il.ustrations and diagrams. 5x7in., cloth. Price, $1.00. 


THE STEAM FITTERS’ COMPUTATION AND 
PRICE BOOK. 


Coutainins tables of Cubical Contents of Rooms of various sizes, table 
of Wail Surtaces, Window Suriaces, Radiation required for rooms, with 
information of general interest to Steam and Water Fitters. 244 pages. 83. 



































HOT-WATER HEATING, STEAM AND GAS FIT- 
TING; ACETYLENE GAS—HOW GEN- 
ERATED AND HOW USED. 


For Plumbers, St2am Fitters, Architects, Builders, Apprentices and 
Householders. Containing Practical Information of all ihe Principles 
Involved in the Construction of Steam. Hot-Water, Acetylene Gas Plants 
and how to properly do Gas Fitting By Jas. J. Lawler. Revised by Geo. 
C. Hanchett. Large i2mo, -loth, elegantly illustrated. Price, $2.00. 


VENTILATION OF BUILDINGS. 


148 pages. By W.F. Butler. Prics, $0.50. 


ADVERTISING. 
TOWNLEY’S ADS NO. |. 


Comprising 100 Steel Range advertisements which hav® been success 
fully used by one of the leading retail firms in the west. Catch the eye of 
the reader ;drive home the thought and reach the pocketboux. Price, 590. 


TOWNLEY’S ADS NO. 2. 


50 bright pulling hardware ads prepared by a practical har¢ware 
dealer for use in local papers. They nave brought trade Price, dur 


TOWNLEY’S ADS NO. 3. 


If you Advertise or intend to advertise bic cles you will be interested 
in the reproduction of the best advertisements of a leai ng retail irm as 
they appeared in the papers. Selections from a great number of ude used 
in a practical way in our retail brsiness are given. 50 ads fur 5c 


TOWNLEY’S ADS NO. 4. 

50 Warm Air Furnace ads 60c. These ads have “CATCHY HEAD.- 
LINES,” attractive wording and fresh appearunce. They increased our 
sales and will yours. Printed onon: side. Cupy ready tor printer. Save 
time and worry, and are worth 10 times what they cost 


TOWNLEY’S ADS NO. 5. 


Townley's 50 Farm Implement and Vehicle Ads, Bright and breczy. 
Oc 














Have been used in Jocal papers and have won trade. Price, 50c 


PLUMBING AND DRAINACE. 
WATER CLOSETS. 


A Historical, Mechanical and Sanitury Treatise, by Glenn Brown, 
Architect, Associate American Insti.uce of Avchitects. This book con- 
talns over 250engravin s. The druw.nys ure so c.ear that ihe distinctive 
features of every device are easily se n xt ugiunce, aud the descriptions 
are full and thorough. The paramcu:t i. portance of this department of 
the construction of houses renders a.l comment upon the value of sucha 
work unnecessary, Neatly bound inc.o.h, gilt title. Price, v1.00. 


PLUMBING, DRAINAGE AND WATER SUPPLY 


And Hot Water Fitting. This work treats of drainage, city wells, ex- 
ternal plumbin ’, internal plumbing and fitt! ys, tappi g mains under 
pressure, ornamental lead work, heating, hot water work, etc. By Joho 
Smeaton, C. E. 8vo, 236 pages, 217 illustrations, cloth bound. Price, 83.00. 


MODERN PLUMBING ILLUSTRATED. 


This work consists of 50 blue prints suitably fastened together, show- 
ing the correct method of connecting different plumbing fixtures in var- 
ious ways, and in arranging the waste and vent pipes properly fora 
plumbing system, By R. M. Starbuck. Size 64x94, 50 plates. Price,83.00 

SS 








DRAINAGE. 


Drainage, Sanitary, of Houses and Towns. By GU. E. Waring. %2.00. 


LAWLER’S AMERICAN SANITARY PLUMBING. 


For Plumbers, Ste:m Fitters, Architects, Builders, Apprentices and 
Householders. By Jas. J. Lawler. Containing practical informati n on 
all the principles invoived in the Siechanics ani sciences of P.u.a bing. 
Everything explained in the must simple language. so that it will be im- 
possible to misunderstand anything. The best illustrated work of the 
kind ever published, showing many new appliances and devices not Il- 
lustrated inany other work. Containing 320 pages, large 12mo, cloth. 
Price, «2.00. 


MODERN PLUMBING, STEAM AND HOT 
WATER HEATING. 


Containing the most modern methods of Plumbing as constructed at 
the present date. Over 300 illustrations and diagrams, showing the various 
systems of construction in the heating and ventilating by Steam and Hot 
Water systems. Six folding inserts,showing waste pipe sy stem tr plumbing, 
one pipe system of both Steam and Hot Water Heating. Overhead system. 
Fan system of heating and ventilation, and Steam and Hot Water circuits, 
By Jas. J. Lawler. 400 pages, large octavo. Cloth. Price ¢5.00 


COMMERCIAL. 
THE MANUAL OF BUSINESS. 


By S. P. Johnston. Contains 2 3 pages. and is we | indexed. By perusi 
its pages one can tell av a glance correct business forms tor business an 
legal instruments of all character, and secure authoritative advice on 
discounts, property luws, contracts, penmanship, postal regulations, 
debts and. coliections, bookkeeping, transportation, parliameutary laws, 
etc. If you Strike en unknown business term this book will detine it 
for you. If you want the meaning of a bu’ iness abreviation refer to 
this book which also helps in many other ways around your store, The 
price is $3.50. 








DANIEL STERN, “sooxserer, 69 "Stree, CHICAGO. 
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Almost every body 

who runs a furnace 
shakes the grate 

too much and too often. 
The majority also 
think that keeping the 
fire pot half full of coal 
is most economical. 
Both are great mistakes 
we believe, and a 
sadly-neglected part of 
the furnace business, 
on the part of the 

| furnace man who 
installs them, is not 
teaching the user to look 
after these two points. 
A furnace should be 
fed regularly and the 
drafts be so well under- 
stood that a steady, 
even temperature may 
be maintained, at 
point desired, day or 
night. This can be 
done with the 

Round Oak F urnace 
because it is air-tight 
and holds the fire 

just where you want 
it, just like 

the famous 

Round Oak Stove. 


Warmth and Comfort, 
our furnace book. 
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Estate of 


P. D. 
BECKWITH 


Fred E. Lee, Manager 
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ARTISAN 


THE 


ESTABLISHED 1880, 


AMERICAN 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Tsams oF SUBSCRIPTION IN THE UNITED STATES, THEIR POSSESSIONS, AND 
Canapa, (Invariably in advance): One Year, Postace Parp, 82.00. 
tw Forzicn Countries Excert Canapa, One Year, PostaGe Parp, %.00. 


Address all Letters, communications and remittances to 
DANIEL STERN, PUBLISHER AND PROPRIETOR, 
69 DEARBORN STREET, CHICAGO, ILL. 

Entered at the Chicago Post Office as Second Class Matter. 


Turs Parer 1s A MEMBER OF THE CHICAGO TRADE PRESS 
ASSOCIATION. 





CHICAGO, FEBRUARY 6, 1904. 


Exports from the United States to Rus- 
sia in the year just ended aggregated 
dollars. This is 
more than double the amount of our exports to Russia 
in 1901, the year in which duties were advanced upon 
merchandise from the United States entering Russia, 
and is also double the average for many years preced- 
Imports from Russia have also greatly 
increased since that time. In 1903 they were $10,907,- 
315, against $7,263,874 in 1901. Thus the total com- 
merce between the United States and Russia in the 
calendar year 1903 exceeds 30 million dollars, and is 
double that of 1901, the year in which such alarm was 
felt with reference to our commerce with Russia, and 


Exports to 


Russia. 2 rach 
practically 20 million 


ing that date. 


is three times as great as in 1893. 

This increase in the trade with Russia is especially 
marked when compared with the growth in trade with 
other European countries. Comparing conditions in 
1903 with those of 1901, it may be said that exports 
to Europe as a whole show a slight decrease, while 
those to Russia, as already indicated, show an increase 
of more than 100 per cent. To the United Kingdom 
our exports in 1903 are 55 million dollars below those 
of 1901; to Netherlands, .the reduction in exports, 
as compared with 1901, is more than 12 millions, and 
to Belgium more than 5 millions. To France our ex- 
ports in 1903 show a slighi increase, and to Germany 
an increase of nearly 40 million dollars; but in each 
case the percentage of gain is small, compared with 
that in our exports to Russia, which show a much 
larger gain proportionately than those to any other 
European country, while in our imports from Russia a 
material increase is also shown. 

The chief growth in our exports to Russia in the two 
years in question has been in cotton, agricultural im- 
plements, copper and its manufactures, and naval 
stores. In iron and steel there has been a slight re- 
duction and in flour a considerable reduction. Raw 
cotton, of which our exportations to Russia in the fis- 
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cal year 1901 were less than 2% million dollars, showed 
in the fiscal year 1903 a total export to that country 
Agricultural implements have 
grown from $1,692,597 to $3,036,145; copper and 
$790,724 to $1,364,272, 


and naval stores from $281,616 to $432,792. Iron and 


of over 8 millions. 


manufactures thereof from 
steel, which in the fiscal year 1901 amounted to $1, 
636,894, was in the fiscal year 1903 $1,198,139; and 
flour, which in the fiscal year 1901 was $1,261,122, was 


in 1902 $1,028,590. 
3 SN 


OLD LINE insurance men frequently in- 


— inuate that mutual i t b 
sinuate thé é surance - 

pasties e th mutual insurance must be 
Risks. ‘unsound” on account of its lower cost. 


It is our belief that where the parties tak- 
ing insurance in a mutual company gauge the honesty 
and competency of the officials of their company, no 
safer insurance can be desired. Any hardware dealer 
who takes a policy in his state insurance company has 
every Opportunity to see that competent officers are 
elected and the affairs are rightly administered. If 
the officials are not what they should be they can be 
easily replaced. 

One reason why old line insurance costs more than 
Here 
is Peter Jones, an agent of the Prince & Pauper Insur- 
ance Co. of Liverpool, Eng., in the town of Wohomo, 
Wis. He is in the business for the commissions he gets 
out of it, and he takes the money of the Fireproof 
Hardware Co. and the Arson Hardware Co. with equal 
sang froid and secures equal commissions on both 
Furthermore, the Fireproof Hardware Co. 
make no protest in the matter. Why should they? 
They know the Prince & Pauper Insurance Co. will 
not go bankrupt even if the Arson Hardware Co.'s 
The 


dividends of a foreign corporation are no concern of 


mutual is because it is more or less speculative. 


policies. 


stock and building are burned to the ground. 
theirs. But suppose the secretary of some state mutual 
should take a risk like the Arson Hardware Co, in 

Would the Fireproof Hardware 
Would not they insist on the can- 


some lax moment. 
Co. stand for it? 
cellation of the policy? 

This simple presentation of facts should be ample 
proof that the mutual company will not lose anything 
like its old line competitor through bad risks. 

Here is another point to consider: Our friend, 
Peter Jones, the Wohomo, Wis., agent of the White 
Mountain Fire Insurance Co., Pemaboqoque Lake, 
N. H., insures the fire trap premises of the Arson 
Hardware Co., pockets his commission, and if he is 
lucky and there is no fire he keeps on in his devious 
ways until some unusually daring risk turns out badly 
and all the profits of the White Mountain Fire Insur- 
ance Co., as far as Wohomo are concerned, are swept 
away. In a mutual hardware company where the 
members meet at annual conventions a comparison 
of notes would soon show the policy of the manage- 
ment of the insurance company as regards risks and 
any departure from a healthily conservative policy 
could be checked then and there before there were any 
heavy drains from unwise risks. 

Most of the mutual insurance associations are as 
yet in embryo or have been barely launched on their 


career. The Retail Hardware Dealers’ Mutual Fire 
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Insurance Co. of Minnesota have been in existence 
some four years and have paid out $16,545.23 in fire 
losses during that time. We have no minute check on 
the affairs of this company, but will boldly wager a 
goodly sum that not one cent of this amount was paid 
to an incendiary or in a case where there was the 
slightest suspicion of criminal intent. Which of the 
giant companies located in old or New England, who 
have written more insurance in the Twin Cities than 
this mutual has in all Minnesota, have an equally clear 
record for the past four years? 

If statistics were available, how do you suppose the 
loss sheets of any leading old line company and the 
Minnesota company would compare, both as regards 
percentage and character cf risks? 

If it were possible to show the average character 
of the store as regards fire protection on which the 
Minnesota company had paid a fire loss during the 
four years of its existence and the average character 
of the building as regards fire protection on which any 
old line company had paid fire losses during the same 
period, which supposititious building with its environ- 
ment do you think would make the better risk? 

This elimination of bad risks is only one phase of 
the insurance question in which the mutual company 
can easily demonstrate its decisive advantage over its 
old line competitor. It affords one of. the answers to 
the question of the lower cost and superior stability of 
a rightly conducted mutual company. 

THE completion of the great Siberian 

New railway has opened up a new world to 
Markets. the merchants and manufacturers of the 
West. Lands which hitherto it took 

three, four, five and six months to. reach may now be 
entered in thirty days. Ferdinand Meinecke, a Ger- 
man merchant of Siberia, writing in Der Russisch 
Deutsche Bote, says that the principal business in east- 
ern Siberia is in the hands of some Russian and Ger- 
man wholesale houses, which have covered the impor- 
tant places of Siberia and Manchuria with retail 
branches carrying all classes of goods, and Russia, it is 
reported, is about to put at least 1,000,000 of its Euro- 
pean farmers into that far Eastern section. The best 
lines of goods to send into eastern Siberia and Man- 
churia are various agricultural and industrial machin- 
ery, tools, woolen cloths of all kinds, cotton cloths to 
a certain extent, hardware for the kitchen and for the 
one thousand and one purposes to which articles of 
hardware can be put, and some articles of luxury. The 
largest sales in eastern Siberia will be, of course, for 
agricultural machinery. The demand for these ma- 
chines will increase with the development of the agri- 
culture of the country. The writer says, in conclusion, 
that, according to his own experience, “preference is 
given in eastern Siberia to German machinery for the 
farm over American machinery because the construc- 
tion of the German machine is more solid.” Whether 
this is so or not is, of course, another question. Of 
course, Meinecke being a Teuton, is liable to be preju- 
diced in favor of German machines. Efforts on the 
part of American manufacturers to enter the field and 
to demonstrate the superior services to be obtained by 
their machines will be of great value to the American 


manufacturers. We believe unfamiliarity with Amer- 
ican machinery is the only fact militating against its 
general adoption in Siberia, and if our manufacturers 
enter this field with the same verve shown elsewhere, 
victory will be theirs. 








Is THERE a merchants’ association in 
The . . 

Parcels Your town? If so, why should you not 
Post. ask at the next regular meeting how 
many present would be benefited and to 
what financial extent by the passage of the proposed 
parcels post bill. Add up all these amounts in one 
column. Then ask for estimates as to position they 
would be placed in by having the margin between their 
selling price and that of the catalogue house cut down 
by the difference between present express rates and 
those proposed in the parcels post bill, and ask for esti- 
mates as to the loss this bill would mean. Add up 

these amounts. 

[f the sum of the prospective gains is greater than 
the sum of the prospective losses your merchants’ asso- 
ciation should petition your congressman to support 
the proposed bill. 

If the sum of the prospective losses is the larger, 
your association should petition your congressman to 
vote and work against the proposed parcels post bill. 

Is not this an unbiased proposition? If this bill will 
help you, help it. If it will hurt you, fight it. As it 
will do one thing or the other, you are certainly acting 
contrary to your best interests in the matter in remain- 
ing neutral. We believe the passage of this bill will 
harm every retail merchant in the country, with the 
exception of those who cater exclusively to the ultra- 
fashionable trade, and as no hardware dealer is in this 
excepted class, it will hurt all hardware dealers. But 
to err is human and if any one can convince us that 
we are in the wrong we will acknowledge our error 
and support this bill. We will say in passing, however, 
that the man who shows us our mistaken ideas in this 
matter will have to offer a better argument than Sec- 
retary Cowles of the Postal Progress League did be- 
fore the American Hardware Manufacturers’ Associa- 
tion at Atlantic City last November. Messrs. Corey 
and Bogardus had not much time in which to prepare 
their replies to his fulminations, but they certainly cut 
Mr. Cowles’ head neatly off and then went and buried 
it as far as argument was concerned. So if any parcels 
post advocate wants to correct the writer he will have 
to bring up something new, we fear. 








Tue Pittsburgh chamber of commerce 
Commercial recently appointed a special committee to 
Education. jnvestigate the subject of “Higher Com- 
mercial Education,” which made its re- 
port a few days ago. Some of its recommendations 
are of more than passing interest. The committee, 
while conceding the value of commercial schools, so 
far as the knowledge of accounts, bookkeeping, pen- 
manship and commercial calculation are concerned, 
urges that the colleges and universities should pay the 
same attention to commercial training that they do to 
engineering, science, agriculture, handicrafts, art and 
specialization. 
To effect this it is recommended that there should 
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be added to the elementary courses in high schools in- 
struction in languages, specifically in Spanish, Portu- 
guese, German and French; thorough training in 
geography, including not merely topography, but a 
knowledge of climate, of the inhabitants and of their 
usages as well as their commercial relationship; in- 
struction in history, ancient and modern, with par- 
ticular reference to commercial history; and in politi- 
cal and economic science, banking, exchange and trans- 


’ 


portation; and last, but by no means least, the art of 
correct composition in the English language. 

The scheme outlined by the committee seems an 
ambitious and difficult one, and yet it is exactly the 
scheme pursued in the German higher institutions of 
learning, upon which it evidentfy is based. The kind 
of education of boys attending the industrial and 
commercial schools of the German empire has been 
remarkably successful, and now the same methods are 
being applied to the commercial training of girls. The 
chamber of commerce of Berlin controls commercial 
schools attended by 800 girls. In Munich, Cassel, Dus- 
seldorf, Cologne and other cities thousands of girls 
are being commercially educated, and the employment 
of girls in business houses is encouraged. These 
schools teach the ordinary branches of commercial 
work, history, languages, stenography, typewriting and 
other studies which fit girls to enter business houses, 
and the number of scholars increases every year. The 
new departure has been officially recognized in the 
cities of the empire and is encouraged by the govern- 
ment. It is only necessary to consider what is being 
done in Germany for commercial education to under- 
stand the remarkable commercial advancement of that 
country. But what has been done in Germany cer- 
tainly can be done here, 


RANDOI1 SKETCHES. 





BY SIDNEY ARNOLD. 

Wuatr is the difference between loaning one of 

your customers $100 in cash at 6 per cent on sixty 

days’ time or merchandise of the same amount for a 
like period of time 


A SINGULAR case of a strike is reported concerning 
the Western Watch Case Co., 162 East Superior street, 
Chicago. Last year they employed 75 case makers at 
a minimum wage scale of $20 weekly. The men all 
belonged to their two unions and had, they believed, a 
contract which protected them against being laid off or 
having their pay cut in dull times. Late in Decem- 
ber the company announced a change in the scale by 
which the minimum would be $16 a week. The em- 
ployes struck, and a considerable part of the force has 
now found work in other places. This fact does not, 
however, leave the Western company free to hire new 
case makers and engravers, according to union inter- 
pretation. 

es 

IN retaliation against the laundrymen of Mansfield, 
Ohio, who recently ordered their Bell telephones re- 
moved and agreed hereafter to use only the Mansfield 
Company’s telephones, the Central Union Telephone 
Company announced Jan. 13 last in the papers of that 


city that it had arranged for the establishment of the 
“Fairplay” Laundry for the accommodation of its sub- 
scribers. It is to be hoped the citizens of Mansfield 
wili let the laundry of this bulldozing telephone com- 
pany severely alone. Business men in any line have 
rights that telephone companies are bound to respect. 


* * * 


“Tuts is the time of the year,” said a prominent 
plumber with the blandest of smiles, “that the carica- 
turists ‘spring’ their annual comic sketches showing 
the plumber reaping in the shekels because of pipes 
freezing. Then there are lines underneath that some 
suburbanite gladly proffers a $20 bill to the plumber 
after he has melted the miniature floes in the pipes. 
The only complaint the modern plumber has to make 
about it is that he is sorry it is not true. Because of 
the comic papers, the general public imagines that the 
winter months are a veritable harvest to us. Nothing 
could be farther from the truth. Years ago, to a cer- 
tain extent, this was true, but things have undergone 
a decided change. The modern residence is equipped 
with pipes, but they are placed in the interior and so 
blanketed by the woodwork that freezing is now next 
to impossible. Another factor that has affected our 
receipts is the furnace. Heretofore only the very rich 
could afford to have one installed in their homes. Now 
any one who builds a house at as modest figures as 
$4,000 to $6,000 is able to install a furnace. With this 
heater in the cellar all danger of pipe freezing is re- 
moved. In exposed residences and warehouses, where 
there is but little heat, the pipes are likely to freeze 
when the thermometer is down, but if the plumbers 
of this city were obliged to depend on the revenue they 
receive for thawing out pipes in winter, in a few weeks 
they would be as scarce here as radium factories.” 


* 


IRON and steel exports during the month of Decem- 
ber, for which the Department of Commerce and La- 
bor, through its Bureau of Statistics, has just presented 
complete figures, show an increase of $1,597,938, com- 
pared with December of the preceding year. This 
increase, while distributed through a wide range of 
articles, is found especially in steel rails and locomo- 
tives. The total value of steel rails exported in De- 
cember, 1903, was $203,741, against $21,216 in De- 
cember, 1902; and of locomotives, $504,684, against 
$181,571 in December, 1902. Pipes and fittings show 
an increase of over $100,000, the total exports for 
December, 1903, being $572,991, against $470,425 in 
December of the preceding year. Wire shows an in- 
crease of about $150,000, the total exports in Decem- 
ber, 1903, being $483,052, against $336,982 in Decem- 
ber, 1902. Sewing machines show an increase of about 
$130,000, the total for December, 1903, being $542,661, 
against $410,633 in December, 1902. Typewriters show 
an increase of about $115,000, the total for December, 
1903, being $442,078, against $327,476 in December, 
1902. Builders’ hardware shows an increase of nearly 
$100,000, the total for December, 1903, being $1,110,- 
O17, against $1,024,813 in December a year ago. Metal- 
working machinery also shows an increase of about 
$150,000, the total for December, 1903, being $418,- 
828, against $268,482 in December, 1902. 
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News Siftings 


W. P. Brewer, a Bristol (Tenn.) stove dealer, died 
on Jan. 29th. 








The Ajax: Metal Co. have purchased the plant of 
the Bates Metal Co., at Birmingham, Ala. 

The affairs of the Mulholland Stove Co., St. Louis, 
Mo., have been closed up by attorneys in the United 
States Court. 

The Pittsburgh Stove & Range Co., Pittsburgh, Pa., 
have recently disposed of the old Walters stove foun- 
dry for $14,000. 

The S. M. Howes Co., 40-46 Union St., Boston, 
Mass., would be very glad to receive latest catalogues 
of all stove manufacturers. 

Chas. A. Overton is interested in a company 
formed at Dunlap, Ia., for the manufacture of a newly 
patented adjustable stovepipe thimble. 

Great importance is attached in iron and steel trade 
circles to the large orders for pig iron, which were 
booked by several furnaces on Jan. 3oth. 


The Union Stove Works, 70 Beekman St., New 
York, send us a color thermometer, a portion of which 
turns blue for fair weather, pink for rain and lilac for 
a change. 

Nicholas E. Devereaux, Wm. S. Doolittle, Wm. T. 
Baker, Thos. F. Baker, Thos. R. Proctor, Joseph F. 
Kernan and Francis Kernan were elected directors of 
the Syracuse Stove Works, Syracuse, N. Y., at their 
annual meeting held Jan. 27th last. 

The Home Pride Range Company, Marion, Ind., 
are opening up a branch at 72 Reed St., Milwaukee, 
Wis., where they will show a complete line of their 
Home Pride steel ranges and from which they will 
make shipments for their northwestern customers. O. 
C. Harrison will have charge of this branch. 


The stockholders of the Minnesota Stove Co., Shako- 
pee, Minn., held their annual meeting recently and 
elected the following officers for the ensuing year: G. 
L. Nye, president and treasurer, and C. W. Nye, secre- 
tary; H. B. Nye, Lydia W. Nye, G. L. Nye and C. W. 
Nye, as board of directors. 

William H. Wilder of the Central Oil & Gas Stove 
Co., Gardner, Mass., has purchased the plant of the 
Florence Machine Co., Florence, Mass., and it is the 
presumption that a new company will be formed for 
operating the plant and continuing the manufacture 
of Cleveland Pattern oil and gas stoves. 


The Peerless Steel Range Works, 103-105 West 
Lake St., Chicago, are offering the trade the Peerless 
“All Steel” malleable ranges, which have top plates 
ground smooth and bright, asbestos lined flue bottom, 
extension fire box for long wood, pan for elevating 
wood fire, double braced oven top, and very large 
ovens. 

The Smith Mfg. & Plating Co. are a new Allegheny 
Pa., concern, capitalized at $75,000 for the manu- 
facture of stoves, plating, etc. This firm have taken 
over the business of the Smith Plating Co. of Alle- 
gheny, and its members are John H. Weckesser, Jr., 
James Rodger and C. W. Leech. They are erecting a 
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new building 44x302 feet in dimensions and two stories 
in height. 

Lewis D. Wynn, Sterling, Ill., is well pleased with 
the heavy demand for Black Silk stove polish experi- 
enced in 1903. This was this firm’s banner year, up 
to date, in fact. Although 1904 is as yet fairly begun, 
Mr. Wynn reports that it has started out like wireless 
telegraphy and with the 20 years’ experience this firm 
have to their credit, they find it as easy to go on and 
improve as it is for a squirrel to jump from one tree 
to another. 


The Home Pride Range Co., Marion, Ind., offer the 
trade the Home Pride malleable steel range, which has 
flush, portable right aad left hand 20-ounce copper res- 
ervoirs, portable left-hand elevated reservoirs and as- 
bestos linings throughout. The steel linings, fire box, 
etc., are very heavy and the oven thermometer is a 
good talking point. 

niecasiadiaaiiataagiiilit ‘ 


GASOLENE AND OIL STOVES. 





The Standard Lighting Division of The American 
Stove Co., Cleveland, O., send us their latest catalogue 
showing their line of “New Process” vapor stoves for 
gasolene, and “Standard’”’ Wickless Blue Flame oil 
stoves for coal gas or gasolene. The frames of all 
‘“‘New Process” vapor stoves are made in cabinet style 
and are strong and rigid. The tops are of ample width 
and are provided with remarkable grates. The stove 
is provided with a sight feed so that the dropping of 
the gasolene can at all times be seen when the stove is 
in operation. The valves are provided with needles 
having non-corrosive points. 

The tank equalizes and regulates the flow of gaso- 
lene at all times. The parts that are exposed to the 
fire are cast iron and perishable. All parts can be easily 
cleaned. 

The new brass tank is double seamed. The auto- 
matic float is easily detached for cleaning. The new 
burner drum is shorter and holds less vapor. The cast 
center tube will not crack and the new sub-fire burner 
does not break. 

On page 4 is shown their No. 3 improved “New 
Process” semi-cabinet with new encased sheet steel 
frame. The tank is made of brass. The oven can be 
pushed back upon a rest, as shown, leaving the step 
free for other purposes. The oven is made of Russia 
iron and can be knocked down in compact form for 
shipment. 

The Improved “New Process” cabinet range No. 8 
is entirely new and very compact. It has three burners 
besides the one under the oven. The step burner can 
be used to heat a wash-boiler or for canning, preserv- 
ing, broiling and other purposes. The oven door is 
hinged at the bottom and counter-balanced by a cast 
friction spring. All oven linings are removable and 
the oven burner is easily removed. 

The Standard Wickless Blue Flame for coal oil or 
gasolene has removable tank, glass sight feed, lights 
quickly and is perfectly safe. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THe AMERICAN ARTISAN.” 
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A HANDSOME PLANT. 





On Aug. 2, Igor, the plant of the Gem City Stove 
Co., Dayton, O., was destroyed by fire. That was some 
thirty months ago. On the ruins of this former plant 
a new one, more extensive, more up-to-date, more mod- 
ern from turret to foundation stone, has been built, and 
this firm can justly claim to have one of the best 


THE AMERICAN ARTISAN AND HARDWARE RECORD 











29 


representative will readily prove their assertions, they 
claim. Every stove and range they make is guaranteed 
to be satisfactory in every respect. 

-~eo- 


NEW POUCH FEED. 





The Portsmouth Stove & Range Co., Portsmouth, 


Bros., Saginaw, are Michigan 


O., for whom Morley 





Piant of the Gem City Stove Co. 


manufacturing plants in southwestern Ohio and one 
of the finest stove foundries to be seen anywhere. 

This superb foundry has a frontage of 590 feet on 
Linden avenue, extending from Clermont avenue to 
Richard street. A represents their warehouse and 
mounting department, with 365 feet frontage, 200 feet 
in depth and 4 stories and basement high. Adjacent to 
this on Linden avenue is their molding floor B, 125x225 
feet in dimensions. C is their power house, 40x50 feet 
in dimensions, and D is their nickel plating department, 
40x100 feet, 2 stories in heighth. They have a fire- 
proof pattern house, 50x80 feet in dimensions and 2 
stories in heighth. 

The shipping facilities could not be better, as the 
Pennsylvania company runs past their plant in the rear, 
and a spur runs directly up to their plant, enabling 
them to load and unload with a minimum of handling. 


eo 


OPEN A CINCINNATI BRANCH. 





The Eclipse Stove Co., Mansfield, O., advise us that 
they have opened up a warehouse in Cincinnati., from 
which all orders for Eclipse stoves and ranges will be 
supplied for that territory to the trade. 

They have engaged the services of Emil H. Huene- 
feld, formerly with F. A. Klaine & Co. of Cincinnati, 
O., who will have charge of this branch. 

All castings used in the construction of their goods 
are made of the best grades of pig iron only, no scrap 
being used. All nickel parts are extra heavy coated, 
and all steel plates used are of the best grade obtain- 
able. These goods are as a whole a line of money- 
makers for the dealer, and a sample order given their 


agents, have brought out a new end feed as an artistic 
and valuable addition to their Model steel range. This 
pouch feed has large pouch for broiler door (fitted 
with register) ; large drop draft door (fitted with reg- 





Fees. 


New Pouch 
ister) ; large water heater; easy access to fire box with 
poker; duplex grate for coal or wood; large nickeled 
plain wood feed door; no extra linings necessary for 
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perfect coal fire box or perfect wood fire box, and gives 
perfect control of the fire. 


40-QUART PEERLESS ICELAND POWER 
FREEZER. 





Dana & Co., Cincinnati, O., are manufacturers of 
the 40-quart Peerless Iceland power freezer shown 


in the accom- 
panying cut. 
All castings 
are heavy and 
designed for 
strength and 
wear. The 
bearings for 
counter shaft 
are of solid 
brass. The 


bearing for 
center gear is 
bushed with 
brass, all accu- 
rately fitted, 
and will not 
rust nor wear. 
The shaft bear- 
in gear 
frame are bab- 
bitted with the 
bearing 
metal and are 
adjustable for 
taking up 
_wear. The 
counter shaft bearings are set in ball sockets and the 
gear frame is hinged to them, making it impossible for 
the gears to get out of alignment. 
It is furnished with extra heavy tin and copper cans. 
The tight and loose pulleys are 16 inches in diameter. 
The speed of the pulley is 150 revolutions per min- 
ute. 
The floor space occupied is 38 inches by 30 inches. 
The height of the freezer is 44 inches and the net 
weight is 350 pounds. 


ings 


best 
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40-Quart Peerless Iceland Power Freezer 
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HARDWARE MAN DEDICATES A MEMORIAL 
GYMNASIUTI1. 





On Jan. 29th last A. C. Bartlett, of Hibbard, Spen- 
cer, Bartlett & Co., Chicago, formally presented to the 
University of Chicago the Frank Dickinson Bartlett 
gymnasium. 

Mr. Bartlett rose from a sick bed to go to the gym- 
nasium, where an audience of 1,000, limited by the city 
building department to that number, had gathered. 
After listening to words of eulogy for his son and ap- 
preciation, Mr. Bartlett said: 

“In the eyes of a fond father the son gave promise 
of years of usefulness, and we have placed here this 
building, this window and these decorations as some 
indication of what he would have done had he lived. 
I wish to impress on the mind of every student that 
this gymnasium is the fruition of a young life, in which 
truth, loyalty, high purpose and kindly deeds were the 
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cardinal principles. It has come not by the death of 


Frank Bartlett, but through his life.” 
i SE Sie 


STOVE MANUFACTURERS SHARPLY CRITI- 
CIZED. 


The Steele Ozone, Steele, N. D., of January 27th, 
finds fault with the way stoves are constructed, as fol- 
lows: : 

There was a discussion in this office among some citi- 
zens last week over heating stoves, especially lignite burners, 
and the uniform testimony was against the wit of the stove 
builders. heard similar views before. 
Sometimes it seems to the user of lignite that the stove 
foundrymen have a demoniac grudge against the race, or that 
part of it living in wintry regions, for we who live in the 
section where lignite is used know only too well with what 
inhuman perversity the builders of all the new-fangled fuel 
burners mar what purports to be a perfect creation in steel 
or cast iron by putting in a doorway about one-fourth to one- 
half the size that should be there. 
and is so regularly demonstrated that it takes a man of years 
of the most rigid moral training from early childhood, and a 
sixty below zero temperament, reinforced by a careful drill in 
the philosophy of the stoics, to refrain from the mest ornate 
f profanity in expressing 


Probably vou have 


Chis is such a patent fact 


and sublimely profound degrees « 
his estimate of intelligence, perception and deserts of the in- 
ventor, makers and the product, when he tries to stow away 
within the stove a moderate sized chunk of lignite for an 
all-night fire. 

Every now and then a new stove comes out heralded 
as just the thing for lignite. Now almost any stove made 
that has a top, a bottom and sides will serve as a lignite con- 
sumer if it has plenty of draft and a deep space between the 
fire grate and the ash pan. But the stove makers appear to 
ignore the fact that lignite comes sometimes in large lumps, 
and that in this climate it is desirable to have a big chunk 
in over night, as lignite is unexcelled as a fire keeper. So 
they put in a stove that otherwise is fitted well for a lignite 
burner a door that will take in a chunk 10x12 inches, and a 
hard job to get in at that. The cold or hot blast stoves 
which came out a few years ago, with an opening at the top, 
have this trouble in an aggravated form. They are a bur- 


den to the flesh in this Then we have a certain 
heater that is a marvel as a heater, but the sublimated idiocy 
that dictated the placing of a door that will not admit a chunk 


Then the smoke 


respect 


ten inches square spoils the whole thing. 
flue is on a level with the grate, and when a scuttle full of 
coal is emptied in a lump will roll into the pipe opening and 
stop the draught. 

We are fully aware this is a tale of woe that many will 
find commonplace, but it reveals a stern trial of everyday life, 
and it is the everyday life that makes or mars happiness and 
comfort; and the stove makers are responsible for a lot of 
earthly inferno for a good many of us. May they reap their 
fitting reward. 

Out of a diversified and bitter experience we believe we 
could, had we a foundry at our disposal, devise and construct 
a stove for North Dakota use that would fill a long-felt want. 
It would not have a lot of fancy frills around the bottom so 
you would have to take off the top story in order to clean 
out the ashes below; and it would not have a lot of nickel 
ornamentation to absorb the heat and add to expense; nor 
would it be incased in bas relief to catch all the dust of an 
entire generation in the crevices. It would be severely plain, 
but simply serviceable, and would have an inlet and outlet 
arrangement that would work together for the reduction of 
the profanity and ill will output. It would be a Christianizer 
instead of an infliction. 


-eo 

H. E. Gnadt, D. McLaughlin and G. R. Lott, presi- 
dent, ex-president and secretary, respectively, of the 
Chicago Retail Hardware Dealers’ Association, will be 
the guests of the Milwaukee Retail Hardware Dealers’ 
Association on Feb. oth. 
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American Hardware Mnfs. Assn. 
Pres., J. C. Birge, St. Louis, Mo. 
Vice-Pres.—F. S. Kretsinger, Ft. 

Madison, Ia.; Henry B. Lupton, 
Pittsburgh, Pa.; Geo. W. Corbin, 
New Britain, Conn. 
Secy.-Treas., F. D. Mitchell, Phila. 
Ex. Com., °C. W. Asbury, Phila- 
de Iphia, Pa.; Chairman; Robert 
Garland, Pittsburg. Pa.; mB. A. 
Gladding, Indianapolis, Ind; Geo. 
P. Hart, New Brit.in, Conn.; Wm. 
M. Pratt, Greenfield, Mass. ; 'W.S 
McKinney, Allegheny, Pa; E. G. 
Buckwell, Cleveland, Ohio; E. B. 
Pike, Pike Station, N. H. 
Arkansas Retail Hdw.Dealers’Assn. 

Pr s., J. F. Maxey, Ozark. 
istV.-P., H. Williams, Hot Springs 
2d V.-P., A. L. Skillern, Nashville. 
S.-T., C. E. Taylor, Little Rock. 
Ex. Com.,C. T. Rosenthal], Bates- 

ville; T. B. Stewart, Newport; E. E. 
Mitchell, Morrillton; W. M. Gra- 
ham, Llarendon; R. F. Roys, Russel- 
ville. 

Chicago Retail Hdw. Dealers’ Assn. 


Sec., G. R. Lott. 
Collector, John Hora. 
Treas., J. L. Smith. 


Herdwae Merchants’ and Manu- 
fauturers’ Assa. of Philadelphia. 

Pres., Th: mas Devlin 

V.-P., John R.. Griffith. 

Sec.-Treas., T. James Fernley 

Directo s, W. W. supplee, John 
R. Griffith, E. S. Jac.son, W. C. 
Peters, S. Disston, E. Fisher, J. H. 
Ritter. T. Deviin, T. J. Fernley. 
Illinois Retail Hdw. Dealers’ Ass.1. 

Pres., Charles H. Williams, 
Streator. 

V.-P., W. T. Gormley, Chicago. 

Sec., L. Nish, E)gin. 

Treas., Geo. A. Engelhardt, Ch, 
cago. 

Ex. Com., Charles H. Williams 
Streator; W. T. Gormley,. Chi- 
cago; L. Nish, Elgin; Geo. A. 
Engelhardt, Chicago; William Bit- 
tel, Peoria; F. F. Porter, Chicago; 
H. G. Cormick, Centralia: H. N. 
Murphy, Galesburg; R. G. Scheur- 
er, Vandalia. 


indiana Retail Hdw. Dealers’ Assn. 
Pres., EK. M. Bush, Evansville. 
ist V.-P., A. N. Shidler, So. Bend. 
2dV.-P.,W.B.Shipley, LaFayette. 
Sec.-Treas., M. L. Corey, Argos. 
Ex. Com., M. L. Lewis, Marion; 
W. P. Lewis, New Albany: Charles 
Boonshat Petersburg; E. M. Bush, 
Evansville; M. L. Corey, Argos. 


indian Territory Retail Hdw. Assn. 
Pres., J. G. Smith, Canadian. 
ist V.P., Fred Parkinson, Wag- 
oner 


2d V.-P., E. C. Stretch, Vinita. 


lowa Retail Hdw. Dealers’ Assn. 
Pres., S. R. Miles, Mason City. 
V.-P., L. Lindenberg, Dubuque. 
Sec., H. S. Vincent, Ft. Dodge 
Treas., A. C. Vieth, Oakland. 
Members Exec. Com., Jacob 
Seither, Keokuk; J. F. Doty, West 
Liberty; L. Lindenberg, Dubuque; 
S. R. Miles, Mason City; G. C. Paul- 
son, Newhall; Paul DeVol, Counc?! 
Bluffs; C. S. Barger, Albia; L. H. 
Kurtz. Des Moines; C. R. Keating, 
Mt. Ayr; L. A. Gnam, Carroll; C. E. 
Haas, LeMars. 
Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
’.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. Com.. F. W. Bartlett, Kansas 
Citv;: T. H. Kiniry, Beloit; J. M. 
Walters, Robinson; J. H. Hamilton, 
Arkansas City; T. J. O’Neil:, Osage 
City. 
Kentucky Retail Hardware and 
Stove Dealers’ Association. 
P-ves., W. T Oldham, Mt. sterling. 
Ist V.-P., W.S. Shacklett, Fulton. 
2d V.-P., Jos. C. Kirchdorfer, 
Louisville. 
-ec., Paul Wagner, Louisville. 
Treas., Henry Heick, Louisville. 


Michigan Hardware Association. 

Pres , John Popp, Saginaw. 

Ve Pres., F. M. Brockett, Battle 

Creek. 

Treas., Henry C. Weber, Detroit. 

Sec. 4. J. Scott, Marine City. 

Ex-Com., W. P. Culver, Port- 
land; K. S. Judson. Grand Rapids; 
J. H. Whitney, Merrill; E. J. Mor- 
gan, Cadillac: T. Frank Ireland, 
Belding: Fred. S. Cook, Fowler- 
ville; C. E. Pipp, Otsego; A. Har- 
shaw, Delray; A.J. Scott, Marine 
City. 

Minnesota Retail Hardware Assn. 

Pres., W. > Tomlinson, LeSueur. 

V.-P., H. S. Cleveland, Minneap- 
olis. 

Treas..W. E. Barto, Long Prairie. 

Sec., M. S. Matthews, Mnpis. 

Ex. Com., W.H. Tomlinson, Le 


Sueur; H. S. Cleveland, Minneap. 
olis; F. E. Hunt, Red Lake Falls; 
Benj. F. Kernkamp, St. Paul; C. H. 
Hornburg, New Ulm; J. Cowing,; 
eee andria; C. H. Casey, Jordan; 

F’. Ladner, St. Cloud; J. Schmidt. 
Wabasha, A. T. Stebbins, Roch- 
ester; J. McGuire, St. Paul. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 


Pres., zope Frier, Louisiana 
-P., . Wachter, St. Louis. 
Sec., Fr. it “Neudorff, St. Joseph. 
Ex. Com., J. W Poland, Carroll 
ton; F. N. Kannsteiner. St. Louis; 
W. T. Shoop, Richmond 


National Hardware Association. 


Pres., S. A. Bigelow, Boston. 

ist V.-P., John C. Koch, Milwau- 
kee. 

2nd V.-P., Brace Hayden, San 
Francisco. 

Ex. Com., F. Barker, Elmira, N. 
Y.; J.D. Moore. Birmingham. Ala.; 
John Freeman, Detroit; P. E. 
Strauss, Boston: R. M. Dudley, 
Nashville; W. S. Wright, Omaha. 

Advisory Board, W. W. Supplee. 
Philadelphia; H. H. Bishop, Cleve 
land; John Bindley, Pittsburg; R 
A. Kirk, St. Paul. 


Nebraska Retail Hdw. Dealers’ Asn. 


Pres., C Peterson, Oakland 
Ist V "DB ., Nathan Roberts,Omaha 
2d V.-P., Ale x Meyer, Hastings. 
3d V--P., Frank Hacker, Friend. 
Sec.-Treas., Harry Hall, Lincoln. 


National Retail Hdw. Dealers’ Asn. 


Pres., W. P. Bogardus, Mt. 
Vern n, O. 

V.-P., C. H. Miller, Huntington, 
Pennsylvania. 

Sec., M. L. Corey, Argos, Ind. 

Treas,, A. T. S.iebbins, Roches- 
ter, Minn. 

Ex. Com., H. G. Cormick, Cen- 
tralia, Lii.; Sharon E. Jones, Rich 
mond, Ind.; T. F. Ireland, Felding. 
Mich.; L. Lind nberg, Dubuque, 
Iowa; A. T. Stebbins, Rochester, 
Minn 


N. Dakota Retail Hdw. Dealers’ Asn. 


Pres., H. F. Emery, Fargo. 

Ist V.-P., G. W. Wolbect, Bis 
marck. 

2d V.-P., A.C. McNiven, Langdon 

3d V.-P.. J. B. Boyd, Rugby. 

Sec., C N. Barnes. Grand Forks. 

Treas., H. T. Helgesen, Milton. 

Ex. Com., E. E. Elliott, Sanborn; 
H. F. Strehlow, Casselton; Hurbert 
Harrington, Fargo. 


Ohio Hardware Association. 
Pres., W. P. Bogardus, Mt. Ver 


non. 
V.-P., J. F. Baker, Dayton. 
Cor. Sec., D. R. Burr, Piqua. 
Fin. Sec., W. C. Jones, Columbus 
Treas., H. A. Waller, Ravena. 
Ex. Com. F. A. Powers, Norwalk 
Geo. Hartke, Cincinnati; E. Fisher. 
Wapakoneta; J. C. Snyder, Iron 
ton; E. M. Potter, Cleveland. 


Pennsylvania Retail Hdw. Assn. 


Pres.,Geo. L. Moore, Brownsville 

V -P., Geo. J. Rudolph, Pittsburg 

Sec., J. E. Digby, McKees Rocks 

Treas., B. A. Maggine, Braddock 

Ex. Com., E. E. Lyon, Greens 
burg; C. N. Savage, California; B 
A. Maggine, Braddock; C. QO 
Shroyer, Dawson. 

St. Louls Stove Dealers’ Asse. 

Pres., R. H. Myers. 

ist V.-P., E. L. Wachter. 

2d V.-P., G. M. Rinie. 

Sec., Louis Boehl. 

Treas., F. A. Kannsteiner, 
Southern Hardware Jobbers’ Assn. 

oom W. M. Crumley, Atlanta, 


G 

ist V.-P., John Donnan, Rich- 
mond, Va. 

2d V.-P., E. A. Peden, Houston, 
Texas. 


Ex. Com., Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C.; O. B. Barker, Lynch 
burg, Va. 


Texas Ret. Hdw. and Imp’!’t Assn. 
Prs., S. L. Erwin. 
iat V.-P., W. M. Grunnell. 
2d V.-P., J. D Carroll. 
Sec'y, J. W. McManus. 
Wisconsin Hdw. Dealers’ Assn. 
Pres., H. L. McNamara, Janes- 
ville. 
V.-P., Ralph Burtis, Oshkosh. 
Sec.-Treas.. C. A. Pec ', Berlin. 
Ex. Com., W. H. B sse, Milwau 
kee: E. R. Ra nm, New London; H 
S Scofield, Sturgeon Bay: R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 


will find these on pages 56 to 90 inclusive. 
——_SSs 





Moss & Blum are successors to Kochlinger & Baur, 
Fort Wayne, Ind. 

Caspar Bagley has bought out his partner in Texley 
& Bagley, Cambridge, Wis. 

The Montgomery Hardware Co., 
were victims of a recent fire. 

The Upson Nut Co., Hartford, Conn., 
of a $30,000 fire on Jan. 28th. 

The U. S. Steel Lock Co., 
tims of a fire on Jan. 27th last. 
Webster, a Mills (Pa.) hardware dealer, 
was a victim of fire on Jan. 3oth. 


Wausau, Wis., 
were victims 
Clinton, la., were vic- 
Isaac F. 
Manufacturers of door hangers met in Chicago on 
Feb. 2nd and agreed to maintain prices. 


The Kelly Jron & Nail Co., Ironton, O., 
work in all departments on Feb. Ist last. 


suspended 


A. G, Detlaff started in the hardware business at 409 
South Front St., Mankato, Minn., on Feb. rst. 


Fitze & Westenberg are succeeded in the hardware 
business at Arcola, IIl., by Harvatt & Beasley. 

W. J. Maier & Co, are a new Clarksburg (W. Va.) 
concern, capitalized at $25,000 for dealing in hard- 
ware. 

D. S. Smith bought the interest of the Crawford Es- 
tate in the hardware and stove business at East Pales- 
tine, O. 


The second annual meeting of the Retail Hardware 
Dealers’ Association of Ottawa, Canada, was held on 
Feb. 5th. 

The San Joaquin Valley (Cal.) Retail Hardware 


Association will hold their third annual meeting on 
Feb. roth. 


The eleventh annual meeting of the New England 
Hardware Dealers’ Association will be held at Boston 
on Feb. roth. 


The tenth annual meeting of the Western New 
England Iron, Steel and Hardware 
be held on Feb. 12th next. 


Association will 


The sixth annual meeting of the Eastern New York 
and Vermont Hardware & Iron Association will be 
held at Albany on Feb. 11th next. 

C. H. Seals, Turner Weakley and John A. Vance 
are the incorporators of the Birmingham Safe Co., 


¢ 


Birmingham, Ala., capitalized at $2,000. 

The Emmert Conrad Co., Marysville, O., succeed 
Emmert & Conrad. They are expecting to add furni- 
ture to their large line of hardware and stoves. 

P. W. Holman, J. H. Gee, and R. L. Witty are the 
incorporators of the Barren County Grocery & Hard- 
ware .Co., Glasgow, Ky., 

Duncan J. Major, H. B 
are the incorporators of the Livingston Nail Co., New 
York, capitalized at 


capitalized at $10,000. 


. Dexter and Chas. B. Payne 


$2,000 for dealing in hardware. 
George Schable, a Moores’ Hill (Ind.) hardware 
merchant, was recently elected president for the Inde- 
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pendent Order of Foresters for the 27th consecutive 
year. 

Herman F. Schlegelmilch, K. C. Schlegelmilch and 
John Leanholm are the incorporators of the E. F. 
Schlegelmilch Hardware Co., Eau Claire, Wis., capi- 
talized at $50,000. 

R. Johnson, W. M. McKay and U. D. Bishop are 
the incorporators of the Johnson Hardware & Iron 
Co., New York, capitalized at $20,000 for the manu- 
facture of hardware. 

J. A. Root, C. F. Root, C. E. Heath, P. H. Root and 
H. F. Root are the incorporators of the Root Bros. 
Co., Plymouth, O., capitalized at $60,000 for the 
manufacture of hardware. 

E. C. Alsmeyer, Cottage Grove, Wis., hardware 
dealer, is rebuilding his establishment, which was re- 
cently destroyed by fire. He is putting up a two-story 
and basement structure, 32x60 feet. 

An incendiary tried to set fire to the hardware store 
of Borneman & Sons, Elkhart, Ind., on Jan. 29th by 
stuffing rags saturated with kerosene in a hole in the 
corrugated iron sides of the building. 


Martin & Kuebler, Viroqua, Wis., have recently 
purchased the Henry Hartman stock at Wilton, Wis., 
and are now conducting two stores. They have incor- 
porated as the Martin & Kuebler Hardware Company, 
with H. B. French as manager of their Wilton branch. 

F. L. Shafer Co., 263-269 Dearborn St., Chicago, 
send us a Twentieth Century calendar for every month 
from 1898 to 1909. This calendar also calls attention 
to his advertising specialties, including blotters, cellu- 
loid specialties, buttons, mirrors, memo. books, signs, 
etc. 

George H. Green, hardware merchant of Interna- 
tional Falls, Minn., was found dead in the snow Jan. 
28th at the back door of his store. He slept in the 
store and went out during the night partly clothed, 
and evidently fell upon the hard snow and became 
unconscious. 

E. A. Griffin, of The 1903 Washer Co., Altoona, Pa., 
was a recent visitor at THE AMERICAN ARTISAN office. 
Mr. Griffin is not only a thoroughly experienced wash- 
ing-machine man but is an expert in plating work, 
machinery designing, etc. He has done a great deal 
of work in providing models for inventors in all lines. 

John Freeman, president of the well-known whole- 
sale hardware, cutlery, iron and steel house of Free- 
man, Delamater & Co., Detroit, Mich., has recently 
disposed of his stock in that corporation and has re- 
signed as a member of the executive committee of the 
National Hardware Association. He has not as yet 
decided on his future plans, but expects to re-engage 
in business at a later date. 

The Century Cash Register Co., Detroit, Mich., have 
received a number of strong testimonials to the merits 
of their cash registers, one of the latest being from C. 
F. Mundt, Worthing, S. D., in the course of which he 
says: “Although I have had the register less than a 
month, I am very well pleased with it. Like most 
merchants, I had long appreciated the advantages of 
having a register, but the high price of the good ones 
kept me from putting one in. I have used several 
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makes of other cash registers, costing several times 
the price of a “Century,” but none of them gave better 
satisfaction than it does. I am certainly well pleased 
with my Century and shall take pleasure in recom- 
mending it to any one wishing a high-grade machine 
at a reasonable price.” 

J. Ewing, an employe of the Drake Hardware Co., 
Burlington, Ia., was the victim of a painful accident 
on Jan. 27th. He was assisting during the unloading 
of a car of barb wire and was walking on the run 
board between the car and warehouse, when the board 
slipped and he fell to the ground. A bundle of barb 
wire fell upon him, producing numerous scratches, 
abrasions and bruises that will confine Mr. Ewing 
to his home for some time. 

Columbia Mfg. Co., Antigo, Wis., send us a cata- 
logue showing a complete line of their screen doors 
and window screens. Their four panel screen doors, 
No. 4 and No. 5, have frames made of kiln-dried north- 
ern pine. They are painted green, black or maroon 
with a pure linseed oil paint, and if desired they are 
stained in imitation of walnut, cherry or mahogany, 
or finished in the natural wood color. The wire cloth 
is the best 33x33, 12-mesh painted. Their No. 4 doors 
are % inch thick, and their No. 5 doors are 1% inches 
thick. All doors have 3-inch stile, 6-inch base rail, 
O. G. finish, with square mortised and tenoned joint 
throughout. The edge of the wire cloth is covered with 
raised beaded molding with mitered joints. 

The Antigo extension window screen has frames 
made of maple nicely beaded on both sides and fin- 
ished in oil. All of the wood work is perfectly ma- 
chined and accurately assembled. The adjustment is 
perfect, the metal slides work in grooves, with plenty 
of play to prevent binding. The wire cloth is smoothly 
stretched upon the frame and it is held in the center 
will not bend. One of these catalogues will be furnished 
by angled metal strips which hold a cloth firmly and 
the trade on application. When writing for same, 


cindly add: “Saw it in THe AMERICAN ARTISAN.” 
cocikecegiibls 


MEETING OF MINNEAPOLIS RETAILERS. 

The Minneapolis Retail Hardware Association held 
their tenth annual meeting Feb. 2nd last. 

The following officers were elected : 

President—H. O. Roberts. 

Vice-President—L. C. Warner. 

Treasurer—G. E. Woehler. 

Secretary—H. M. Gardner. 


~~ we 
>? 


MEETING OF DETROIT RETAILERS. 








The Detroit & Suburban Retail Hardware Dealers’ 
Association held their annual meeting on Feb. 2nd. 

The annual report of the officers enumerated the 
many matters which the association has taken up since 
its organization and showed that a surprising degree of 
success has attended every effort put forth to improve 
the conditions under which the business of the retail 
hardware trade of Detroit and vicinity is conducted. 
The officers were complimented for the able manner 
in which they had attended to the business of the asso- 
ciation, and in electing a new list of officers the assn- 
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ciation showed good judgment in selecting men who 
have, during the past year, been active in the work 
of the association and have shown a disposition to de- 
vote their time to the work. The following officers 
were elected for the ensuing year: 

President—Thos. J. Green. 

Vice-President—A. Harshaw. 

Secretary—O. J. Darling. 

Treasurer—Alexander Lemke. 

Executive Committee—J. G. Patterson, Wm. Moore, 
Caspar Hoffman, Oliver Raymo, C. E. DeClements. 

The association has now secured a lease of Golden’s 
Hall, 36 Michigan Ave., and for the coming year meet- 
ings will be held in that hall the first and third Thurs- 


days of each month. 
oS ae 


STATEMENT OF THE RETAIL HARDWARE 
DEALERS’ MUTUAL FIRE INSURANCE 
COMPANY OF MINNESOTA. 


[he Retail Hardware Dealers’ Mutual Fire Insurance Co. 
made the following statement of their affairs at the close 
of business Dec. 31, 1903: 

INCOME IN 1903. 


pa ve ee ST 


30,381.50 


Cash on hand Jan. 1.. 
Premiums received 


Interest ............+, ; or 568.44 
$48,434.31 
DISBURSEMENTS, 
LOORID . pisen eked de 10k oP $ 5,155.87 
Return Premiums .. ee 
Canc’l and Rebates... 606.08 
$10,600.60 
Salary and Fees, Officers. . $ 975.97 
Salaries, Clerks: «.....0%5. 445.00 
Pemes 2.665. cccumetaeeete 265.67 
BNE hin cine cau c Ceeeeree 76.40 
Advertising and Printing.. 395.55 
Postage 4: 217.53 
Adjusting Losses 168.21 
Legal Expense ........ , 50.00 
Sec’y, Trav. Expense 58.24 
Commissions .... 6.22 
General Expense 353.93 


$ 3,012.72 
34,820.99 


Balance on hand Dec. 3 


$48,434.31 


Insurance written, 1903 $1,314,608.00 
Insurance in force .. 1,306,808.00 
Re-Insurance reserve . 13,008.07 
er ror 22,940.51 


Ratio of Losses to Premiums received, 17 per cent. 
Ratio of Expenses to Premums received, 10 per cent 


ITEMIZED LOSSES, 1903. 


Jan. 29—Jas. O’Laughlin, Rolla, N. Dak $ 36.00 
Feb. 7—Hanson Bros., Shelly, Minn..... 1,500.00 
Mar. 16—Hall Bros. Co., Lincoln, Neb. . , 105.26 
Mar. 31—C. H. Sheldon, Thorp, Wis....... 25.00 
June 20o—C. H. Hoton, Hustler, Wis........ 800.00 
July 7—Cooper & Day, Vernon Center, Minn 70.00 
July 18—E. C. Dedrick, Langdon, N. Dak..... 1,000.00 
Aug. 1&8—Nelson & Tone, Spring Grove, Minn..... 84.75 
Sept. 26—Halvorson & Peterson Bros., Aneta, N. Dak. 18.88 
Sept. 30—Aarestad Bros. & T. Hannaford, N. Dak.... 1,500.00 
Oct. 14—Halvorson & Peterson Bros., Aneta, N. Dak. 14.00 
Dec. 12—Schlafer Hdw: Co., Appleton, Wis........... 1.98 


In accordance with resolutions adopted by their Board 
of Directors at their last quarterly meeting, a return premium 
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of thirty per cent (30) of each premium paid in, was de- 
clared upon all policies expiring during the year 1904. 

The Retail Hardware Dealers’ Mutual Fire Insurance 
Company of Minnesota is for the retail hardware trade of 
Minnesota, and for retail dealers in other states who belong 
to their state hardware associafion. It gives absolute 
indemnity from fire loss and saves the dealer nearly one- 
half the premium he pays to old line companies. The trade 
share losses only on retail hardware stocks, the safest risks 
known, and not on miscellaneous business of all kinds more 
hazardous than their own. 

[his company are now entering on their fifth year in the 
insurance business and is no longer an experiment. It has 
won its way to the confidence of our most conservative hard- 
ware men, and those who first placed insurance with them are 
still their most enthusiastic supporters. 

Not only has a return premium of 25 per cent been paid 
on every expired policy, but each year a substantial addition 
has been made to the surplus. 

+e-+ 


NEBRASKA RETAIL HARDWARE DEALERS 
ASSOCIATION WILL MEET. 


The following program for the meeting of the Ne- 
braska Retail Hardware Dealers’ Association at Oma- 
ha, Feb. 9th and roth, has been issued. The meetings 
will be held in the Commercial Club rooms, 16th and 
Farnam Sts., that city: 


TUESDAY MORNING SESSION, IO A, M. 


[he morning will be devoted to registration, payment of 

dues, initiation of new members. 
TUESDAY AFTERNOON SESSION, 2 P. M 

Meeting called to order by the President, C. A. Peterson, 
Oakland. 

Invocation, Rev. T. V. Moore. 

Address of Welcome, Mayor Moores. 

Response, Nathan Roberts. 

President’s Address, C. A. Peterson, Oakland. 

Roll Call by the Secretary. 

Appointment of Committee on Entertainment, Press Re 
port, Finance, Resolution, Quéstion Box. 

Reading of Minutes. 

“Insurance,” by H. J. Hall, Secretary, Lincoln 


TUESDAY EVENING SESSION. 
Association in hands of Entertainment Committee. 
Meeting place, Commercial Club Rooms, 7:30 p. m 
WEDNESDAY MORNING SESSION, 9:30 A. M. 

Secretary-Treasurer’s Report, H. J. Hall, Lincoln. 

Address, “Parcel Post Bill and Practical Results of Re 
tail Association Work in the United States,” M. L. Corey, 
National Secretary, Argos, Ind. 

“What We Know About Local Organization,” J. F. Goeh- 
ner, Seward. 

Paper on “Hardware Profits,’ H. Henke, Jr., Grand 
Island. 

Paper, “Our Competitors and Our Profits,” Max Uhlig, 
Holdrege 

Discussion. 

Report of Committee and Opening of Question Box 

WEDNESDAY AFTERNOON SESSION, 2 P. M. 

Report of Committees. 

Paper, “Necessary Factors for Success in Retail Busi- 
ness,” C. H. Rudge, Lincoln. 

Discussion. 

Paper, “Advertising,” J. C. Cornell, Ord. 

General Discussion. 

Paper, “Building Up Our Organization,” M. A. Hargle- 
rode, Holstein. 

Miscellaneous Business. 

Election of Officers. 

Question Box. 

Adjournment. 
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Meeting North Dakota Retail 


Hardware 


Dealers Association. 





WEDNESDAY AFTERNOON SESSION 
The seventh annual convention of the North Dakota 
Retail Hardware Association opened in the United States 
Court room, Fargo, N. D., Wednesday afternoon, Jan. 27, un- 
der the most auspicious conditions for an interesting meeting. 
For the first session the attendance was very satisfactory, and 
interest developed in the meeting from the opening paper. 
Vice-President H. F. Emery was in the chair and intro- 
duced Acting Mayor R. M. Carothers, who delivered an 


ADDRESS OF WELCOME. 


to the hardware merchants of the state who had assembled 
for the annual meeting of the association, which was organ- 
ized in this city seven years ago, as follows: 

THE METAPHOR OF THE LATCH STRING. 

“Away back in the days of the old tin lantern and tallow 
dip, when our forefathers lived simply and in ignorance of 
microbes and appendicitis, the door of the house was hung 
on a wooden or leather hinge, and was fastened by an oaken 
bolt kept in place by a hickory spring. From the outside this 
simple lock was operated by means of a thong of leather 
through a small hole in the door, and security at night was 
had by simply pulling in the string. From these facts there 
has come into our language the metaphor of the latch string, 
expressing hospitality. 

“The old door has long since passed away, and its suc- 
cessor with its heavy bolts, lock, knobs and plates of bronze 





Pres. H. F. Emery, Fargo, 


or brass pays heavy tribute to your branch of trade, and the 
latch string has given place to the latch key. 

“Simplicity in house and life have gone, but that for 
which the latch string is the symbol remains, and the purpose 
of my presence here as the representative of the good people 
of Grand Forks is to assure you a most hearty welcome to 
our city. 

A CONDITION PRECEDENT TO MUNICIPAL GROWTH. 

“He is a lonely man, indeed, whose friends are all of his 
own household, and desolate will that city soon become whose 
only friends are within its own limits. The ever-ready latch 








string is a condition precedent. to municipal growth, and as a 
city we have cause to rejoice at each repeated opening of the 
door from the outside by our friends in whatever line of 
trade. 

“There is now in session in this city an association of 





Vice-Pres. G. W. Wolbert, Bismarck, 


men who, because of local conditions in a newly settled coun- 
try, did business to the greater or less exclusion of the hard- 
ware and lumber dealers. For years it is true that the settler 
bought farm machinery while he lived in a very poor house. 
The time was when that was the proper thing to do. What 
you had to sell was more a luxury than a necessity. Now 
our cities, towns, villages and country districts show a marked 
improvement in the matter of dwellings and farm buildings, 
and as with the implement dealers, so with you; the record of 
your sales is the measure of increasing wealth and pros- 
perity. Improved houses and more of them means more and 
better hardware stores. 

“The growth and development of our city is to be accom- 
plished not by the efforts of her inhabitants alone. We can 
do much, but not all. You and the communities you represent 
have a part in the accomplishment of that desired end. Only 
by the mutual and harmonious labors of both you and us, 
city and tributary county alike, will the work be done, and in 
the doing of it the benefits will be mutual and reciprocal. 

SELFISHNESS RESTRICTS HORIZON. 

“Efforts expended for the advancement of a local com- 
munity alone will work their own defeat. Selfishness will 
restrict our horizon to our own detriment, and by the time 
we have come to the conclusion that we are the whole thing 
we will awaken to the fact that we are nothing 

“In the full belief that your presence here is an earnest 
of your friendship for us, we receive you with our heartiest 
welcome, with the pledge of our best endeavors to accom- 
plish the highest interests of us both.” 

Vice-President Emery responded to the welcome in a very 



























happy manner and tcok occasion to say some nice things of 
President H. N. Joy, who until recently has been engaged 
in the hardware business at Hamilton, and was a strong factor 
in the organization and upbuilding of the association. In 
responding Mr. Emery said: 

As a representative of this convention I accept your words 
of welcome. Having assembled here at different times in the 
past, we know that the people of Grand Forks mean what 
they say when they bid us welcome 

As citizens of this young but great state we are proud of 
your city. 

The rapid progress you have made in the past ten years is 
proof enough that you have reason to be proud of your city. 





Sec’y C. N. Barnes, Grand Forks. 


When we stop and think of the condition of this part of 
the country, which only a few years ago was occupied by the 
red men, and then step out upon your paved streets and bend 
our backs to see the tops of your large buildings, and strain 
our eyes in counting your church steeples, we are led to think 
it is not a dream as the panorama of time unfolds itself, and 
we see, not a city of ten thousand, but of ten times ten thou- 
sand. 

What can stop the growth of your city? One thing, and 
that only—stopping the growth and development of the state 
When the day comes that North Dakota with its advantages, 
both as an agricultural and cattle country, stands still or goes 
backward, may the Giver of all good protect the balance of 
this country. 

Again we thank you for your kind welcome and in con- 
clusion let me say that should you hear of any overstepping 
or taking advantage of your hospitality please remember that 
there is another convention in Grand Forks. 

Acting President Emery then delivered the following: 


ADDRESS 


JOY WAS ONE OF BEST MEMBERS 


Gentlemen of the North Dakota Retail Hardware Asso- 
ciation: Another year has passed, another page of history has 
been written, and again we are met for our seventh annual 
convention to work along the same lines of co-operation and 
development of the hardware trade. 

We lament our worthy and honored president has found 
it necessary to seek another climate. Mr. Joy left North 
Dakota on the night of January~5 with the expectation of 
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making his home in the south. I would that his mantle had 
fallen on other shoulders, and I assure you it would give me 
great joy if Joy were here. 

In losing Brother Joy this association parts with one of its 
very best members, and one whose place will be hard to fill. 
Wherever he may go the best wishes of the North Dakota 
hardware trade will follow him. 

I therefore ask your kind indulgence and co-operation in 
carrying this meeting through as successfully as he did the 
last. 


AN EVENTFUL YEAR 


lhe year of 1903 was an eventful one in many ways; like 


has had to contend against an 


the preceding year the dealer 
upward market, especially in such articles as are composed 
wholly or partly of wood. It is a deplorable fact that the 
average retail merchant does not advance his prices with the 
market. Only when stocks are exhausted and he has to re 
plenish, does his price go up, and very often then not in pro 
portion to the advance, thinking that perhaps the next order 
will be at the old price, or, it may be, the merchant across the 


way has a lar; 


e stock at the old price 
CONSERVATISM IS THE MOTTO 

The year 1904 opens with different conditions confronting 
it than has probably been witnessed before. On every side it 
is to be seen that conservatism is the motto. Now I would not 
convey to you the idea that by being conservative we need to 
take a pessimistic view of the future. On the contrary, at this 
particular time we should take an optimistic view. 

The best informed men of this country have contended 
that a great many manufactured goods are more than the raw 
material and labor would warrant, and the belief that such 
goods are to seek their legitimate channel is one of the 


reasons that has brought about these conditions 





Treas. H. T. Helgesen, Milton. 


That the country at large, and especially the west, is in a 


prosperous condition is a settled fact 


TWO CADAVERS 


| 


Two old factors, shaping the ups and downs of the coun- 
try, have been put to sleep and buried tar below frost lines 
namely: that Wall street and presidential elections do not con 


trol us to the great extent they did in former years. Nineteen 
hundred and two and 1903 have demonstrated that we have 
outgrown Wali street. Slowly but surely are the western 


states shaping the destiny of our politics 
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A LIVING FACT. 

The old cry of the school boy, “We are the people,” has 
become a living fact. It has been placed on our western ban- 
ners and unfurled to this nation, proclaiming from west to 
east and north to south we are the producing people and must 
be respected. 

That large order for 100,000 barrels of flour to be shipped 
to China is worthy of our notice and congratulation. When 
our western No. 1 hard takes the place of rats, rice and chop 
sticks it will add another page to our history. 


A GREAT OPPORTUNITY. 


The great combinations, trusts, pools and gigantic cor- 
porations are as but small clouds covering the sun, for the 
saying of Abraham Lincoln that “all the people can not be 
fooled all the time” is as true as when uttered over forty 
years ago. 

Gentlemen, take it all in all, it is well we have assembled 
here that we may exchange thoughts and enlarge our views to 
better fit us for the battle of the year. 

Everything considered indicates that the hardware mer- 
chant has a great opportunity to show an increase on the right 
side of the ledger at the close of this, the best of all years, 
1904. 

Vice-President Emery called particular attention to the 
question box. He urged that it be used early and often and 
that questions be deposited on every subject on which any 
member sought light. Hie named G. W. Welbert, Bismarck, 
and J. H. McCollom, Hope, as a committee on transporta- 
tion. 

“Uniform Retail Prices and Fixed Terms of Sale by Re- 
tailers” was the subject handled in the first paper presented 
to the convention by H. J. Hellekson, Fairmount, and it de- 
veloped an interesting discussion. 


Ex-pres. H. N. Joy, Hamilton. 


Mr. Hellekson reviewed many of the evils arising from 
too close competition among local merchants and the cam- 
paign for trade waged by the catalogue houses. He thought 
that an information bureau conducted in connection or by the 
state association, which would fix the basis of profit, would 
be a step in the right direction. He cited instances of local 
competition which might be avoided by such a plan, and then 
spoke of the terms on which retail merchants were required 
to sell their goods, paying particular attention to the practice 
of many of carrying open accounts for a full year. He thought 
that this plan could be easily remedied by the association and 
contended that business principles injected into the retail 
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business in the hardware line would result in customers think- 
ing much more of the merchant than if his business was al- 
lowed to drag along in a slipshod manner. 

Vice-President Emery, H. F. Strehlow, Casselton; J. A. 
Cole, Lisbon; W. H. Pinkerton, Lakota; H. T. Helgeson, 
Milton; William McIntosh, Bottineau, and O. A. Gallup, Lis- 
bon, took part in the discussion and many plans for fixing the 
profits on goods were advanced, and the wide difference of 
opinicns showed conclusively that conditions were entirely 
different in the different localities represented in the dis- 
cussion. 

There was no plan advanced for fixing profits on limiting 


Ex-Second-Vice-Pres. Frank Lish, Dickinson. 


credit that was thought feasible enough to result in any action 
being taken by the association. 
W. H. Pinkerton, Lakota then read the following paper on 


EFFICIENT SALESMEN. 


A LARGE SUBJECT. 

In taking up this subject, which we all realize is a large 
one and intimately connected in many ways with nearly every 
department of mercantile business, from the buyer to the man 
who collects the accounts, I take the liberty to encroach on 
these various departments as occasion seems to demand. In 
justification of this I need but call your attention to the fact 
that a salesman must, not be held accountable for the mistakes 
of the buyer nor yet of the collector, who may turn a good 
customer away by lack of tact in his work. These sugges- 
tions ought to be of more value by thus broadening the scope 
of our thought, from the fact that many, if not most, of our 
hardware dealers in North Dakota are both buyers and sales- 
men, and possibly collectors, too. 

BUYERS MUST PLAN. 

In pursuance of this idea we ask you to remember that as 
buyers we must do the planning that will result in sales when 
the opportunity comes to the salesman to show his worth. 
This caution may seem unnecessary to many of you; but wait 
a moment. 

STEEL RANGES. 

Take as an illustration the steel range business, and in 
this there is a lesson for the buyer and the man who is ex- 
pected to make the sale. While the ideas presented on this 
subject will be more valuable to the smaller and less experi- 
enced dealer in the state, yet they may not be wholly lost on 
the “big fish.” 

We have seen three or four kinds of steel ranges of about 
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equal quality and price, with no features of importance to dis- 
tinguish one from the other. In such a store a customer 
appears on the scene inquiring if the dealer has a good steel 
range. “Certainly; here is a good one right here,” is the 
reply, or words to that effect. You notice that we give him 
better judgment than to say that he has three or four good 
ranges—some might even make this mistake. He goes on to 
show him the good qualities of the range. This will take him 
but a short time, for this man does not know much about 
steel ranges or he would not have allowed some shrewd trav- 
eling salesman to sell him so many kinds. 


CUSTOMERS ARE SHREWD, AS A RULE. 


When he has told the customer all the good points he 





H. Harrington, Fargo, Member Executive Committee. 


knows, the prospective purchaser is probably not fully satis- 
fied. He looks down the line and inquires, “What’s the 
matter with this range?” pointing to another make on the 
floor. Now what is our foolish buyer to say? Here are two 
or three more varieties of ranges similar to the first. He can 
not say, “This is not so good,” if the range is of equal price as 
* the other, for if so, why should he keep it on sale? 

If our customer is a shrewd one (the most of them are), 
he discovers that our stove dealer has several ranges and does 
not himself know which is the best one. This condition of 
mind does not lead him to purchase at once. He has formed 
the opinion that there are several good ranges, and thinks he 
“will look around a little.” 


WISE SALESMAN HAS ONE RANGE. 


In another store he finds our wise buyer and salesman 
The latter talks with him only a moment and he has found 
that his customer wants a first class article for heavy work 
and with a geod, large oven. He is willing to pay a price if 
satisfied that he is getting his money’s worth. Our wise sales- 
man has one range that he can for several good reasons show 
to this intended purchaser as the best range for this particular 
man’s requirements. He has such definite convictions on the 
subject that he soon has his customer enthused and a sale is 
closed. 

If it is thought desirable to handle three or four different 
kinds of ranges, they should be ranges of distinct points of 
difference, which are explainable to the customer. This gives 
the salesman the opportunity to decide what range will proba- 
bly meet the needs of this particular man, and in showing the 
article he emphasizes these points. 

The clerk—I can not call him a salesman—who has not 
intelligence and energy enough to investigate the different 
kinds of stoves and ranges and other goods that he handles 


and form definite opinions that he can intelligently express— 
such a clerk, I say, has missed his calling. 
TAKES A BROAD VIEW 


The efficient clerk takes a broad view of the wants of the 
trade. If the stove customer is a poor man or wants ,some- 
thing for temporary use, do not try to sell him the best you 
have in the house, even though it would do his work. You 
should have a stove on the floor that you can conscientiously 
recommend as the equal of anything made at a similar price. 
But to get to our subject in its purity. 

WILL MAKE MOST OF ANY OPPORTUNITY. 

Our efficient salesman will make the most of any oppor- 
tunity in and out of the store in making himself friends. He 
can by his cordial words and actions cement the ties of friend- 
ship with customers and draw new ones by the same means. 
Some clerks are so short sighted as to think that they have 
done their work when they have shown the goods that the 
customer asks to see, and then when the closing hour comes 
and they can lock the door, the interests of their employer are 
not thought of till the store is entered again. Just here some 
clerks who read this will say, “Do you want us to solicit sales 
after hours?” 
proached on the subject. 
opening of a year’s business and its close one can remember 
his employer’s interests in some slight way that will be of 
benefit to him; and what is a benefit to one is also to the 
other in the end. A salesman who is uniformly friendly and 
courteous unconsciously draws his friends and associates to- 
ward the business house with which he is employed. The 
world is full of employers who are overworked and are con- 
stantly looking for the efficient young person on whom they 
can shift responsibility. The candidate for one of these posi- 


and I would answer, very seldom unless ap- 
But in a thousand ways between the 





W. H. Pinkerton, Lakota, Member Executive Committee. 


tions can and must show his fitness for the promotion while 
he holds the more humble one. Some assume to say, ““When 
my employer pays me more I will work harder and be more 
efficient.” This is beginning at the wrong end—he must first 
make himself valuable, then the promotion will come; it may 
be in the service of the same man or another. 
WILL KEEP SEASONABLE GOODS WELL DISPLAYED 

An efficient salesman will be careful to keep seasonable 
goods well displayed. This often causes extra work, but if the 
spare moments are improved this can be done without inter 
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fering with his duties in waiting on the trade. The clerk who 
finds much time to sit on or lean against the counter in busi- 
ness hours will soon have all of his time at his disposal. 

With proper discretion we can present the merits of new 
goods that are placed in stock with which the trade is not 
familiar. This must be done carefully, presenting only such 
goods as we are sure will interest the party and taking his 
time only when we are quite sure that he has it to spare. 

IDLE CLERKS. 

rhere is trouble at times in larger stores where several 
clerks are employed by a desire on their part to joke and 
have much sport during times when trade is quiet and they 
have no customer to occupy them for a short period. On 
such occasions they may be inclined to gather in one part of 
the store and indulge in noisy fun. This interferes with the 
work of the office force and if there is one customer in an- 
other part of the store attempting to purchase goods, the sale 
will be much interfered with by a burst of boisterous laughter 
from these idle clerks. 

Our stores and employes should create a business impres- 
sion to those who come to inspect our wares. I do not want 
to be understood that salesmen must “put on a long face,” as 
we sometimes express it, but any sport and fun should be of a 
quiet nature, which will not interfere with the work of the 
establishment. Cheap jokes and undignified conduct do not 
tend to build up any mercantile business. Our friends usually 
visit us in our homes or at other social gatherings. At our 
stores they expect to be met in a business way only, as a 
usual thing. 

WILL GET ALL THE DETAILS. 

Efficient salesmen in taking orders to be delivered will be 
very careful to get all the details that are necessary to the 
intelligent filling of the order. He will also note if it is a 





Ex-Third-Vice-Pres. H. B. Allen, Jamestown. 


“rush order” and see to it that any promise made is diligently 
carried out 

Valuable salesmen will not extend credit except as au- 
thorized to do so. Much tact is required in handling applica- 
tions for credit so that they can be referred to the credit man 
without making the customer feel that his case is held up 
unnecessarily. It is usually best if the clerk can spare the 
time to go with the applicant to the credit man and explain 
the case in a few words, simply stating the man’s needs, in so 
far as he understands them. He should not assume to make 
any recommendations, however, but withdraw, leaving the 
customer to the tender mercies of the credit department. 
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CAREFUL ATTENTION TO COMPLAINTS. 

The efficient salesman must give careful attention to any 
complaint, whether it be of a trivial nature or of more im- 
portance, remembering that the customer thinks it of more 
importance or he would not report it. These should usually 
be reported to the manager, except in cases where the clerk is 
certain that he will be able to fully adjust the matter. 

The least said about competitors the better. As a rule let 
them do their own advertising. 

CHECKING GOODS 

An efficient clerk will check in all goods that come into 
his department with great care, reporting any shortage in an 
intelligent manner. He will see that shortages or goods in 
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“bad order” from the railroad company are correctly noted 
on expense bills, before making receipts. If these details are 
carefully looked after there will be no trouble in collecting 
damage from the transportation company. 

This can be done with express shortages or damage either 
in handling or delay. In getting information on which to 
base a claim against express companies we must be even more 
careful than on the freight claims. 

STOLEN GOODS. 

Another source of loss arises from goods being stolen 
from tinshop or rear door. It should not be necessary for the 
manager to look after such matters. These doors should be 
carefully looked after, that there be no drain in that direction. 

The front door also needs attention, for a different pur- 
pose, however. Those who have charge of or happen to be 
near should see to it that the door is opened and closed for 
every lady, if possible, and for the men, too, when practical. 
If the door is controlled by check and spring it is often very 
difficult for a lady to get in or out. 

In this it becomes a very practical matter, as well as a 
courtesy which will be very much appreciated. 

ALI. LOOK AFTER EMPLOYER'S INTEREST 

To sum it up, the efficient salesman is a man of ability, 
who will look after his employer’s interests as though they 
were his own. He will grow into and make himself such a 
valued part of the business that he will either get a good, 
steady increase of salary or be able in time to get an interest 
in the business. If not after the proper time, when he thinks 
he has become sufficiently conversant with the line of business, 
he may, by giving timely notice, withdraw and enter business 
for himself, with good prospect of success in the venture. 

The meeting then adjourned. 
































THE AMERICAN ARTISAN 





THURSDAY MORNING SESSION. 

The largest attendance at any one session of the asso- 
ciation was present at the meetings held on the second day 
of the convention, and there developed during the day a 
number of discussions that will be the means of bringing to- 
gether in better fellowship and with a better understanding 
the retail dealers and the jobbers. 

George L. Nye read the following paper on the subject 


“SHOULD THE HARDWARE JOBBER HANDLE 
STOVES?” 


JOBBER IS SOLE JUDGE OF QUESTION. 


The way this question is presented to me I do not think it 
is open to debate or criticism: “Should the hardware jobber 
handle stoves?” I think this is a question that the jobber is 
the sole judge of, if he is sufficiently supplied with the neces- 
sary fund and he is satisfied they will return him a satis- 
factory profit, he will, no doubt, handle them, and I might 
add in this connection, it is probabiy the logical outcome of 
the evolutions in business and business methods that are con- 





Ex-Pres. Clark Kelley, Devil's Lake. 


tinually taking place. The fierce competition in the stove 
business has probably brought this question to the jobber 
rather than the jobber seeking it. I mean in the evolution of 
business the tendency to concentration of business to the end 
that it can be done at a less cost. I do not think, however, 
the time has arrived when the jobber will give to his customer 
the difference between what it would cost him in the selling 
cost of stoves and what it would cost the manufacturer to 
sell the same direct to the trade, and I also doubt very much, 
under the present methods, whether there would be any ma- 
terial saving on that score. 


JOBBER HAS CONSIDERABLE OUTLAY. 


The jobber of course of necessity will have to carry these 
goods in his warehouse, and also there would be a consider- 
able outlay for advance freight charges and loading and un- 
loading, and also quite an item in the matter of breakage, 
which I think would offset the difference in the saving in 
actual seliing expense. I think the jobber will settle this 
question for himself, and in fact has done so. I would, how- 
ever, like to put this question in a little different form that 
would open it for discussion. I would say: “Should the retail 
hardware merchant buy stoves froma hardware jobber?” 
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SHOULD INDEPENDENT BUYER SEEK JOBBER/ 

I will not undertake to say “Yes” or “No” to this ques- 
tion, but put it in questions to you for your discussion. In 
the first place, is there anything to be gained by the inde- 
pendent buyer in seeking a market through the jobber? and 
to encourage the jobber in handling this particular line would 
it not have a tendency to further demoralize the stove trade? 
Will the jobber not seek to dispose of his goods in this line 
through new people that have not heretofore handled stoves, 
and would not the jobber insist on selling a larger line of 
stoves to the dealer for whom he is already carrying a large 
line of credit, and when this dealer gets this overstock and it 
comes time to pay for it, would he not be inclined to sacri- 
fice these goods, knowing that he must make some returns 


for them or add to his already overburdensome account? 


MIGHT NOT JOBBER SELL STOVES TO OUTSIDERS? 

Che jobber of the present day also has so many lines that 
he has a great many customers in different trades in almost 
every town, and if the jobber did not succeed in establishing 
satisfactory relations with some mfrst-class hardware dealer, 
would not the merchant that is ‘handling some other line 


think he was entitled to buy a stove for his own use through 
the hardware jobber? Would the hardware jobber in the 
stove trade not have a tendency to restrict trade in the sense 
that it would prevent stove foundries trom springing up in 
our northwestern centers? As the jobber would undoubtedly 
get his supplies from concerns already in existence that would 
be willing and glad to dispose of such a share of their out- 
d enable them to keep that output to the maximum, 


Would the usual 


put as woul 
and sell wl 


lat remained to his own trad 


number of stove salesmen exist that now cal | 


1 on you, and as 
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I said in the first part of this paper, would these same goods 


go to the retail trade at any less price, or would thejobber 
retain the profit derived from his ability, if any, to market 
these stoves at a less percentage of cost than the manufac- 
turer? Would you get these stoves in a better condition 
from being handled through a jobber’s warehouse, or would 
you get vour duplicate orders filled more promptly through 
the jobbers, or would you be more apt to get back an order 
slip from the jobber saying he would have a car in in a few 
days? Would it be more satisfactory to get a card from the 
manufacturer stating the exact date he would make shipment, 
and would your shipment of repairs be attended to more 
promptly from the jobber or the manuiacturer? Would your 
claims for breakage in transit be more promptly attended to 
by the jobber or the manufacturer? Would you be more apt 
to have a shortage of possibly a very small piece, that woula 
make the stove unfit for market until it was replaced, or 

goods come to you in better condition with brighter 
nickel? Would a bolt lost out in transit be replaced more 
quickly by the jobber or the manufacturer? Probably a great 


would the g 


many other items might be added to this list 

CAN JOBBER CONTINUE TO FURNISH LINE OF STOVES? 

If you worked up a trade on a line of stoves that you 
should buy of a jobber, what assuranee have you that the 
jobber can furnish this same line next year or the year after? 
If you should happen to sell a stove bought through the job- 
ber, and it did not give your customer satisfaction, would 
his traveling salesman give the same attention to seeing that 
these faults, whatever they were, were rectified, as the stove 
salesmen who now call on you, patronize your hotels and liv- 
eries and other local merchants and local enterprises, re- 
duced to a corporal’s guard, and this saving of expense re- 
vert to the jobber and the center where he stores and handles 
his goods? 

I think there is no doubt that there is not a hardware 
merchant in your great commonwealth that is not able to an- 
swer these questions for himself and to his entire satisfaction. 

H. D. Final of the Marshall-Wells Hardware Co., Duluth, 
happened to be the only jobber present handling stoves, and 
he was called on. Mr. Final held that the jobber had a 
legitimate right to handle stoves and that, owing to high 
freight rates from remote manufacturing centers, the retailer 
was able to buy stoves in large or small quantities of the 
jobber at more satisfactory terms than of a manufacturer. 
Another feature that he brought out was the fact that the 
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jobber could supply stoves when needed in the quantities 
needed, doing away with carload shipments from factories. 

H. T. Helgeson, Milton, acknowledged the force of the 
argument favorable to buying of jobbers in order that large 
stocks and bad seasons could be better avoided. He thought 
that all manufacturers should have Northwestern depots. He 
claimed that the retailer was required to pin his faith on a 
certain brand of stove, and intimated that on that account 
the manufacturer probably would give better satisfaction as 
between retailer and jobber. 

R. A. Grim, a traveling stove salesman, contended that 
the manufacturer was the one to patronize, and made some 
good points on the desirability of handling trade-mark stoves 
of known value. 

G. W. Wolbert, Bismarck, brought out the point that the 
jobber was not always too careful in selling stoves, citing 
instances where purchasers in other lines handled by a job- 
bing house was able to buy stoves or other articles not in 
their line for themselves or for their friends, thus injuring 
the legitimate dealer who carried a line of the same stoves. 

G. W. Wolbert, Casselton, read the following paper on 


*OUR TROUBLES AND THE POLICEMAN.” 





MOST TROUBLES ARE IMAGINARY. 


I take it for granted that we have troubles, or we would 
not have these annual gatherings. 

It matters not whether our troubles are small or great, 
we all have them, and the dealer who is new in the business 
has probably more than he anticipated. 

Most troubles in this world are imaginary, few are real. 
There is the saying—‘“Never trouble trouble till trouble 
troubles vou.” 

The hardware dealers of North Dakota followed this 
saying, and on account of evils existing which could only 
be corrected by organization, several of the dealers met and 
started this association, which has grown so large that it now 
numbers nearly all the hardware stores in our state. 

Troubles had been here before, but from the time of or- 
ganization till to-day the secretary has never been free from 
the troubles about which we trouble him. Our kicks are 
always with him. 

Do you appreciate what such a position means, and the 
work it requires of him, not alone in letter writing, but 
also in thought? 

Among many of the childish thoughts which we as grown 
children are apt to carry with us into business, is that of 
money worship 

AN ERROR. 

You are aware than some men think that an official repre- 
sentative of a large jobbing firm or manufacturer is entitled 
to more than ordinary respect. Don’t fall into this error. 
They are human like others. Many of them are avaricious., 
Some will tell the truth in their first letter. A few follow 
the “Golden Rule,” but the larger number are like David 
Harum, “Do unto the other feller the way he’d like to do 
unto you—an’ do it fust.” 

Let me ask you, why should you expect them to be perfect 
or free from errors? 

Can you name any body of men in State, Church, secret 
society or business life whom you can trust individually to 
be followers of the “Golden Rule” in all their relations with 
fellow men? 

Our greatest trouble with both the jobber and manufac- 
turer has been for them to be honest. 

TURN THEM DOWN. 

Complaints have been made to the Association about 
goods being sold direct to consumers, and when the matter 
reaches the offender’s attention, they say it was an error and 
will not occur again, or else deny the sale entirely. And the 
same error has been known to occur again between the same 
parties. Personally, I have found only one way to stop such 
errors, and that is this, stop all buying from such houses. 
It will take nerve to turn down an old friend, and an old 
house, but do it for your own good. It will give you back- 
bone for the next fight, and also aid your neighbor. 





ONE OF THE RETAILER'S BEST FRIENDS. 

Right here I want to say that The Traveling Salesman 
is one of your best friends. Give him your time just as soon as 
possible, get all the information you can out of him, in short, 
pump him dry and then prime him with a nice order. In 
doing this, “The quality of mercy is not strained, it blesseth 
him that gives and him that receives.” ’Tis all he gets in 
this world that really seems to make life a dream, and often 
an order from you will make him dream. 

Don’t let any one tell you that you must sell certain 
lines of goods or you will lose trade. Such talk may often 
sell you goods, but not always to your profit. You can sell 
any line of first quality goods. 

What difference is it to you whose name is on the goods, 
so long as you know you can return for credit all defective 
goods returned to you? 


MERCHANT IS OFTEN HIS OWN WORST COMPETITOR. 

I wish to remind you that the worst competitor many 
merchants have is themselves. They want to sell the same 
brand of goods a trifle cheaper than the other stores sell 
them. They think thereby to win trade. Or they will buy 
the cheaper quality of similar goods, and see how low they 
can sell them. Where is the gain? Possibly in time you 
may kill off your competitor, but have you also thought of 
two other things which may occur: either that he may get 
busy after you and ruin you financially, or if you succeed in 
your aim, a new man may come along, take his business and 
drive you out. 

HARDWARE IS NOT FOOD. 

Did it ever occur to you that people neither eat nor drink 
hardware? 

If a woman has one good wash boiler she doesn’t want 
another because it is cheap. It might rust faster hanging up 
in the shed than the one she uses every week. 

TOOT YOUR OWN WHISTLE. 


I suppose you are in business for the profit in it. If so, 
sell your goods on a profitable basis and strict business princi- 
ples. 

The meanest man in trade to-day is the one who is at all 
times after his competitor. Just get busy, leave your com- 
petitor alone, and go after the trade on modern ideas. Blow 
your own horn and toot your own whistle. 


GET FAIR PROFITS. 


Don’t be afraid of the best goods, get good, fair profits, 

and always do as you agree with your guarantee. 
“SPECIALS.” 

Beware of the specialty man. They are all nice men, but 
they pick your pockets of profits. When you find one profit- 
able seller you usually find eleven that will stick closer than a 
mother-in-law. 

From the very nature of the business, the man who 
sells “specials” and gives exclusive agencies to every man in 
the town who will buy from him is a “one trip” man, and you 
will never see him again. Your order will be filled and you 
will be full of fight and loaded—both with goods you can not 
sell and wrath on traveling men. Think it over, don’t do it 
again, and save this trouble. 


CARLOAD ORDERS. 


Another man comes along and tells you about the nice 
profits he can save you on carload orders. You know that it 
is only in favorable years that you can sell a full carload of 
these goods. Unless you have surplus money don’t buy the 
carload, but purchase as you need the goods. Then you will 
avoid the trouble of paying for goods unsold. 


CAPITAL SHOULD BE TURNED OVER FAST. 
The big secret of making money in selling goods is this: 
turn over your capital fast; but in doing this you may occa- 
sionally pay a slight advance in prices, but at the end of the 
year you have made more profit, as your capital has pro- 
duced returns every sixty or ninety days. Many dealers have 
too large a stock for the tributary trade. That is the secret 
of the jobber and his success on small margins. 
He turns his capital over from four to eight times each 
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year, and if only on a 5 per cent profit each time, he has from 
20 to 40 per cent annual profit. You do the same. Try it. 
CATALOGUE HOUSE LITERATURE. 

Do you ever read the catalogues sent out by the cata- 
logue houses? It will pay you to do so. In them you will 
find advertised many goods sold by you. Just cut these goods 
out of your stock and put in better goods of other makes. 

THE MAN BEHIND THE GUARANTEE. 

I will try to explain how you will save trouble to your- 
self in doing this. Personally in my own business I go even 
farther than this. Never forget that when the mechanic or 
farmer comes into your store for any article, at that time you 
are the manufacturer, for it is your guarantee to him that he 
considers, as he knows you personally, but will never see the 
fellow down east who made it. The manufacturer is lost 
sight of and you are the man behind the guarantee. 

A PICTURE LIAR. 

Whenever a man tells me he can only sell one line of 
saws, files, hammers, locks, stoves, forks, etc., and his trade 
will buy nothing else, I always consider him as either a poor 
salesman or he is a picture liar, one who prevaricates to please 
his fancy. A good salesman will sell anything he knows is 
right. 

FOUR CLASSES OF MEN. 

“Men are four. He who knows not and knows not he 
knows not; he is a fool, shun him. He who knows not and knows 
he knows not; he is simple, teach him. He who knows and 
knows not he knows; he is asleep, wake him. He who knows 
and knows he knows; he is wise, follow him.” 

GET RID OF UNSALABLE GOODS. 

Whenever you see any unsalable goods put them to the 
front, put a price on them to sell. If you can not get cost, get 
75, 50 or 25 per cent, or, if not sold, be a good fellow some 
day and give it away to some deserving person who will 
appreciate it. You have made a good “ad” of it any way, and 
saved the trouble of invoicing it. 

GET GOOD CLERKS. 

Have first class clerks and artisans, as they are your best 
advertisers. Don’t forget also that the laborer is worthy his 
hire, if he is worth having at all. 

KEEP STOCK CLEAN. 

Have your stock in clean, orderly condition and save time 
and trouble in looking for goods. Don’t sprinkle your floor or 
use a feather duster. Both are out of date and cost you 
many dollars every year. Use a good floor brush for sweep- 
ing and a cloth as a duster. You are then accomplishing your 
object, the permanent removal of dirt. 

SHOULD INSURE. 

Don't neglect the insurance department, as it is a money 
saver for you. You need all you can get of this. 

Personally I am a republican in politics, and therefore in 
some things also a “stand pat” man. We must all “stand pat” 
on our association work and give all the aid possible to our 
officers. But don’t “stand pat” in your dealings which have 
caused you troubles like I have. enumerated. 


“KEEP A PULLIN’ !” 
Ef the tide is runnin’ strong, 
\ Keep a pullin’! 
Ef the wind is blowin’ wrong, 
Keep a pullin’! 
*Taint no use to cuss and swear— 
Waste your breath and rip and tear; 
Ef it rains or ef it’s fair, 
Keep a pullin’! 


Though it’s winter or it’s May, 
Keep a pullin 
Ef you're in the ring to stay, 
Keep a pullin’! 
Though you can’t see e’en a ray, 
Sun is bound to shine some day; 
Got to come, ‘fore long, your way; 


Keep a pullin’! 
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When you're sick and tired, too, 
Keep a pullin’! 
Never ‘low you're feelin’ blue; 
Keep a pullin’! 
Ain’t no good in blamin’ fate 
‘Cause you’re workin’ hard and late; 
Better say you feel first rate; 


An’ keep a pullin’! 


Fish don’t bite just for the wishin’; 
Keep a pullin’! 

Change your bait and go to fishin’; 
Keep a pullin’! 

Luck ain’t nailed to any spot; 

Men you envy like as not 

Envy you your job and lot; 


Keep a pullin’! 


Sympathy is just a fake; 
Keep a pullin’! 

No one feels it when you ache; 
Keep a pullin’! 

Only this is worth er while, 

An’ you'll find it helps a pile, 

When the wind blows hard, to smile 


An’ keep a pullin’! 


Ef your runner strike bare ground, 
Keep a pullin’! 

Don’t give up and don’t go around; 
Keep a pullin’! 

Wouldn't give a hoss his grain 

Ef he wouldn’t break a chain— 

Back up prompt and pull again, 


An’ keep a pullin’! 


S’pose you haven’t got a cent; 
Keep a pullin’! 

Not a red to pay the rent; 
Keep a pullin’! 

Gettin’ busted ain’t no crime; 

Gorry, mighty, that’s the time 

Grit will make a man sublime; 
Keep a pullin’! 


Can’t fetch business with a whine; 
Keep a pullin’! 

Grin, and swear you're feelin’ fine, 
An’ keep a pullin’! 

Summin’ up, my brother, you 

Hain’t no other thing to do, 

Simply got to pull ’er through; 
So keep pullin’! 


HARDWARE MAN IS “POLICE.” 


Regarding the policeman, my idea was this: When at 
the request of the secretary I gave him the subject I have been 
shooting at and missing all along, that I could advise you to 
“tell your troubles to the policeman,” and I have endeavored 
to make you the nearest policeman. Then if you can not 
serve the warrant, send it to the secretary, as he is the chief of 
police. 

Vice-President Emery then announced the following 
standing committees: 

Nominations—H. T. Helgeson, Milton; W. R. McIntosh, 
Bottineau; R. L. Scott, Jamestown. 

Press—John Nuss, Grand Forks; S. D. Bostwick, Bath- 
gate; U. S. Conn, Fargo. 

Resolutions—W. H. Pinkerton, Lakota; O. A. Gallup, 
Edgeley; H. J. Hellekson, Fairmount 


THURSDAY AFTERNOON SESSION. 


Immediately upon reconvening Vice-President Emery 
introduced R. A. Grim, who read a paper on 
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“INVISIBLE ASSETS.” 


LAW OF SUPPLY AND DEMAND IS THE GREAT LEVELER. 

I can assure you it gives me the greatest pleasure to meet 
with you again. During the past ten years I have visited 
you, I can look back upon as the best part of my life and 
my earnest desire is that I may be permitted to call upon you 
for another decade. I feel that the year which we are ap- 
proaching will be a far more profitable one than the year 
passed. 

In the great agricultural West we have our unit of meas- 
ure, the bushel of wheat. Combines and trusts may tem- 
porarily unsettle values until it takes more bushels of wheat 
to buy a given article than the article is really worth, but 
the law of supply and demand is the great leveler that finally 
makes things equal. What we are gathered together here 
for upon this occasion is mutual benefit, to find by exchange 
of ideas a higher level upon which+to conduct business, to 
gain some knowledge from the more successful, and to help 
those whose affairs are not in as satisfactory a condition as 
would be desiree. The commercial agencies tell us that over 
nine-tenths of the men who enter mercantile life are not suc- 
cessful. What we desire to combat is this frightful financial 
mortality. 

SALESMAN IS BEST SOURCE OF INFORMATION, 

We see two men start into business in apparently equal 
conditions. In a short time conditions change; one either re- 
mains in the background and fails, the other forges to the 
front. I do not think there is a better source of information 
as to why this thing exists than the salesman who calls on 
those men in a reguiar way. He has in his mind’s eye the in- 
dividuality of each man he calls on and as this man or that 
falls below the average, he can foretell almost to a certainty 
the outcome. In other words, we were born with certain traits 
of character, certain invisible assets that fit us to be a success 
or a failure in mercantile life. 

THE STRONGEST BUSINESS ASSET. 

I think from a financial standpoint, industry is the strong- 
est asset a business man can have. Dun or Bradstreet do 
not take it into consideration, but give me the industrious 
man with a small capital in preference to the ease-loving one 
with larger means. The industrious man will make the most 
of the means at hand, and if he is possessed with the ideas 
of order, will present his goods to the trade in such a way 
as to gain business. Right at this point, I will say that one 
of the greatest assets a man can have is the faculty of pre- 
senting his goods in an attractive manner. I know dealers 
who could earn a good salary as window trimmers. A nice 
clean window full of bright fresh goods is the cheapest ad- 
vertisement a dealer can have. Goods nicely sampled on the 
shelves, stoves nicely blackened on movabie platforms. These 
are the things that call for energy and taste, but they count 
for much in the character of the business. “A river is no 
clearer than its source,” and should the proprietor be lax in 
the arrangement of goods, the clerks wil! soon follow in his 
footsteps. Don't open a box with a hatchet or hammer from 
stock or use a wrench on the delivery wagon that you intend 
to sell, as it damages the sale of the article. 

A CAPACITY FOR DETAILS 

Along these lines comes a capacity for little details, and 
there is no business so large that we can neglect the little 
things. It is said of J. J. Hiil that he knows every spike 
and switch stand on his road. Whether this is true or not, 
in all the lives of men who have made a conspicuous success 
are the ones who never despised detail. The master mind 
that leaves nothing to the attention of the hired man, so that 
he can be handicapped by the failure of this employe, is the 
merchant who will make a success in a retail way. 

DIPLOMACY, 


Another asset not down in the agency books is diplomacy. 
No matter how careful or how industrious you may be, if a 
business man is not diplomatic, he cannot gain or keep friends. 
Every man should have his convictions and a right to his 
opinion, but to win friends do not thrust your opinions or 
convictions upon your trade. Many a man has driven away 
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a customer by his outspoken and insistent harping on some 
subject that was 1epugnant to a part of the community in 
which he lived. Everybody's money looks alike when it is in 
the till, no matter what his religion, nationality or politics 
may be. It may take a good deal of self control not to call 
some sinart alec down, at the same time he may be con- 
templating a purchase of considerable magnitude that would 
carry a handsome profit. By being dipiomatic, I do not mean 
that we should agree with every one and be an Ephraim 
Smith, but it is always better to maintain a dignified silence 
upon a question that may lead to a heated argument, and 
make an enemy. 
STABILITY OF CHARACTER. 


Away above and beyond all else that may go to make up 
the component parts of a successful business man is stability 
of character. This is an asset that underlies the whole fabric 
of our business system. When the hard times come and the 
crops fail and fortune hides her face, it is the man who is 
known to be honest with himself and his fellowmen that will 
fare the best. This is an asset that it takes years to acquire; 
it cannot be assumed, it is never a veneer to a base nature, but 
like the growth of a sturdy oak can only come by years of 
right living. It is a trait of character that generally writes 
itself in the countenance. The possessors of the virtue of 
honesty are the salt of the earth. Couple with this the gift 
of initiative, and you have a man who can grasp the coming 
chance; as we commonly say a man who can see a hole in a 
millstone. A great many of us have not this gift, but to use 
the home'y expression, “We wait for a house to fall upon us 
before we come out oi our trance,” and see the other fellow 
getting the blessings we might have enjoyed had we had his 
foresight to grasp an opportunity that had presented itself to 
us. It may be the,agency of a line of goods that would 
prove a source of great profit; it may be the purchase of a 
quantity of a staple commodity when it has reached bot- 
tom; it is the indefinite something that snatches success from 
failure. Some people will call it luck, others foresight, others 
good judgment. It is a faculty we all should cultivate in this 
busy, hustling workaday world. 


SUMMARY OF INVISIBLE ASSETS. 


These are the invisible assets that enter into business that 
make or mar our success in life. Industry, the great motor 
that surmounts all obstacles, that laughs at failure, that elim- 
inates “can’t” from our lexicon. It is this that transforms 
the tarred paper shanty to the complete establishment, but 
we must couple with this order, that we may move along 
smoothly and avoid disorganization; that we may show our 
wares in an enticing manner so that the public will be com- 
pelled to buy as no catalog house can show such an enticing 
array. Then let us have detail, looking after the small things, 
the little leaks that make great inroads upon us before we 
are aware of them. This is the faculty that makes us give 
just sixteen ounces for each pound, just 36 inches for each 
yard, just four quarts to the gallon, simply honest measure 
without any waste. With industry, order and detail, we 
couple diplomacy, the faculty that gets and keeps our friends 
and customers, that makes us a loved and valued citizen, a 
pleasing neighbor, one whom people care to visit socially or 
on business. Next we have the great foundation of stone to 
the whole structure, stability of character, that makes your 
word as good as your bond, your simple declaration as good 
as an indelible ink signature, a look from your eye that gives 
you the hall mark of pure gold all the way down. If you 
add to all these that subtle something called initiative, that 
makes you do the right thing and do it first, you then have all 
the invisible assets that, though they are not down in the 
agency books, will insure your success, no matter what may 
come. 

At its conclusion Mr. Emery called attention to the fact 
that it was the first paper presented to the association by a 
traveling man, and gave due notice that others would be 
expected to come to the front by the time oi the next con- 
vention. 

R. A. Kirk, president of Farwell, Ozmun, Kirk & Co., 
hardware jobbers of St. Paul read a paper on 
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THE RETAIL AND WHOLESALE HARD- 
WARE MERCHANTS CAN BE 
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\ PLEASURE AND A BENEFIT. 

It gives m@ great pleasure to meet you again in your an- 
nual conventicn. I have probably had this pleasure at as 
many ot your conventions as has been enjoyed by any one 
outside your organization. To meet a body of business men 
like this is both a pleasure and benefit to me, and I always 
go away from such a meeting feeling that it was good to be 
there. I take a large interest not only in hearing what men 
say who are connected with the wholesale trade or with 
manufacturers, but I take a special interest in the discussions 
among the members themselves in their open meetings, in 
which many features of trade as they affect the retail mer- 
chant are presented, and frequently from points of view that 
are new to the wholesale man. I passed such a day last 
week at Sioux Falls at the meeting of the South Dakota 
Retail Merchants’ Association, and was greatly pleased to see 
the manner in which important matters was discussed by the 
members. 

ALL SHOULD BE PRESENT. 

I do not see how any one can doubt the value of such 
meetings or how a member of the association who is really 
trving to make a better merchant of himself (and certainly 
this should be the aim of all of us) can be willing to absent 
himseli from the annual meeting, unless for most important 
reasons. 

The inspiration that can be had from such a meeting 
Should go with a man to his home and should last through 
out the entiregyear, and especially so when reinforced by let- 
ters that are sént out from time to time by your officers. 

When your secretary asked for the subject of my remarks 
I replied that I wished to address you on “some ways it 
which the interests of the retail and wholesale hardware mer 
chants can be benefited.” 

\ COMMON PLATFORM 

I assume that we will stand together on this platform: 
That in the distribution of merchandise the best way that 
has as yet been devised is that the manufacturer shall sell 
to the wholesale dealer, he in turn to the retail dealer and that 
the latter shall gc to the consumer. 

If the manufacturer ignores this order of things and 
goes past the jobber to the retail dealer, or if the latter is 
ignored by the wholesale dealer, who goes direct to the con 
sumer, there will be trouble in either case 

I urge, therefore, that one way for promoting mutual 
interests is that the wholesale house follow a strict policy 
of not selling to consumers 

NORTHWEST IS NEW 

It has taken several vears to work up to this line in some 
parts of the Northwest The country is new, great grain 
and live stock ranches were established whose requirements 
were large; so-called stocks of merchandise in hands of the 
adjacent dealers were small and incomplete and it required 
time to work out the problem. 

The solution has been complete and I believe that for sev 
eral years past there has been no such ground for complaint 
on this score against the Northwestern wholesale house 

MANUFACTURER SHOULD NOT GO PAST THE RETAILER 

Now I hold that the first part of the axiom that I have 
given is just as important and that if the manufacturer would 
not go past the jobber to the retailer the mutual interests of 
the two parties principally concerned would, as a rule, be 
promoted. I do not say that there may not be a single isolated 
case in which the retail merchant might benefit himself by 
dealing direct with the manufacturer. I do claim, however, 
that such cases are rare and that as a rule the retail dealer 
loes not gain by such a policy. This is true even in staple 
goods, most of which are sold through the wholesale houses 
auc at prices as low as the factory will or really can afford to 
furnish them 








SOME WAYS IN WHICH THE INTERESTS OF 
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CASE IN A NUTSHELI 


\ few days ago I met a prominent manufacturer of nails 
und wire who was considering the question of going to the 
retail trade for orders, for the reason that the wholesale 
houses had already made their contracts and could take part 
of his product. After hearing his side I said, “Very well, I 
have no objection to your selling to the retail trade; all that 
we ask 4s that you will sell at the prices that have been fixed 
by the manufacturers and jobbers.” His reply was that this 
would mean that he wouid get no business, forthe reason, as 
he stated, that “at an even price the orders would go to the 
jobbers, as the retail dealers prefer to deal with them.” ‘This 
puts the case in a nutshell as to staple goods. The argument 
is even stronger in the line of shelf goods. Some retail deal- 
ers are tempted by an extra 2% or 5 or perhaps per cent 


7 
to buv certain lines of goods in case lots when they should 
buy them by the dozen, or they will buy by the dozen or half 
dozen such goods as they really need only in one-quarter or 
one-sixth dozen lots If these men conducted their entir 
business on this policy it would be safe to predict failure 
ahead 


RETAILER SHOULD GIVE JORBER PREFERENC! 


(he manufacturer expects prompt payment, and as a rule 


le gets it, and it is not a rare occurrence for the jobber to 
carry the account of such a customer and thus really furnish 
him money to pay the manufacturer 


| shall not enter into a full argument of the case and 


consider the many different and potent points of view in sup 


port of this side, as my time is short. I am sure that as a 
rule the retail merchant gains by confining his trade to the 
jobber lhe little that he may gain in the small percentage 
that he may obtain on some goods is lost in other ways 


Let me urge you as a line of business policy that you select 
carefully the wholesale house to which you give the bulk 
of vour business, and that you give this house preierence over 


the manufacturer. 
STAND OR FALL TOGETHER 


ch other 


Another way in which we can mutually benefit e: 
is by more frequently putting ourselves into the other fellow’s 
place. If we consider things rightly we are closely connected 
with and vitally interested in each other. As you men in the 
retai! trade prosper the wholesale man expects to prosper. 
When you suffer we suffer along with you. Let us accustom 
ourselves more frequently to look at things from the stand 
point of the other man in the case. When questions of policy 
come up in the wholesale house, let one of the first things 


idetr ve hov will t! is affect the interests of the retail 


to cons 
dealer? Or when anything harmful in the conduct of business 
by the retailer comes to the attention of the jobber, let it be 
his aim to try to assist all he can in the correction of the evil. 


Then when anything occurs in their relations to which the 


retail dealer objects and feels like resenting the treatment 
which he has received from the jobber, let him take a look 
it it from the other side For instance, some goods have been 


received in bad shape or from some other reason they are not 
as wanted, and perhaps not as ordered Che first impulse 
is to ship them back by first train and probably also to write 
1 hasty letter. Do neither. Consider that even if there were 
no fault whatever on your part, the blunder was probably 
made by some subordinate who had been depended upon by 
the house, and also that when the case comes to the attention 
of those in charge of the affairs of the house they will 
probably regret it more than you do. The longer I live the 
more advantage and necessity I come to see of putting ovr 


selves more frequently into “the other fellow’s” place 
MUTUAL BENEFIT CAN BE SECURED THROUGH ASSOCIATIONS 


Another way to secure mutual benefit is through our 
respective associations. I hold that, to the extent that this 
association of yours works for and secures your best interests, 
it will also be helpful to the wholesale interests 

Growing out of this relation we find that the wholesale 
and retail associations can and do work profitably together 
in combating some of the evils that jointly affect their mem- 


bers 
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THE CATALOGUE HOUSE EVIL. 

Take the catalogue and mail order house evil, which I 
have no doubt you regard as the most pernicious one that 
disturbs the trade. In meeting this destructive competition 
the retail merchant must expect first of all to use his own 
resources to fight it. He may also expect to have all the 
assistance that the jobber can give him. 

There is also a very important part of the work in this 
field which can be done most effectively, and indeed must be 
done, by associated effort on the part of both the retail asso- 
ciations and also of the wholesale. 

[he officers and executive committees of these associa- 
tions realize the value of this work and they have already ac- 
complished some results. 

ITS VALUE IS BEYOND COMPETITION 

Tine National Hardware Association, which, as you know, 
represents a very large part of the wholesale dealers of the 
United States, and of which I had the honor of being the 
president for the two years just passed, has given this sub- 
ject large attention. It has corresponded with and also 
seen in person many manufacturers of hardware whose goods 
have been made leaders and have been advertised at prices 
sometimes even below cost to the catalogue houses. The 
same trouble exists to some extent with the department store. 
However, this evil affects principally the city retail dealer. 
The Retail Hardware Associations throughout the country 
have also given this subject close consideration. Last May 
the executive committee of the Nationa! Hardware Asso- 
ciation met in Philadelphia and it had previously invited to 
meet with it on that occasion the National Retail Hardware 
Association, which, as you know, is made up from representa- 
tives of the Retail Hardware Associations of the different 
states—your association being one of the number. An in- 
fluential delegation came and in it were the president and 
secretary and also other prominent retail hardware men 
from a number of the states. Two days were given to these 
conferences. Prominent manufacturers of hardware were 
also present by invitation and valuable work was dene, which 
is still going on. I refer to this to show the association side 
of this work, the value of which is beyond computation. I am 
sure you feei that the evils from this source that now exist 
are bad enough, but the evils that have been prevented or 
restricted by this sort of work would have added greatly to 
the gravity of the present situation and in work of this char- 
acter the claims of your association upon you are enforced in 
the very strongest terms. 

THE POSTAL PROGRESS LEAGUE. 

Closely related with this work in the catalogue house I 
wish to refer to the work of a league that has been organ- 
ized in the East called the Postal Progress League, and which 
has just now made itself the champion of the parcels post 
bill, which it has lately introduced in Congress. This bill is 
made up largely of the same features as a bill that was before 
a previous Congress and that failed. This bill is now backed 
by stronger interests and is really a substantial menace to the 
business and general interests of the country. 

THE PARCELS POST BILL. 

If you have not given this subject special consideration, 
you do not realize the magniture of the danger that confronts 
the retail merchant. This bill proposes that the United States 
mails shall carry a package of merchandise up to three ounces 
for one cent, two cents from a package from three ounces 
up to six ounces, and five cents for one-pound package and 
two cents for each additional pound up to and including 
eleven pounds, which for the present is made the limit. You 
will see that for 25 cents a package of merchandise weighing 
eleven pounds would be carried from one extreme end of the 
country to the other. For 25 cents this package would be 
carried from Portland, Maine, to Portland, Oregon; or to 
San Francisco or to Juneau, Alaska, and for the same rate 
it would be carried to Honolulu or Manila. If a package 
were lost in the mails the government_is required by the bill 
to reimburse to the extent of $10 if there has been no regis- 
tration or valuation on the package. If registered and valued 
the government would insure the package up to $25 at a mere 
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nominal charge, so you see it is proposed to have the govern- 
ment go extensively into the insurance business as well as 
transportation and on equally profitable or rather losing terms. 


A MONSTROSITY. 


Statistics from the postoffice department show the actual 
cost in this country of carrying second-class mail matter to 
be about 7 cents per pound. Therefore, on the average 
eleven-pound package the government would receive 25 cents 
for a service that cost 77 cents. Also bear in mind that as 
the proposed pian ignores all business principles in carrying 
packages long and short distances at the same price, the 
government would be sure to get the long haul in excess, so 
that the average cost of carrying the eleven-pound packages 
would be much beyond 77 cents, but it would in no case get 
more than 25 cents. 

No argument can be offered in behalf of this monstrosity 
such as we all recognize in the chief transmission of news- 
papers and magazines. All our people are willing that this 
shall be done even at some loss, but to apply this to mer- 
chandise is a proposition that I cannot believe the American 
people, and especially the general public, will consent to. 

GOVERNMENT WOULD LOSE BY TRANSACTION. 

This bill is backed by the catalogue and mail order 
houses, and some influential men, such as Col. Pope of Hart- 
ford, are working for it, and money and strong personal 
influence will be used in its behalf at Washington and else- 
where. The large and yearly increasing deficit in the post- 
office department stands in the way of these marauders on the 
public treasury. The rural delivery system has added several 
millions yearly to this deficit, and it is possible Congress will 
not consent to open such a floodgate into the treasury as this 
scheme would surely do. Another objection’ to it that will 
help to fight it is the crowded condition of the mails that 
would be bound to follow in case of this bill’s becoming a law. 
This congestion of the mails would simply be stupendous. 
A merchant or consumer at Portland, Ore., for instance, in 
want of goods could order, say from New York, many goods 
in packages of eleven pounds and less, and instead of ship- 
ping by express or freight he would use the mail. Suppose 
he wanted a shipment of silks weighing 100 pounds or less, 
he could divide the goods into nine packages and pay $2.25 
for what would cost him at present express rates exactly six 
times this amount, while by freight the cost would be con- 
siderably larger than this charge by mail. The government 
would lose several dollars in the transaction. 

If this bill were to become a law we can now have no 
conception of the disturbances and loss the country would 
sustain from it. I urge you individually and also as an asso- 
ciation to use your influence with your members of Congress 
and your United States senators to have them understand 
your determined opposition to the passage of any such bill. 

SHOUID WORK SINGLY AND JOINTLY. 

I would say in conclusion that the best way to promote 
our mutual interests is for us, each one in his place, to do all 
we can to remove the evils that meet us on all sides. To do 
this let us work singly and jointly, in season and out of sea- 
son. Do not let the hands say to the feet or the feet to the 
hands, “I .have no need of thee.” We all have the constant 
and most pressing need of each other. Let us not stand back 
and criticise and find fault. The position of the kicker is a 
very easy one. Be patient. Do not expect trade revolutions 
to be made in a day. 

NOT FAR ALONG. 

I lately read a story of an intoxicated fellow who had 
been indulging in the flowing bowl of New York and had 
anchored himself to one of the lamp posts down in a Bowery 
district. A sergeant in the Salvation Army came along and 
was trying to act the part of the Good Samaritan to this be- 
lated fellow. He put his arm around him and said to him, 
“My dear fellow, you are on the road to perdition.” The 
tipsy man looked into his face in a dazed sort of way and 
said, “I am on the road to perdition, am 1? Where are you 
going?” The sergeant replied, “I am glad to say that I am 
on the road to glory.” “Well,” said the man, “how long have 
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you been on the road to glory?” “Seven years, replied the 
sergeant. “Well,” said the man, “if you have been seven 
years on the road to glory and have gotten only so far as the 
Bowery, I am afraid you will never get there.” 

We must not feel disappointed if it takes more than seven 
years to accomplish many of the things that we have in view. 
It may take us a much longer time to get past the Bowery 
that lies in our way, but if we work intelligently and patiently, 
singly and jointly, we shall get there. 

Horace Hill, Janney, Semple, Hill & Co., Minneapolis. 
and F. H. Young of Hackett-Walther-Gates Hardware Co., 
St. Paul, heartily indorsed the position taken by Mr. Kirk in 
his paper, and assured the members of the association that 
they were heartily in favor of association work. 

F. T. Barbour, northwestern agent of E. C. Atkins & Co., 
manufacturer of saws, was called upon to answer that portion 
of Mr. Kirk’s paper referring to the proper way of doing 
business—manufacturer to jobber to retailer. Mr. Barbour 
explained that when his firm came into the field that the job- 
bers would not recognize the line, and as they had steadfastly 
declined to allow their line to go to catalogue houses, there 
was nothing left to do except to go to the retailer, which 
had been found very satisfactory. Mr. Barbour took oc- 
casion to indorse what Mr. Kirk had said in opposition to the 
parcels post bill. 

Horace Hill of Janney, Semple, Hill & Co. took slight 
exceptions to some of the papers, claiming that the jobbers 
were honest and that the criticism in many instances was 
unjustly lodged against the jobbing firms. Anything that 
Operates to help the retailer does the same for the jobbers 
and their interests along all lines were mutual. 

Owing to the large number of jobbers present the mem- 
bers of the association proceeded to lay before them a num- 
ber of complaints, chief among which were these: 

Selling hardware to merchants not engaged in the hard- 
ware business. 

Selling from catalogue to persons not engaged in the 
hardware business who secured catalogues by buying some 
other line of goods carried by the house. 

Selling small quantities of bills to men who have post- 
offices and keep a very small stock of goods, depending on 
catalogues to furnish friends and neighbors with the same 
goods that the regular dealer carries in stock, and often de- 
moralizing the trade. 

The shipping of goods by a merchant of one town to 
friends in other towns, handling the same line of stoves, and 
presenting the friends with.... oy er 

Selling hardware to a man who handles a line of harness, 
when the legitimate dealer in the same town handles a large 
line of the same firm’s goods. 

Mr. Kirk, Mr. Hill and the other jobbers present ex- 
plained how such things could happen, but that there were 
always mistakes and that the retailers had just cause for com- 
plaint. Mr. Kirk advised that legitimate hardware dealers 
should take steps at once to inform the jobbers and at the 
same time notify the secretary of the association if it was 
thought desirable, and assured the retailers that the jobbers 
sought on all occasions to uphold the legitimate dealer, and 
in saying this he not only spoke for himself, but all the job- 
bers represented at the meeting. 

Mr. Kirk, who was not present at the forenoon session, 
was given an opportunity to speak on the stove proposition. 
His firm has for several years handled a line of stoves. The 
line has not been changed and it is not expected that it will 
be, and he contended that, owing to the fact that retailers 

could buy stoves while purchasing the regular line of hard- 
ware, and could do business without so large a stock, made 
the jobber a desirable ally of the retailer in supplying the 
demand for stoves of every description. 

Mr. Helgeson, Milton, spoke briefly on the subject of 
catalogue houses and advanced the theory that the regular 
hardware jobbers might offer to sell to the retailers certain 
staple articles handled by catalogue houses at the actual cost, 
the retailer also selling at cost, thus doing away with the 
advantage that catalogue houses had in offering staples at low 
prices and making up on other goods that usually were 
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ordered to fill up a shipment. The plan, he thought, would be 
beneficial to all, and he felt sure that if the jobbers were 
willing to do without a profit on these certain articles the 
retailers would be glad to sell at actual cost with the view of 
in time driving the mail order business to the tall timber. 

The discussion was friendly throughout and the jobbers 
expressed the belief that now that somethings had been ex- 
plained, the relations between jobbers and retailers would 
be more cordial, and assuring the association that they would 
be glad to attend the annual meetings in the future, just for 
the purpose of being catechized. What helps the jobbers helps 
the retailers, and vice versa, and the discussion was with this 
fact in view. 

W. E. Davis, Minneapolis, read the following paper on 


THE LOCAL MERCHANTS AND THE LOCAL 
EDITOR. 


COMPETITION MAKES CO-OPERATION NECESSARY. 

Competition from the outside is daily making more neces- 
sary co-operation between the local merchants and the local 
editor. 

here are too many merchants who lack appreciation of 
the value of good newspapers. 

There are too many editors who do not attend to busi- 
ness. For that reason there are many newspapers not 
worthy of patronage. 

Wherever the local merchants and the editor faithfully 
co-operate there you will find a good trading point. 

The merchant should ‘patronize a newspaper for purely 
business reasons. His personal relations with the editor, 
no matter whether pleasant or disagreeable, should not be 
taken into consideration. 

The merchant should demand that the editor publish a 
good paper and circulate it as much as possible in all of the 
territory in which the town has a fighting chance for trade. 

COMPETITION OF THREE KINDS. 

The local merchant experiences three kinds of competi- 
tion : 

1. Competition among merchants of the same town. 

2. Competition between towns for the trade of a certain 
district. 

3. Competition from the big center. 

NARROW VIEWS. 

The view of some merchants is so narrow and restricted 
that the only competitor they can see is the fellow down 
the street. A town with such merchants is poorly armed to 
fight its trade battles. Usually where the merchants do not 
agree the town badly disagrees. 

Other merchants have a broader idea of competition. 
They see that the more business brought to a town the more 
prosperous are all of the merchants. They realize that when 
they disagree with the fellow down the street, they are 
dividing a business community, and that gives the competing 
town its chance. It has been the theory of some that quar- 
reling business men draw more trade to the fown because of 
badly demoralized prices. Even granting that to be true it 
will be conceded that such a condition is not to be compared 
as a volume builder with a united business community mak- 
ing its intelligent offer of bargains systematically. One ac- 
cidentally brings in a few extra customers by sending profits 
to perdition. The other goes after more trade on a carefully 
devised plan, one that is effective. 

But beyond all this is the competition from the big city. 
More centralization of the retail trade is one result of the 
development of the country. 

Some sections of North Dakota do not feel the compe- 
tition of the big cities as much as others. No part of North 
Dakota feels the competition of the big cities as much as 
Minnesota. But each year sees railway transportation a little 
better and a little quicker and the mails a trifle faster. If it 
has not reached you it is on the way. 

THE EFFECT OF RURAL FREE DELIVERY. 


Free delivery of mail to the farmers through the estab- 
lishment of rural routes is in real effect an assault on the 
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trade prestige of the small town. It is a fine thing for the 
farmer. He is entitled to it. It is progress. No one has 
any right to stand in its way. But it creates a new condi- 
tion in the battle for trade which makes it necessary for the 
business elements in the small town to work together as they 
never have before for the business of the town. 

Rural free delivery of mails brings the farmer in far 
closer touch with the big city than has ever been the case. 
It furnishes the advertising department of the supply house 
and all other mail order concerns the long wished for oppor-- 
tunity to keep in constant touch with the farmers. Mailing 
lists of the new routes are prepared almost as rapidly as the 
new routes are opened. Circulars and other advertising mat- 
ter in large quantities go over those routes every day. 

THE CITY DAILY AND TRADE CENTRALIZATION. 

The city daily is a big factor in this tendency toward 
trade centralization. It is the ally of the mail order house 
and the big city department store. The dailies published in 
the Twin Cities this evening will be distributed over many 
of the mail routes in this section of the northwest by to- 
morrow noon. Under rural free delivery they go to the 
farmers’ doors every day. The farmer’s wife reads the ads 
—of course, and as a result of making the farmer a steady 
subscriber to some’ metropolitan daily the business of the 
mail order department in the big city department stores is 
increasing rapidly. 

This is so much trade taken from the small towns. The 
elocal merchant does not see it go. If he did he might head 
much of it off by proving to the purchaser that the home 
stores seil just as good goods just as cheaply. But the mail 
order from the farm is gone and back again before the local 
merchant learns what has happened and many times he has no 
idea of the large amount of business going to the big cen- 
ters from people whose trade he would be glad to get. 

NEED OF CO-OPERATION. 

Rura! free delivery is giving the local merchant an en- 
tirely new reason for co-operating with his fellow merchants 
and the editor to keep the trade at home. Every twenty- 
four hours the city daily comes with its talk of city bargains. 
The small town and the local merchants need a newspaper 
ally to offset this. 

The experience of merchants during the past ten years 
has shown that the fight to hoid the trade at home grows 
harder each year. It is not always a question of prices, nor 
yet that oft-repeated argument of a “larger variety to select 
from.” New competition always necessitates more effort. 
The simple fact that avenues have been opened whereby 
outside concerns can reach the local trade surrounding each 
town more easily than ever before, and outside concerns are 
taking advantage of it, makes the fight of the country mer- 
chant and the small town that much harder. Rural free 
delivery is here without objection and protest from the 
country merchant. Already the big retail interests in the big 
centers are following up this advantage with a demand for 
a parcels post. There was no good reason for opposing 
rural free delivery. There is a good reason for opposing 
parcels post. In fighting the parcels post the retailer is 
fighting the battle of the small town everywhere in defense 
of its trade prestige and its importance as a place on the 
map. This is ground on which the local merchant and the 
local editor can co-operate for mutual benefit and the good 
of the community. There should be more of this co-opera- 
tion on this very question than there is. 

RELATIONS OF MERCHANT AND EDITOR. 


This necessity of defending the trade of the small town 
against the attacks from the outside brings us to the relations 
of the local merchant and the local editor. Each town has 
a condition peculiarly its own, but there are some general 
conditions familiar to all. 

That there are too many merchants who fail to appre- 
ciate a good newspaper when they have it is plain. That 
can be seen by looking over the columns of scores of bright 
northwestern newspapers. The number of merchants not 
represented in their columns is too large. 

On the other hand there are too many poor newspapers, 
sheets really not entitled to patronage. The editor may 
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know little about the newspaper business as a business. He 
may be a fairly good printer, but a poor business man. He 
may be a fairly good business man, but a very poor editor. 
Again he may be a good editor, a good business man, and a 
good printer, but he allows the devil to run the office while 
he is looking after the politics of the county or smoking 
cigars with fellows who imagine they are slatemakers in state 
politics. 
TWO IMPORTANT QUESTIONS. 

When a merchant realizes the necessity of a first-class 
local paper to him in his business, he will probably ask him- 
self this question: 

“What can I and the other merchants of this town do 
to make this paper more effective for the general trade inter- 
ests of the town?” 

The editor should be constantly asking himself: “What 
can I do to make the paper a better advertising medium?” 

When the merchants and the editor of any one town 
get down to answering these questions all of them have 
started on the road to more business. 

It would seem unnecessary to tell merchants they should 
work together for the good of the town. All of them be- 
lieve in it as a principle, but when it comes to putting the 
thing into practice, their hatred of the fellow down the 
street often handicaps the work and in the end actua'ly 
damages the general trade interests of the town. Co-opera- 
tion among the merchants of a town is the first essential. If 
they can agree on nothing else they ought to agree that more 
trade for the town is what they want and they can afford to 
lay aside their prejudices for a time and all pull together as 
a business proposition. 

Che organizations of merchants into associations has over- 
come much of this petty prejudice. Competitors meet face 
to face and shake hands now.where in some instances not 
many years ago they Were Sefiling each Other messages of 
bad will by the grapevine route, a route superintended by 
some customer who had a financial interest in keeping up 
hostilities. The trade association proves to each merchant that 
his competitor is not such a bad fellow after all, that there 
is really some good in him, and that he can pull with him 
for the general good of the town without losing any of his 
self-respect. 

CO-OPERATION. MAKES GOOD TOWNS. 

There are many towns where the merchants do co-operate. 
They are marked towns. They are known in their particular 
sections for the harmony and hustle of their business men. 
That in itself is good advertising. It makes business. Every 
man in them is talking for his town. He is praising its 
stores, the big stocks carried, and the enterprise of the mer- 
chants. If he goes to a neighboring town he is “plugging” 
for the home merchants. The enthusiasm is in the air. 

To create such enthusiasm lies in the power of the mer- 
chants of any town. They represent its heaviest interests. 
Eliminate the merchants’ quarrels and put harmony at work 
instead and you will have a far different community. Other 
factors in the town may clash but they will not retard its 
progress materiaily. The competing lawyers may be at war, 
but lawyers’ wars usuagly dissolve into wind. The jealousies 
of doctors amount to little more than gossip unless all of them 
are in politics. But the merchants represent the commercial 
activity of the community. Whether that activity is being 
driven by harmony’s powerful engine or simply pushed by in- 
dividual concerns working independently depends upon the 
merchants themselves. There is a big difference in the results 
to all between the work of harmony’s big engine and the 
unassisted efforts of the individual. 

When the merchants of a town have fully realized the 
necessity of harmonious work against the outside assaults on 
their trade they will take their local editor and his paper into 
full partnership. They will want to see it the best local paper 
in the county for two reasons: 

First, because a large number of people will base theit 
opinion of the town on the appearance of the local paper. 

Second, when any business man buys advertising he 
wants the best article he can get. He wants to advertise in a 
medium that, circulates as widely as possible in the territory 
he desires to reach. 
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THE EDITOR. 


That brings us to the editor. 

Frequently he is a mistake. 

Usuaily he regards his business as something else than 
a business. He forgets that it needs close attention every 
day, that it must be pushed in all departments and kept in 
good shape in every detail. 

Wherever you find a newspaper editor who works at his 
business with a system and sense a business man should, you 
will find a good newspaper. 

The curse of many towns is too many newspapers. When 
you have one good newspaper stick to it and discourage ef- 
forts to start another. You may be hot at the editor and 
actually rubbing your hands in anticipation of seeing him 
defeated in the next election, but forget that for a while 
and think of business. What does it matter if you and the 
editor disagreed in the last school election, if by working 
with that same editor, patronizing his paper, and helping 
him work for the general interests of the town you are in- 
creasing your profits by a few hundred dollars. Differences 
of opinion in every community are constantly flashing up and 
fading away, but opportunities for making money once gone 
never return. You are a business man. Make the most of 
your opportunities. If two newspapers is a poor business 
proposition for you and your town, put your foot down on 
it and endeavor to persuade the other merchants, as a busi- 
ness proposition, remember, that one paper is enough. Put 
two papers in a one-paper town and one of them will be a 
poor medium for your ad. The circulation of one good paper 
can be pushed successfully. You get more for your money. 
Every merchant who patronizes two papers in a town where 
there should be but one is actually losing:a part of his adver- 
tising appropriation. 

THE EDITOR’S DUTY. 

But to take the town which has the right number of 
newspapers, whether it be one or two, what is the editor 
doing on circulation, and the general excellence of his paper? 
That expresses the duty of the editor to his advertisers. 

During 1903 we addressed inquiries to several hundred 
northwestern merchants on advertising, asking them which in 
their opinion was the best medium for them, the local paper 
or the circular mailed direct from the store. A big majority 
declared in favor of the circular. Many went so far as to 
declare they received no results from the local paper at all. 

Why is this? 

A large number of newspaper publishers are not giving 
their papers intelligent attention. 

To be successful as a business institution a newspaper 
must be wide awake on local and county news, and the 
editor must push the circulation to the farthest possible limit. 
He cannot get the circulation unless he gets the news. He 
is not entitled to the merchant’s advertising unless the paper 
has the circulation. 


WHERE THE EDITOR FALLS DOWN. 

One reason so many merchants lack faith in the value 
of their local newspapers as advertising mediums is that 
the editor does no aggressive Or progressive work on the 
circulation. That type of editor is content to go along year 
after year with the same circulation in about the same dis- 
trict which is usually the territory from which the town nat- 
urally draws its trade. An advertisement placed in such a 
paper reaches only the people who are in the habit of visiting 
that store more or less anyway and unless the merchant is 
advertising something remarkably low the ad_ frequently 
brings very little response. The local merchant is ambitious 
to reach into a wider territory. He wants to get his adver- 
tisement into the district from which a certain competing 
town is pulling a large trade or into that other district where 
he hears a large number of catalogs from supply houses 
has been received. Unless the editor has covered this ground 
with his circulation the advertisement is disappointing in this 
important particular. 

PUSHING CIRCULATION. 


Right here can be seen some of the work cut out for 
the editor who wants to carry his business to the farthest 


limit of his opportunities and who is ambitious to make his 
paper of value to the town and its merchants. He must have 
in his mind the territory into which he desires to push his 
paper and he must be devising ways and means of doing it. 
If the people of the northwest district are trading in another 
town or buying considerable goods of supply houses, can he 
do anything to stop it? Do they read his paper? Do they use 
his town for a market and if not why not? If the merchants 
of his town are paying as much for produce and selling goods 
as cheaply as any other, why should they not get the busi- 
ness? The newspaper can do much to attract people to the 
town. It should have a correspondent in all districts where 
the town meets others in the battle for trade. Its circulation 
in those districts should be pushed as much as possible. When 
he has done that the editor has done much to interest the 
people of that community in his town. He deserves material 
support from the merchants for such work. The weekly pa- 
pers of North Dakota which have given proper attention to 
their circulation are of course the most successful. Adding 
circulation is putting betterments into the property, but there 
is an astonishingly large number of editors who fail to realize 
the value and necessity of those betterments. 
ROOM FOR CONCESSIONS ON BOTH SIDES. 

The editor criticises the merchant who does not adver- 
tise. The merchant in turn says it does not pay. There is 
plenty of room for concessions and more enterprise from 
each. There will be some merchants who will not advertise 
until competition drives them out of business. There will 
be poor newspapers forever and forever because poor news- 
papers are the hardest things in the world to kill off. But 
between those two extremes there is a splendid chance for 
reasonable merchants and reasonable editors to get closer to- 
gether as business men working for their bank accounts and 
the general good of the town. The merchants have the right 
to demand a good newspaper run by an editor who is sending 
its circulation as far into the territory of neighboring towns 
as he can. The editor in turn has a right to ask good rates 
for his ads and liberal patronage. The town whose merchants 
and editor get together on such a basis will be the best trad- 
ing point in its section and will keep most of fts trade at 
home. That will be one town which will successfully resist 
the invasion of the concerns in the big cities. The other 
where the business men lack enterprise and reason is bound 
to suffer. 

[he convention then adjourned. 

FRIDAY MORNING SESSION 

The closing sessions of the convention were executive 
and only members of the association were present 

The annual report of President H. N. Joy was read by 
Vice-President H. F. Emery as follows: 


PRESIDENT JOY’S REPORT. 


A MOST HARMONIOUS YEAR 
For your information and action I desire to bring before 
you a brief report of the doings of the association since we 
last met in annual session 
The year just closed has been the most peaceful aud 
harmonious of any since our organization seven years ago 
Whether this indicates a lack of zeal upon the part of the 
officers to push matters brought to their attention by the mem- 
bers, inaction of the members in filing complaints or less cause 
for them, I am not prepared to say. I am, however, of the 
opinion that the latter is the case. 
FEW COMPLAINTS HAVE BEEN MADI 
Some few complaints continue to be made of manuiac- 
turers and jobbers selling to dealers who are not entitled to 
purchase hardware and kindred lines at wholesale prices from 
any one who depends principally upon distributing their prod- 
uct, or merchandise through regular hardware dealers; but 
complaints of this character are growing less yearly, and I 
think are now chiefly confined to the smaller manufacturers 
and jobbers. Our own state association invariably handles 
this class of grievances itself much more effectively than can 
be done through the National Association, and igeentitled to 


all credit for anything accomplished along this line 
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MEMBERS SHOULD BEAR DOWN HEAVILY. 


The abuse caused by manufacturers and jobbers doing 
business in our territory, selling their wares to contractors 
at wholesale prices, still exists to a much greater extent than 
would naturally be expected, considering the professions of 
the guilty parties to the contrary; and from the experiences 
of the past I am satisfied that it will continue unless our 
members bear down heavily in every instance where sales 
of this character are made. 

MEMBERS SHOULD KICK ON VIOLATIONS. 

I would suggest that each member make it his special 
business to watch for violations of this kind, promptly report 
same to the secretary, with sufficient data and proofs to make 
the case stick; and if customers of the guilty house write a 
personal letter to them vigorously protesting against such 
methods. Never make a complaint unless you are sure of 
your grounds, and then stand by it to the last ditch, promptly 
furnishing the officers with all the information they desire to 
effectively prosecute the matter to a final conclusion. 

CATALOGUE HOUSES. 

While we only are able to remedy abuses caused by manu- 
facturers and jobbers, as heretofore enumerattd, through our 
state association, it is equally true that the National Associa- 
tion alone can help us combat the ills we suffer on account 
of the ever present catalogue supply house. The business 
of the former is usually confined to two or three states, and 
they cannot afford to run up against the wishes of state asso- 
ciations, but the whole earth is the field of the latter, and 
to accomplish anything worth while the attack must be na- 
tional in its character. 


CATALOGUE HOUSE SHIPMENTS HAVE DECREASED IN VOLUME. 


The most optimistic of our co-workers has scarcely held, 
even in his fairest dreams, that: the day would soon come 
when the catalogue house would cease to exist, and certainly 
nothing has transpired during the past year to my knowledge 
that would lead one to arrive at such a conclusion. The 
shipments of goods into our own territory during the past 
year have not, we think, decreased in volume, but we do think 
that the character of these shipments has undergone a 
change. A marked falling off in the volume of a well-known 
and standard brand of goods, displaced by inferior and un- 
known and unreliable brands, has characterized the shipments 
from these houses. 

MANUFACTURERS ARE REMEDYING THIS STATE OF AFFAIRS. 


Manufacturers of standard brands are, through the ef- 
forts of the National Association of both jobbers and retail- 
ers, doing much to correct past evils, and are assisting retail 
hardware men to market their product in a manner satisfac- 
tory to all, These national associations are only just fairly 
started along this line and will continue their good work until 
nearly all, if not all, standard brands of hardware are sold 
over the retailer’s counter at equally low prices as quoted by 
supply houses. 

The latest production of the master minds of these con- 
cerns, 

THE PARCELS POST BILL, 

whereby they enlist the assistance of the national government 
and permit it to carry their goods at a loss, is still in the 
balance. Our National Association is leaving no stone un- 
turned nor allowing any opportunity to slip to defeat this 
measure; but “never let up” must be the slogan of all mer- 
chants, wholesale and retail, and should have the co-operation 
of every citizen, or their efforts to thrust this burden upon 
the people will succeed. 

Papers during the past vear have been placed in the hands 
of every member of this association, which, if used as intend- 
ed, will assist very materially in defeating this pernicious 
proposition. If you have not done what you can to asisst 
in this matter, go home and do it at once. 

PEDDLERS’ LAW. 

Reference was made in my last annual report to a bill 
then pending in our state legislature providing for the taxing 
of peddjers. I am pleased to report that the bill became a 
law and has been upheld by the supreme court. It is up to us 
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now to reap the benefits of this legislation. While the rates 
provided for are inadequate, still if the dose is repeated at 
frequent intervals beneficent results will follow. See that it is. 
BUYERS’ GUIDE. 
The edition “First Issue” of the association buyers’ guide 
is a very valuable book, if used as its author intended. A 
copy of this book has been placed in the hands of every 
member without cost. Change sheets will be sent out from 
time to time as occasion demands it. If you will keep it 
posted up to date it will assist you in “keeping postéd,” and 
thus you will be up to date. 
FIRE INSURANCE. 


So many mutual fire insurance associations have sprung 
up in the state which, in addition to the Minnesota Associa- 
tion and the National Fire Association, provide us with pos- 
sibly sufficient insurance that it would not seem advisable to 
take any action at this time looking to the organization of a 
state hardware fire insurance company. In this connection 
I desire to cali your attention to the active part taken by one 
of your representatives, ex-President Helgeson, at the last 
meeting of the National Association, in persistently insisting 
upon that body the necessity for immediate action, and which 
resulted in definite steps being taken at that time culminating 
in our present National Fire Association, whose claims to a 
portion of your insurance should not be overlooked. 

TRADE PAPERS. 


The various trade papers’ attitude toward us is in no 
respect unchanged. From week to week these friends serve 
in a palatable form articles commendatory of our work, un- 
tiringly urging loyalty upon the part of the membership and 
endeavoring by forcible logic to induce indifferent dealers 
to no longer ignore the claims of the association upon them, 
not expect the faithful few to always carry their burden. 
These efforts are pregnant with good results and are appre- 
ciated by us. 

CONCLUSION. 

In conclusion I wish to thank the members for the confi- 
dence they have reposed in me in twice electing me as presi- 
dent of this association and as many times as representative 
to the National Association. In both of these positions I 
have endeavored to give you the best service that I am capable 
of; and if these efforts have met with your approval my 
reward is sufficient. I am under lasting obligations to our 
efficient secretary, the one and only C. N. Barnes, and the 
members of the executive committee for valuable assistance 
rendered during the past year, and for which they have my 
sincere thanks: I exceedingly regret my inability to be pres- 
ent with you at the annual meeting, and should our lines in 
the future fall in different places, permit me to assure you 
that I shall always be intensely interested in the welfare and 
progress of the North Dakota Retail Hardware Association. 

The annual report of Secretary C. N. Barnes was pre- 
sented as follows: 


SECRETARY’S ANNUAL REPORT. 





SIMILAR TO OTHER REPORTS. 

In presenting to you this report, which is the seventh one 
that I have been privileged to submit, I find that its make-up 
will be of quite a similar nature to all preceding ones. 

Understanding that the report of a secretary is to outline 
work, etc., performed by him in his office, I will, as briefly as 
possible, explain to you what we have been doing during the 
past twelve months. 

As this association has never made a practice of having 
any of its officers or a representative do any traveling through 
the state in its interests, the results looked for from such 
work necessarily must be done by correspondence, and con- 
sequently my letter writing practically covers the very large 
portion of the work performed in this office. 

MEMBERSHIP. 

At the close of our last meeting a start was immediately 
made to secure as large a membership as possible, and it is a 
pleasure to inform you that we have to-day in good standing 
the largest membership that we ever had since our organiza- 
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tion was perfected. Our records show one hundred fifty-one 
good, live members and the promise from quite a number that 
they will join at this meeting; so, by comparing our present 
membership with the available dealers in the state to draw our 
membership from, I believe we have much to congratulate 
ourselves on in this showing. 

COLLECTION OF DUES. 

The collection of dues is also quite a factor in the work 
of this office and necessitates frequent appeals on the subject, 
and with some ‘it may have caused a little hard feeling to- 
ward me; but it has been with the best motive and for the 
good of the association that I have done this hammering. 
To succeed in any business project where the collection of 
funds is required it is necessary that their collection should 
be carefully looked after, and having the success of our asso- 
ciation foremost in my mind is why this feature of our work 
has been followed up so closely. 

INTERCHANGE OF IDEAS. 

In the conduct of my work this year I have received a 
great deal of benefit from exchanging with other state hard- 
ware secretaries printed matter that has been sent out from 
their different offices. This interchange was agreed to at a 
meeting of these secretaries in Chicago during the national 
meeting last March, and I trust it may be continued in the 
future 

REFERENCE BOOK AND PROGRAM 

As in former years, we have issued for this meeting a 
program and included matter in it that entitles it to be termed 
a reference book. The preparation of this book has neces- 
sitated quite a good deal of correspondence, as practically all 
matter contained in it has been secured through that channel. 
It has been the desire of your officers this year to issue a 
program that would be of value to the retail hardware trade. 
This issue, as you will notice, contains a selection of many of 
the latest standard lists of articles carried in your hardware 
stock, and also other matter that it has seemed would be of 
value to you in your business, 

To make it possible to issue such a book, we are indebt- 
ed to those who have taken advertising space in it, and I be- 
lieve we should pass resolutions setting forth our appreciation 
of their help. 

EXECUTIVE COMMITTEE MEETING. 

During the past twelve months it has been found neces- 
sary to call but one mecting of your executive committee, 
which would indicate thet we had not run against any serious 
difficulties in the conduct of our work. 

INSURANCE. 

A feature of our work that all our members do not avail 
themselves of, and which would be a direct benefit to them 
if they did, is the Mutual Association insurance. Many of our 
members do carry such insurance, as we have at this date on 
the books of the Minnesota Association $103,650 of insurance 
in force. This is carried by sixty-three of our members. 
From this you see that not half of our members are taking 
advantage of the opportunity offered them of decreasing to 
quite an extent the cost of carrying their insurance. This 
company has never refunded less than 25 per cent to its policy 
holders, and in addition to that has accumulated a very nice 
surplus, to be used only in case of excessive losses. 


SAVING TO MEMBERS. 


At a conservative estimate the amount of insurance our 
members are carrying in the Minnesota company at this time 
means a saving to them of at least $900 per annum above the 
old line rates. So you can readily see the great loss that 
the eighty-eight members that have not provided themselves 
with a single dollar of mutual hardware insurance are sus 
taining this year. 

In addition to the Minnesota company we also have a 
National Insurance Co.; the latter was organized about six 
months ago under the Pennsylvania state laws. Its officers are 
men of experience in mutual insurance, and I am sure we are 
safe in predicting a successful career for this newly organ- 
ized company. To those of you who are carrying the maxi- 
mum amount that the Minnesota company will accept, or if 
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you wish to distribute your mutual insurance, I feel sure you 
would find it to your advantage to carry some in the Na- 
tional. 

NATIONAL ASSOCIATION. 


[he past ten months, I am inclined to think, has been 
the most eventful period for the National Association since 
its organization. Its efficient officers have demonstrated in 
many ways that they were capable and in readiness at all times 
to combat against propositions that are continually springing 
up and harassing the retail dealers. We cannot commend 
their efficient work too strongly, and I would be pleased to 
have this association adopt resolutions showing its apprecia- 
tion for the good work they are doing. 

REMOVAL FROM STATE OF PRESIDENT JO} 

It is with regret that I make mention of the removal 
of President Joy from our state. He has made a most effi- 
cient officer of this association and was ever ready to give 
his time for its interests, and by his honorable dealings has 
won the confidence, love and respect of all who were so 
fortunate as to know him. 

OUR ASSISTING FRIENDS 

We have been especially favored at this meeting by hav 
ing with us several from a distance who came for no other 
purpose than to aid us in making this meeting pleasant and 
profitable. Their papers and addresses cannot help but be 
beneficial to us, and it is due them that we show our appre 
ciation by appropriate resolutions. The traveling men and 
representatives from firms soliciting trade in this state, who 
have also met with us and by their presence and addresses 
added much to the benefits and pleasure of this meeting, we 
also express our appreciation for 

To our members who have prepared papers and assisted 
thereby in making aur meeting such a success we should 


extend our gratitude in some fitting manner. 
” 


OUR OFFICERS. 

Personally, I wish to express my appreciation of the 
officers and members of the association, who have always 
been ready and willing to assist me in the discharge of my 
duties, thus making my work far pleasanter while endeavor 
ing to serve you. 

The annual report of Treasurer W., H. Pinkerton showed 
the association to be in good financial condition, and the report 
of the auditing committee was to the effect that the books 
were found in perfect condition. 

E. T. Davies, Churches Ferry, then read the following 


paper 
“KEEPING STORE IN A COUNTRY TOWN AND 
A FEW SUGGESTIONS ON ADVERTISING.” 


SHOULD NOT IMITATE. 

[ do not think any one can go by any set rule, but by 
keeping an eye on every one else can draw some good ideas. 

First, to advertise in a paper at home we must watch 
what is in season and not try to imitate some other person’s 
ad because it takes the eye. 1 have often seen two ads in a 
paper very similar, one from a hardware store and another 
from a harness shop, and have seen them side by side for 
three months—until the bills are presented and then they are 
changed and left for three more months. This is throwing 
money and business away. I am going to try to give you 
a few ways of drawing trade without advertising, ways that 


7 


will give the catalogue houses a chase. 
SHOULD CALL ON YOUR TRADE 


First, try and find out what your trade intends to do in 
the way of improvements during the season, and the best 
way to do that is to call on them. This can be done with very 
little expense You can call on many of them during the 
winter. If you make the suggestion in their presence they 
will tell vou if you name a day they will send their team after 
you and bring you home again. I have been out four or five 
times this winter on such trips and have gathered some val- 
uahle information and known just what hardware to place 


most conspicuously. When on these trips don’t sit down 
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and play whist, tell stories, eat a good meal and go home un- 
comfortable, but take a chase around the barns and stables, 
the house, the cellars, ete., and see what they are doing; 
look for the rope and hayfork, see what kind of pulleys they 
See if there is a good gutter on the 


house; see if there is a cistern, or if the farmer has a pump; 


use and get informed. 


find out if it is a good well or whether he is going to dig a 
new one, and whether he is going to use buckets until he 
gets able to buy a pump. He may not know that you carry 
them in stock, and you can place them in the store so that 
he can see them handily, otherwise he will find them in a 
catalogue and you will lose the sale. This plan was suggested 


to me by traveling salesmen, who, if they are good ones 


and onto their jobs, always look over your little store and 
when he opens his catalogue always shows you something not 
in sight, but a seasonable article at that. To be sure, if one 
take up the 
that it is 


sure 


visited all of his customers it would greatest 


wonderful how 


take the 


part of his time, but I must say 


many you can visit if you try—and be and 


woman with you if you have one. 
USE A PIANO. 


How to get people to come to your place of-business. | 
have used several different means. I rented a cheap piano 
and placed it in the room at the rear of the store and the 
This 


Then 


music teacher gave lessons there three days a -week. 
brings the ladies and children in and also the men. 
I use my shop for an attraction, and there is hardly. a spare 
moment that I have not go* something new to show. Last 
summer as an illustration I made a dragon from galvanized 
iron. This so amused the old vikings that. for two or, three 
days there were any amount of visitors to see it, and all of 
them tried to find as much fault with it as possible, nearly 
every one finding some piece of hardware they needed at home 
at the same time, and I found it a paying investment. You 
who have no shops can find some way of getting something 
new to show your friends and customers, and I am sure you 
will find no end of success in doing so 


A TABLE FOR SUMMER USE. 


Another very unique. way of advertising is to build a 
and take one of every article in the 
not be spoiled and fasten them to the table by 


table tor 
store that will 
wiring or with screws and set the table outside the door when 


Summer wuse 


convenient. This will show very nearly your entire stock. 
Of course, if you have a large show window this is not nec- 
stores are very 
take a 9go-horse 


There is an old 


essary, but most show windows in country 


limited, and when winter comes it would 


spower engine to ke p the frost off of them. 
way. of making an advertisement that you can see in every 
1 washing machine, 
This helps 


town in the country, and that is to set 
a few pails and a few forks and shovels outside. 
some in these lines, but they are not money-makers 


little 


it’s the 
articles that ‘make the profits. 

am not here to make you tired or to use up your time 
in idle talk, so I to think few 
suggestions and hope you may find something that will inter- 


will leave you over these 
est you and do you some good in the way of making your 
business more of a success in the future than you have had 
any idea of. 

U. S. Conn, Fargo, read the following paper: 


“TRIALS AND TRIBULATIONS OF THE HARD- 
WARE MAN.” 


THE BLIND MEN AND THE ELEPHANT 


In a general way I presume the trials and tribulations of 


the hardware man and other merchants are the same, yet 
there are many difficulties which we meet that are of a dis- 
tinctly hardware nature. If each one present were permit- 
ted to pour out his tale of woe our stories would be about 
as consistent as the description of the seven blind men who 
went to see the elephant. One of these men came in contact 
with the elephant’s side and thought it like a wall, another 
encountered a leg and thought it like a post, while another got 


hold of the tail and thought it like a rope. 
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ADVERTISING IS A HARD NUT TO CRACK. 

I shall briefly mention a few of what seem to me to be 
the hardest nuts we have to crack. At the head of the list, 
although not more important than some others, is advertising. 
To have a good stock, carefully selected, well arranged and 
but to be profitable the 


How to 


properly displayed, is important, 
public must be informed that such a stock exists. 
do this is a question. Shall we advertise in the newspapers or 
by means of circulars, letters, calendars, in programs, and 
so on through the almost unlimited number of channels so 
Advertising should be regarded 


known to all of us? 


solely as a business matter, and from this standpoint the kind 


well 


of advertising which brings the greatest returns on the in- 
vestment should be regarded as best, and that kind of adver- 
tising which does not bring a return profit equal to the outlay 
this 
of newspaper advertising. 


certainly as a business matter should be dropped. In 


last-named ciass is a great deal 


he reason that it is of so little value does not lie with the 
newspapers, but with the man who writes it. To be of value 
the ad must be read by the public, and to be read there must 
be something in it to attract attention. This is not the case 
with a very large percentage of the hardware ads in the news- 
The day is past when the “Brown & Jones for 


It is not read by 


papers to-day. 
ad means anything. 
the newspaper readers and is of no more value than a bill- 


Hardware and Stoves” 


board along the highway. 
QUALITIES OF A DESIRABLE ADVERTISEMENT 

The ad should go into the description and vaiue of the 
article enough to arouse the desire of the reader to visit your 
place of business. When people visit your store then is your 
opportunity to do the most effective advertising, by fair deal- 
ing and courteous treatment. Writing ads instead of being 
no attention at all should receive 
thoughtful attention. Were 


soon have 


treated with indifference or 
the mest exacting, painstaking, 
this done by every hardware man we would less 
occasion to hear the remark that advertising in the newspapers 
does not pay. We can well afford to profit from the form and 
manner of advertising by some of the great department stores 
We are frequently 


to take 


and follow the tone and vigor of their ads. 
importuned by some program committee or’ society 
advertising space, which we are morally certain is a waste of 
money. Uniess the merchant desires to make a donation in 
this direction he is not doing justice either to himself or to 
As a rule traveling 


and 


his business to take space of this kind. 


advertisers can be put into a fake list treated accord- 
ingly. 


THEIR METHODS ARE BASED ON THE SAME IDEA. 


We hear a great deal said to-day about catalogue houses 


and department stores. The method of each is based upon 


the same idea. Both inform the public in regard to their bar- 
gains. One does it by means of a catalogue and the other by 
the means of the articles classified and ticketed. The hard- 
ware man does neither, but does business to-day as he did it 
twenty-five years ago He contents himself by having his 
goods pited up in dignified rows behind his counter and waits 
for the customer t in and ask for it. 


sut the department stores are educating the public to be 


come 
a nation of shoppers. The shoppers desire to pass about in 
the store, examine the articles offered for sale and ascertain 
the price without causing themselves or any one else any 
particular inconvenience. The only way this seemingiy can 
be done is through the bargain counter. If the hardware man 
does not have a bargain counter the shopper will go where it 
is. We as hardware men may hoot at the department stores, 
at their prices and the kind of goods they sell, yet this does 
fact that they have gradually taken a large 
which legitimately belongs to the hardware 


not alter the 
amount 
trade, and which could be held in a great measure by the 


of trade 


hardware stores if some imaginary dignity were laid aside. 
If the hardware merchant does not have goods as cheap and 
as poor as the department store, he should get them and put 
them on the 5 and 10 cent counter and murder the prices 
It is better to do this than not to sell them at all, and at the 
same time, by way of contrast, the merchant will have a better 
opportunity to sell something good. 
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IS LAYING THE FOUNDATION FOR THE FIVE-CENT STORE. 

The hardware merchants altitude toward the bargain 
counter has had much to do with the development of the tin- 
pan department of the department stores, and is now laying 
the foundation for the five and ten cent stores springing up all 
over the country. The jobbing houses have it in their power 
to do a great deal to assist along this line by making prices 
to enable the retail merchant to meet department store prices. 
If the jobbers do not have.the inferior class of goods carried 
on the bargain counters, they should get them to supply the 
retail trade. The department stores have no difficulty in 
getting all of this plunder they want from such houses as 
Butler Bros. and others of their kind. There is but one 
thing to do, whether we like it or not, and that is to meet the 
price, and jobbers must meet the price of Butler Bros. on some 
of these articles. 

RETAIL DEALERS NEED ASSISTANCE 

To illustrate, Butler Bros. sell a nine-inch pie plate made 
of coke tin for $2.40 per gross, while the average jobber’s 
price for nine-inch pie plates made from charcoal tin is $3.50 
per gross. The same difference exists in pot covers, tin cups 
and cheap dairy pans and a number of other articles. What 
re you going to do about it, Mr. Jobber? Going to meet it? 
If you do not the retail dealer must sell at a loss, be under- 
sold or buy from Butler Bros. and others of their tribe. Re- 
tail dealers need just a little assistance along this line on some 
of the articles sold by catalogue houses. These houses quote 
some common things, the prices of which the public generally 
know, at about our wholesale price. What are we going to 
do about this? There is but one thing, and that is to meet 
the price. 

BULLDOZING IS UNPROFITABLE. 

The less we do of arguing or bulldozing or laughing the 
customer out of his position on the catalogue prices the better 
it is for us. In nine cases out of ten one can tell whether 
the customer is a catalogue advocate. If he is found to be, to 
meet the catalogue price, with freight and expense added, with 
as little ado as possible will do much toward establishing a 
customer’s confidence in your prices and will go far toward 
making him a home customer instead of a catalogue customer. 
While we may have trials and tribulations in regard to dis- 
posing of goods and meeting competition, beth at home and 
abroad, most hardware men have the same things in the 
matter of credit. As a rule every merchant, in his desire to 
sell, will take chances at time which he should not take. 
He will allow a customer whose credit might be good for a 
few dollars to have credit for ten times the amount without 
any definite understanding as to when to expect payment. 


HIS OWN JUDGE AND JURY. 


As a rule the matter of credit is a thing which must be 
settled by every man for himself. The merchant must be his 
own judge and jury in every case. If every customer should 
be required to give reference before receiving credit, and if 
all such things as stoves, bicycles, refrigerators and articles 
of corresponding value for which time is asked should be 
sold on a lease, we would have far less grief in the matter of 
collections. If merchants should do more investigating before 
extending credit, have a limit as to time of credit, not beso 
afraid to say no and follow the example of all jobbing houses 
by giving a discount as a premium for cash, losses would 
figure far less at the end of each year’s business. But so long 
as cash and credit are all one and the same, as is now uni- 
versally the -case in retail business, we must expect to add 
a per cent to our profit to cover losses. 


THE SPECIALTY MAN. 


There is just one individual to whom I desire to give my 
respects before closing, and that is the specialty man. While 
the man individually is usually all right, he is the man of 
one idea, he sells and thinks of one thing because he sells 
a great deal of this one thing; he imagines every merchant 
should do the same. He quotes special prices on so many 
gross of thermometers or so many dozens of clothes wringers, 
or so many gross of some new-fangled wrench cr lantern 
The enthusiasm of the man and the special five per cent often 
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leads the merchant to purchase ten times what lis uceds are 
Tae pay day comes and often muncy which hunestly belongs 
to some wholesale house is taken to pay for a two years’ 
Often befcre the stock of the 
special article is sold something superior 


stock of this one article. 


displaces it and 
leaves the remainder as dead property. If a thing is good a 
few of the articles will show it, and then more of it can be 
purchased. If it is of no merit it can be more 


economically 
tested by a small purchase than by a large one. 


| As a rule | 
find it a good thing to be busy when the specialty man calls 

There are many things which | might say in regard to 
labor, incompetent, drunken tinners, sleepy, indifferent, dis- 
loyal clerks and so on, but I could n 


' tt suggest anything better 
for these than to 


give no quarter to such. I suggest these as 
a few of our trials and tribulations; there are many others 
which I might mention. There are possibly others of mor: 


. Sdenr hicl 
confidence which you might suggest, but these are the most 
prominent viewed from my side of the elephant 


I 


ciation 


argo was cl n as the next meeting place of th« 


asso 


Othcers were elected for the ensuing vear as follows 

President—H,. F. Emery, Fargo. 
First Vice-President—G. W. Wolbert, Bismarck 
Second Vice-President—A. C. McNiven, Langdo 
Third Vice-President—J. B. Boyd, Rugby. 
Member Executive Board—W. H. Pinkert 
Secretarv—C. N. Barnes, Grand Forks. 
Treasurer—H. T. Helgeson, Milton. 
Delegates to National Association—H. F. Emery, Fargo; 

H. F. Strehlow, Casselton; C. N. Barnes, Grand Forks 


Lakota 


rhe resolutions reported by the committee were adopted 
without change as follows: 


THANKS TO CITIZENS OF GRAND FORKS 


As members of the Retail Hardware Dealers’ Association 
in convention assembled and about to close this, the seventh, 
and in many respects the best, session that we have enjoyed 
together, we wish to express our appreciation to those who 
have contributed to our entertainment or profit in any way. 

We wish first to assure the people of Grand Forks that 
they have abundantly succeeded in providing entertainment 
for the social sessions of the convention. 

THANKS TO PRESS. 


We thank the press for the full and accurate reports of 
the sessions of the convention. 


THANKS TO MANUFACTURERS AND JOBBERS 

We especially appreciate the efforts made by the manu- 
facturers and jobbers to be present at our meeting and for the 
free and open discussion of the topics vital to the interests 
of manufacturers, wholesalers and retailers, and we cordially 
invite them to be present at each of our annual gatherings 


THANKS TO TRAVELING MEN. 


We would not forget the traveling men who have assist- 
ed as an “introduction committee” and have in many other 
ways contributed to the comfort and pleasure of the hardware 
traternity. 

GREETING TO EX-PRESIDENT JOY. 

We would not forget to send our greetings to our former 
president, Mr. H. N. Joy, expressing regrets that considera- 
tions of health or business have caused him to remove from 
our state. We wish him success in the community in which 
he decides to locate and assure him of our continued interest 
in him and his family. 


SYMPATHY FOR T. G. WALTHER. 


3efore-we close our labors here we wish to extend our 


heartfelt sympathy to one who was prevented from meeting 
with us by the loss of his life companion. To many of us 
Mr. T. G. Walther of the Hackett, Walther, Gates Hardwar. 
Co. is classed as a personal friend, as well as one 


Tt} 


with whom 
we have business relations. We wish him to feel that he 
the sincere sympathy of the members of this convention 


has 


THANKS FOR THOSE WHO PREPARED PAPERS 


We extend our thanks to any and all who hay d 


prepar 
papers which have been presented before the association 
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AGAINST THE PARCELS POST 


In view of the efforts that are being made to get through 
our Congress a measure known as the “parcels post” bill, 
the result of which would materially add to the burdens of the 
postal department, therefore be it 

Resolved, That the North Dakota Retail Hardware Deal- 
ers’ Association is unalterably opposed to the bill before Con- 
gress known as the parcels post bill, being senate file No. ——. 

We regard it detrimental of the general interests of the 
people of the country. Such legislation is a direct blow at the 
thousands of smaller towns and business communities which 
have been and are an important feature in the development 
of the United States. We urge members of the Congress 
to work against and vote against this measure. 

The rest of the afternoon session was devoted to the 
question box. The members patronized the box quite gen- 
erally and the entire membership took part in the discussion 
as each matter was brought up. 

The following dealers were present at this meeting: 

S. D. Bostwick, Bathgate. 

A. A. Stenehjem, Mayville. 

F. A. Argne, Hamilton. 

A. C. McNiven, Langdon. 

Oscar Greenland, Buford. 

Joseph Larmour. 

George Larmour, Larimore. 

W. W. Jamieson, Wahpeton. 

C. J. Mastrud, Hatton 

C. M. Adils, Bathgate. 

Hillis Kyle, Rolla. 

R. F. Burger, Inkster. 

K. G. Adams, Cavalier. 

I. L. Neugard, Grafton. 

H. M. Myhra, Davenport. 

L. J. Theroux, Omemee. 

D. J. Nero, Bottineau. 

H. T. Connolly, Wahpeton 

J. F. Whyte, Wahpeton. 

H. F. Emery, Fargo. 

Nick Halvorson, Northwood 

R. L. Scott, Jamestown. 

G. U. Moeckrud, Galesburg. 

O. A. Gallup, Edgeley. 

J. S. Cole, Lisbon 

G. W. Wolbert, Bismarck. 

H. J. Hellekson, Fairmount 

H. F. Strehlow, Casselton. 

S. F. Waldo, Crystal. 9 

E. T. Davies, Churches Ferry. 

P. A. Kloster, Hatton. 

Paul N. Allen, Jamestown. 

Fred J. Kjorlein, Westhope. 

S. W. Bond, Ray. 

Albert Sorg, Inkster. 

A. H. Schutt, Wahpeton. 

W. R. McIntosh, Bottineau; 

Thomas Waldie, Dickey. 

J. H. McCollom, Hope. 

W. H. Pinkerton, Lakota. 

O. I, Butler, Clifford. 

L. Thompson, Northland. 

H. T. Helgeson, Milton. 

Peter E. Nelson, Cooperstown 

U. S. Conn, Fargo. 

O. T. Ellestad, Grand Forks. 

Albert Arnegard, Hillsboro. 

O. P. Oleson, Sheyenne. 

W. E. Adams, Hannah. 

Arne Luckman, Aneta 

K. G. Adams, Cavalier. 

Peter Ottinger, Oriska. 

Elmer E. Elliott, Sanborn. 

John R. Vistre, Drayton. 

E. D. Booker, Pembina. 

George Hill, Ardoch. 

F. M. Middleton, Manvel. 
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FRINGI 


F. H. Young, Hackett-Walther-Gates Hardware Co., St. 


F. M. Wolf, Plumbers’ Supply Co., Minneapolis. 
F. Miller, Hackett-Walther-Gates Hardware Co., St. 


F. W. Fisher, T. L. Blood & Co., St. Paul. 


C. D. Britton, Malleable Steel Range Co., South Bend, 


G. Widman, Hall-Robertson Co., Fargo. 

. A. Campbell, Minnesota Stove Co., Shakopee, Minn. 

. Y. Soule, Kelly-How-Thompson Co., Duluth, 

. E. Hall, Hall-Robertson, Fargo. 

. McKill, Janney, Semple, Hill & Co., Minneapolis. 

. D. Final, Marshall-Wells Hardware Co., Duluth. 

. A. Wekster, Marshall-Wells Hardware Co., Duluth. 
ohn J. Dalton, Stowell Manufacturing Co., Milwaukee. 


SWmmA>PmhS 


J. S. O’Gorman, National Lead Co., Minneapolis. 

H. S. Brooks, Peninsular Stove Co., Chicago. 

A. D. Baughman, Janney, Semple, Hill & Co., Minne- 
apolis. 

E. J. McCormick, Konantz Saddlery Co., St. Paul. 

T. J. Duffy, Jr., Germer Stove Co., Chicago. 

K. A. Klinsman, L. J. Mueller Furnace Co., Milwaukee. 


W. Eisenhart, Hibbard, Spencer, Bartlett & Co., Chi- 


4 


cago. 
E. M. Dyer, Western Oil Co., Minneapolis. 
L. A. Norton, Roberts Heating & Ventilating Co., Min- 
neapolis. 
Charles S. Pierce, Marshall-Wells Hardware Co., Duluth. 
Horace Hill, Janney, Semple, Hill & Co., Minneapolis. 
S. E. Pierce, Marshall-Wells Hardware Co., Duluth. 
George W. Welles, Kelly-How-Thompson Co., Duluth. 
R. A. Kirk, Farwell, Ozmun, Kirk & Co., St. Paul. 
[. F. Barbour, E. C. Atkins & Co., Indianapolis. 
\. N. Nixon, E. C. Atkins & Co., Indianapolis. 


CONVENTIONALITIES. 





E. C. Atkins & Co., Inc., Indianapolis, Ind., saw 
manufacturers, were represented by T. F. Barbour, 
who made a very superior exhibit of the full line of 
popular saws made by this firm. 

Farwell, Ozmun, Kirk & Co., St. Paul, Minn., ex- 
hibited an extensive line of their Favorite stoves and 
ranges. 

George T. Adams, representing the Estate of P. D. 
Beckwith, Dowagiac, Mich., kept open house in the 
“Round Oak” way, showing a magnificent line of 








stoves, ranges and furnaces. He was giving away a 
handsome stein in rich black and gold colors blended, 
showing a picture of Doe-Wah Jack. 

The visiting delegates were entertained by a smoke 
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social on Wednesday night. The first number on the 
program was a series of sketches, songs and dances by 
Miss Dolly Feldkerchner and Master Feldkerchner. 
Prof. Blondin was their accompanist at the piano. Dr. 
S. P. Johnson gave several numbers in his best vein, 
his brilliant bits of wit and humor being interspersed 
with brief character sketches. The Feldkerchners gave 
another series of songs, dances and sketches in their 
charmingly original manner and were again and again 
recalled. Then followed an intermission in which 
every one enjoyed themselves to the limit socially, and 
smoked the Havanas distributed freely by the commit- 
tee. The remainder of the evening was delightfully 
filled in by readings by Dr. Johnson and musical num- 
bers by Prof. Blondin and the guests dispersed at I1 
o'clock after an evening that will be pleasantly remem- 
bered for a long time to come. 

Cribben & Sexton Co., Chicago, had an exhibit of 
their Universal stoves and ranges. 


RE ee 
WARREN’S «CHICAGO PATTERN” HARDWARE 
SHELVING. 





The J. D. Warren Mfg. Co., Chicago, have brought 
out a new style of shelving styled Warren’s Chicago 
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nishes and made with that thorough care that is char- 
acteristic of all Warren shelving. 
All the drawers are made with raised bottoms and 


of wood throughout. 
°*e- 


NEW IMPLEMENT ASSOCIATION. 


The retail implement and vehicle dealers of Michigan 
organized a state association at Lansing Feb. 3rd, 100 
leading dealers being present. Senator C. L. Glasgow 
of Nashville was elected president and a board of di 
rectors was named. The resolutions adopted call upon 
the International Harvester Company to discontinue its 
irregular agencies. Efforts will be put forth to dis- 
courage the purchase of articles from mail order and 
catalogue houses, it being claimed that inferior goods 
are often sold at fancy prices to farmers. 

por a as 
WHAT PUERILE ROT. 

“The Pacific Retail Hardware Association, at its 
meeting in Sacramento the other day, declared against 
the proposed parcels post law because it would give the 
public a chance to send to outside places for goods,” 
says the San Francisco Chronicle of Jan. 31st. “The 






Warren’s New “Chicago Pattern’ Hardware Shelving. 


pattern, shown in the accompanying cut. This shelv- 
ing comprises their latest designs, combining base and 
cabinet, made in units so as to allow of perfect ar- 
rangement and adjustment according to wall space or 
the demands of stock. The sections correspond in 
size, being 8514 inches high, 51 inches wide and 153% 
inches deep in the upper portion and 20 inches at the 
base, this permitting the shelving to be arranged or 
added to at any time with the assurance that the ad- 
ditional cabinets will fit perfectly. The outfit is com- 
plete in every respect and contains all the different 
styles made in their Chicago pattern series, the work- 
manship being equal to any shelving produced by this 
firm. 

This series has been made to meet a popular de- 
mand for a practical, everyday, up-to-date style of 
shelving for hardware stores. Each section has the 
choicest white oak exterior, with soft wood, usually 
poplar, with interior covered with high-grade var- 





association appointed a committee of seven to “‘fight’’ 
the movement in favor of the law. In the interest of 
postal reform, it is to be hoped that other similar bodies 
will adopt similar resolutions. The quicker the public 
finds out who is fighting cheaper postage, and why, the 
quicker we shall get what we want. The action of 
these retail merchants is the greatest lift the parcels 
post has had in this state. Of course, the opposition 
of these men is silly, for they will have the same 
chance as their customers and make far more use of 
it, but their opposition helps all the same.” 

[If the best argument the Chronicle can advance in 
behalf of the parcels post is to call retailers who are 
opposed to it “silly,” then silence on its part would be 
in greatly better taste —Ed.] 

oo 

The rumor that the Struthers (Ohio) mill of the 
American Sheet & Tin Plate Co. was about to be 
removed to Sharon, Pa., is reported to be a canard. 
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Eighth Annual Meeting of the Wisconsin Retail 
Hardware Dealers Association 





WEDNESDAY AFTERNOON SESSION. ADDRESS OF WELCOME 
The eighth annual meeting of the Wisconsin Retail Hard- a 
ware Dealers’ Association was the most successful in its his- 


A SINCERE GREETING EXTENDED. 


the pleasure of appearing before you to-day and on behalf of 


Through the courtesy of your esteemed secretary, I have 
of 
the Citizens’ Business League in particular, and the business 





tory. The spacious convention hall of the Republican House 
was filled with over two hundred interested dealers when 





A. Kletzsch, Pres. Citizens’ League. 


men of Milwaukee in general, I extend to you sincere greet- 
ing and a hearty welcome in our midst. 


THE COMMERCIAL BAROMETER. 


It expresses the magnitude of our appreciation but slightly 
when we state that we are delighted to extend to you the hos- 
pitality of our city, and that we feel highly honored to have 
you with us annually. We feel proud of you and the grand 
industry which you represent—the industry which means so 
much to the welfare of the entire country. Everything com- 
mercially seems to depend upon iron, and it is now conceded 
as being the commercial barometer of the condition of trade 
in general. 

CREAM CITY ATMOSPHERE IS NOT PERMEATED WITH FUMES OF 
BEER. 

Gentlemen, permit me to transgress but a moment. A 
few short years ago it was generally understood that we were 
a city of beer, and that our very atmosphere was permeated 
with the fumes thereof. Never was there a more erroneous 
statement made. While we feel proud to be the largest beer- 
producing center in the world, yet for years has your own 
industry had the lead—and even now the beer industry is 
relegated to fourth place, as compared with other lines of 
Pres. H. L. McNamara, Janesville. manufactured products. The value of the metal goods manu- 





factured in this city is four times as great as the concoction 

President Leon Findiesen of Green Bay called the convention which has made Milwaukee famous. No, it is not only th 
to order at 2:35 p. m. 
On motion the roll call was dispensed with and Alvin the lathe, the crunching_of the planer, the swish of the fiery 
‘letzsch, president of the Citizens’ League, delivered the fol- blast of the furnace, whith greets your eyes and ears, and all 


lowing together they belch forth a warm and cordial welcome to 


clank of the glass, but the sound of the hammer, the hum of 
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you, who, with our business men, are responsible for our 
city’s greatness and progress. 
PROGRESS. OF MILWAUKEE. 

Let us for a moment look at our progress and see what 
deductions can be made from it. In 1903 our combined manu- 
factured products reached the enormous total of $252,311,000, 
as compared with $230,316,000 for 1902, or a gain of 9.1 
per cent. During 1903 there has been manufactured in your 
line of goods $86,928,000 worth of products, being an in- 
crease of 8.7 per cent over that of the year 1902. These fig- 
ures show us that the Milwaukee gain for 1903 is 3.5 per 
cent greater than that of Chicago’s for a corresponding period 
Chicago—the city known all over the world as the city of 
hustle and bustle, of push and energy—has actually been 
beaten in percentage of increase by her little sister to the 
north of her. This, however, is not all. Let us look a bit 





Sec.-Treas. C. A. Peck, Berlin. 


further. Taking into consideration the government reports 
of the tonnage of the principal harbors of the great lakes 
for the year 1903, we notice that Milwaukee leads hv z rivals, 
beating its nearest competitor in freight tonnage by over 
600,000 tons, or nearly 12 per cent. 

PROGRESS FURTHERED BY CONVENTION: 

Gentlemen, we glory 1n this progress. It is brought about 
and furthered by just such gatherings as this. It means 
progress for you and progress for us. It means that we are 
desirous of advancing commercially, financially and socially. 
Progress in business is not automatic. The business in every 
avenue of .commerce grows better when business men wish 
that it should and take the proper steps to make it better. 
Progress in business in this particular instance depends upon 
inodification, upon change, upon observation and upon com- 
preheiisiveness. 

AN OPPORTUNITY TO LEARN THEORY OF BUSINESS. 

Conventions of this kind afford you an excellent opportu- 
nity to learn the theory of the business and the essence of 
years of experience is placed at your common disposal for 
your disposition and enlightenment. 


THE PRACTICAL SIDE, 


The value of the papers read before you is brought out 
by a full discussion of their meritorious points. Still you 
must not forget the practical side of the business, and for 
that reason visits to our leading mercantile and manufac- 
turing houses are all important. Practical demonstration is 
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worth hours of toil and study, and I am sure that I voice 
the sentiments of our business men when I state that they 
would deem it an honor to be able to welcome you at their 
plants and to show you all of the courtesies within the limits 
of business regulations. Visits of this kind further the mutual 
confidence so essential to every business man. The watchword 
of our citizens is ever “Forward’—true to the motto of the 
emblem of our state—and they glory in the thought that the 
welfare of our city is inseparable from that of the smallest 
hamlet of the state. Together they move, whether it be for- 
ward to success or backward to adversity. 
4 BID FOR CONVENTION IN 1905. 


Gentlemen, we t: 


ke this opportunity to congratulate you 
and your officers upon your proud showing and success in 
the past, and we sincerely hope that your association will con- 
tinue its splendid record and grow in strength and power 


] 


ind that the benefits that you will receive from tl 


lus meeting 
will be many and manifold 

In departing, after accomplishing your purposes, may it 
be only with the pleasantest feelings for Milwaukee and a 
longing and desire to again assemble at the bright spot on 
the eastern border of your state, which will always shine 
as a beacon light to attract you to its marts and trades. 

Gentlemen, on behalf of the Citizens’ Business League, 
we thank you for this opportunity, and hope the sentiment 
in your association may be such as to favor us again with 
nother visit in 1905, and to that end we extend to you a 
cordial invitation 

President Findiesen, i». responding to this address, said 
‘In looking over the program I see that Mr. Kletzsch is 
president of the Citizens’ League, and I take this opportunity 
to thank him in the name of the great state of Wisconsin for 
his kind remarks and his cordial welcome 


President Findiesen then delivered the following 


ADDRESS OF PRESIDENT FINDIESEN. 


MEET FOT EIGHTH TIME 
It gives me great pleasure to greet you at tl issociation 


We are meeting here for the eighth time to carry out the prin- 





Ex-Pres. L. Findeisen, Green Buy. 


ciples for which this organization stands, and I am pleased to 
see so many familiar faces, as well as some new ones that 
never met with us before. I trust that each and every one 
of you may become so interested and derive such benefits from 
this meeting that he may feel that it was well he attended, 
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and will look with pleasure to attend these meetings in the 
future. 
ASSOCIATION IS FLOURISHING. 

Our association is in a most flourishing condition. We 
have at present a membership of 300 and a nice, round sum 
in our treasury. ‘That our finances are in such excellent con- 
dition, we are indebted to our worthy secretary, for it is 
largely through his able management in securing advertisers 
for our program that our treasury is enriched from year to 
year. 

The National Association, with which we are affiliated, is 
doing very excellent work through its efficient secretary, and 
any one that reads the National Bulletin can see that it is 
already felt a power for good. I think we took a step in the 
right direction when we joined. 

A YEAR OF UNUSUAL INDUSTRIAL PROSPERITY. 

The year just closed has shown unusual prosperity in 
all industrial lines, and I trust that you may have met with 
abundant success in your business, and that, after taking your 
inventory, you found the balance on the right side of your 
ledger. While the business barometer for the year just begun 
does not indicate anything unusual, no valid reasons can be 
given so far why it should not be good, or even better, than 
the one just closed. 

FORMATION OF AN INSURANCE COMPANY. 

At last year’s meeting you appointed a committee of three, 
consisting of your president, ex-president and secretary, to 
ascertain the steps necessary to form a mutual retail hard- 
ware insurance company. That committee met, and instructed 
your secretary to engage an attorney well versed in insurance 
matters to assist him. With his accustomed energy, your sec- 
retary proceeded at once to Madison, and succeeded in hav- 
ing the legislature, then in session, pass an act under which 





Ex-Pres. John Hessel, Antigo. 


we could organize. It will be necessary for you at this meet- 
ing to appoint a board of directors, such as can and will serve; 
but as we expect a paper on this subject in which everything 
will be discussed fully, I will refrain from making any further 
comment. 

INCREASING MEMBERSHIP. 

Another matter that deserves your careful attention, is 
how to increase your membership. There are about 1,000 re- 
tail hardware dealers in this state, and of these about 300 be- 
long to our state association. I hope you can devise some plan 
by which this desirable object can be attained. 


AND HARDWARE RECORD 
SUGGESTS RESURRECTION OF THE OLD PLAN. 

Some five years ago and succeeded in interesting the 
travelingmen in our cause, and I understand that through 
their efforts our membership was increased very materially. 
[hen why not adopt this plan for 1904? The boys on the 
road are our friends, and our secretary could furnish them 


with a list of our membership, together with a circular set- 
ting forth the benefits, not overlooking the insurance feature, 
that would be derived by joining our association. I have no 


doubt that if this plan were followed with energy, we should 
increase our membership fifty per cent in one year. But every 





Ex-Pres. A. H. Sheldon, Janesville. 


laborer is worthy of his hire, and I would suggest that a 
commission be paid for every member thus secured. 
FIGHTING THE PARCELS POST. 

Secretary Corey of the National Retail Hardware Associa- 
tion makes a strong appeal to every member of this associa- 
tion in the last number of the National Hardware Bulletin, 
requesting you to write your congressman and to enter-your 
protest against the passage of the measure now before con 
gress, known as the “Parcels Post Bill”; will you do it.? This 
is a catalogue house measure, pure and simple, and it is the 
duty of every member of this and kindred associations to do 
everything in his power to defeat this infamous bill. I ex 
press the hope, therefore, that you will not let.this appeal go 
unheeded, but will write your congressman to work and vote 
against the measure. 

There are undoubtedly a number of questions that ought 
to receive our attention at this meeting and that may have 
escaped my notice; in that case I hope that each and every 
one of you will be free to mention anything that may be of 
benefit to the members of this association. 


MEETINGS IMPROVE IN VALUE. 

It has been my pleasure to attend three meetings of this 
association previous to this one, and I am free to say without 
fear of contradiction that the last one was always more in- 
teresting and more beneficial than its predecessor, and I ven- 
ture the hope that this one will be no exception to the rule. 


A TOLERANT SPIRIT SHOULD PREVAIL. 


In conclusion I will say that one thing that I always found 
at every.meeting I attended and which pleased me as much 
as anything, and that is the kindly and tolerant spirit that 
prevailed in all of our discussions and transactions, and I ven- 
ture the hope that the same conditions will prevail at this 
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meeting. May the benefits derived from this, our eighth as- 
sociation meeting, be commensurate with the time and money 
expended, and may it assist us in solving the problems that 
may confront us in 1904, is my sincere wish. 

Andrew Noll of Chilton, ex-member of the association 
and the originator of the idea of having a retail hardware 
dealers’ association in the Badger state, then addressed the 
convention as follows: 

“IT am as enthusiastic in behalf of the retail hardware 
movement as I was eight years ago when the association was 


first organized. I believe that this association stands for the 


a 





R. Murdoch, Beloit, Member Ex. Committee. 


principle that hardware should be sold by hardware stores 
and not to general stores. I have been in the hardware busi- 
ness for 17 years. I did a credit business for 12 years and 
had $90,000 on my books. I learned how to say no to people 
to whom I did not care to give credit. When I closed up my 
business I went around collecting and at the end of two 
weeks I found that I had lost but $100 out of this $90,000. 
I made all that I made in the hardware line. I wish to 
thank this association for the previous honors that they have 
conferred upon me, and I wish you success in the future.” 

On motion of John Hessel of Antigo, seconded by C. A. 
Peck of Berlin, Mr. Noll was made an honorary member of 
the association. 

Secretary Peck then announced that the Jobbers’ and 
Manufacturers’ Association of Milwaukee extended an invi- 
tation to the visiting hardware men to see “Sporting Life” 
at the Academy of Music on Wednesday night and “When 
Reuben Comes to Town” at the Alhambra on Thursday eve- 
ning, the entire parquette of both theaters having been re- 
served for the hardware men. This invitation was accepted 
by the association. 

Letters of regret were read from the Montgomery Hard- 
ware Co., Wausau; Roach Bros., Fennimore, and J. Barlow 
of Ripon. 

Secretary Peck then read his annual report as follows: 


SECRETARY’S REPORT. 


CHANGES IN MEMBERSHIP. 

My work has not been materially different the past year 
than that of preceding years. At the last meeting 193 mem- 
bers renewed and 36 new firms joined the association. Since 
that time 7 more have come into the fold, but there are yet 
goo for us to work on. 
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March 9g, there were 88 of the 1902 members who had 


not paid the current year’s dues, and I mailed each one a 


dun and received replies from 32, leaving 56 still in arrears 
May 15, I called their attention to the matter but only two 
remitted and June 20, I notified this 54 that I had been in- 
structed to make sight draft for dues, or drop them from 
membership. Eighteen replied with a remittance; 36 still be- 
ng behind I made sight drafts as advised and 25 paid them 
11 refused of which number 3 remitted, leaving 8 to drop 
out ana our books were cleaned we had a paid mem 
bership of 299. 
FINANCIAL. 

It is a very little matter to remit this paltry $2.00 and 
possibly it is neglected because it is so small; but you will 
notice in the items of expenses, several dollars for exchange 
which might be saved if we could avoid this draft business. 
With dues at least 33 1-3 per cent lower than any other asso- 
ciation doing business with the National, I feel that we all 
have reason to be gratified with the fact that we have $1,435.69 
in our treasury, which added to an item of $51.44 advanced 
to the insurance company, and a balance that will be paid 
in from the program receipts when the advertising is paid for 
of $25.80 after paying secretary’s salary, makes a total of 
$1,512.93. 

NECROLOGICAL, 

September 13, C. F. Bullwinkle of Jefferson died. Janu- 

ary 3, 1904, Wm. Krueger of Neenah died. 


MEETINGS OF EXECUTIVE COMMITTEE. 


May 27, the executive committee met at Oshkosh to con- 
sider some complaints and to advance the interests of the in- 
surance feature. 

September 7, another meeting was called, but two days 
before that time your secretary was taken sick and sent tele- 





Ex-Pres. Jas. Montgomery, Warsaw. 


grams postponing the meeting for one week. Before the 
expiration of that time he was flat on his back and for fifteen 
weeks association matters did not worry him, nor he them 
If any of you feel that you were neglected during this time 
by me, please charge it up to my inability to do better. 
PROGRAM. 

November 23, three members of the executive committee 

met at Oshkosh and formulated a program, which, with the 


assistance of my son, I succeeded in getting out in time to 
mail before this meeting; but not much before. 
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PROSPECTS. 


The prospects of the association were never brighter 
than to-day, and with our affiliation with over 4,000 other 
retailers through the National Association, we are certainly 
exerting a powerful influence for good to every dealer in the 
state. 

INSURANCE. 


With our insurance company doing business I trust that 
at least 300 of the 700 still outside, may be brought in and 
our influence correspondingly increased. One at least, and 
probably more of our members suffered from fire during the 
year. E. C. Alsmeyer of Cottage Grove being burned out 
January 19, suffering a $7,000 loss, with $3,000 insurance 
stopped 3 railroad companies. 


RETAIL PRICES. 


July 23, I asked 7oo dealers, in response to a request of 
the National secretary, to give me the prices at which they 
were selling certain goods. These replies showed that the 
claim of certain manufacturers, that retailers of Wisconsin 
were selling their product as low as certain catalogue houses, 
was entirely without foundation and 1 was pleased to see 
that so many merely replied: “We don’t sell the goods, but 
let the catalogue houses have all of that trade.” 


PARCELS POST. 


In the programs mailed this week I enclosed a parcels 
post folder and wish every member might realize the im- 
portance of seeing to it that their member of Congress shall 
commit himself to his opposition to the bill, if it comes up 
for action, as it looks as though it would. Please attend to 
this matter as it is of vital interest to you. To the prompt 
and kind assistance of your officiary, I am greatly indebted 
for material help. 





Arthur Heins, Tigerton, Ex-Member Executive Committee. 
Then, following his report as secretary, Mr. Peck read 
the following: 
C. A. Peck made his report as follows: 
February, 1903, on hand............$1,348.14 


Balance program adv............... 50.70 
We. PemmONeer AGS... . 2. cc ccscc cece 11.00 
Dues less exchange. . 580.35 
RE Re ree ere 31.40 


$2,021.59 
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CREDIT. 
Path Mat. Asem. oo dcscecccvcyectes ss ee 
Paid Inter State Com. Committee 25.10 
Advance to Insurance Co............ 51-44 
Sundry expenses 209.16 
$ 585.90 


$1,435.69 
Secretary Peck then asked all dealers who had written 
to their congressmen asking them to vote against the parcels 
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Ex-Treas. Geo. Leverenz, New Holstein. 


post bill to raise their hands, and seven members did so. 
Mr. Peck added: “We should take more active interest in 
this matter; we can meet here and pass resolutions against 
the parcels post until the glass in the skylight above us is 
frosted in July, and it will do less good than direct appeals 
to our congressmen. That these appeals can do some good 
is shown by a letter written by Congressman W. E. Brown 
to J. Montgomery, of the Montgomery Hardware Co. of 
Wausau, as follows: ‘I have received your letter in regard 
to the parcels post and note that you are opposed to the same. 
I am convinced that there will be no legislation on this sub- 
ject during this session. However, I will watch this matter 
carefully.’ ”’ 

Secretary Peck then announced the following committees 
which had been appointed by the executive committee during 
their morning session: 

Reception Committee—Simon Fink, Milwaukee; F. C. 
Burr, Milwaukee; A. Heins, Tigerton; Wm. Noll, Chilton; 
James Wilkie, Fond du Lac. 

Transportation Committee—E. H. Ramm, New London. 

A. Schupinski, Milwaukee, was appointed sergeant-at- 
arms. 

Committee on Resolutions—A. H. Sheldon, Janesville; 
H. C. Scofield, Sturgeon Bay; R. C. Murdoch, Beloit. 

Auditing Committee—J. Kornelly, Milwaukee; H. L. 
McNamara, Janesville. 

Press Committee—R. C. Murdoch, Beloit; John Hessel, 
Antigo. 

Committee on the Question Box—C. E. Dewey, Ke- 
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nosha; J. Pierce, Monticello; E. Watson, Beloit; H. Krueger, 
Neenah. 

A canvass was made of the members present as fol- 
lows: 

W. J. Daehling, J. Pritzlaff Hardware Co., Milwaukee. 

Chas. Kuebler, Martin & Kuebler, Viroqua. 

L. J. Martin, Martin & Kuebler, Viroqua. 

Findeisen Bros., Green Bay. 

H. A. Kersten, Racine. 

John Dieck, Suring. 

Marx Bros., Cashton. 

Jacob Kornelly, Milwaukee 





J. Wilkie, Fond du Lac, Ex-Member Ex. Committee. 


Emil Teitgen, Manitowoc. 

J. J. Koepsell Hardware Co., Sheboygan. 

E. H. Daniels & Co., Milwaukee. 

D. G. James, Richland Center. 

John Hughes, Fond du Lac. 

O. A. La Budde, Elkhart Lake. 

F. R. Rassmaun, Beaver Dam. 

O. P. Schlaffer, Schlaffer Hardware Co., Appleton 
John Liebe, Anderson & Liebe, Stoughton. 

Wm. C. P. Weinschenk. 

J. B. Trensink, Plymouth. 

Chas, Skidd, Kenosha. 

T. C. Wood, Dunn & Wood Hardware Co., Rhinelander 
C. E. Dewey, Kenosha. 

J. A. Welkie, Welkie Hardware Co., Fond du Lac 
Henry Miller, Sheboygan. 

Roy Miller, Miller Hdw. Co., Alma Center. 

Joseph Lins, Lins & Hood Hardware Co., Spring Green 
C. F. Bullwinkel, Jefferson. 

Fred Merbach, Ripon. 

F. B. Reeder, Reeder Bros., Clinton. 

Robert Rose, Bonduel. 

H. E. Frisbe, Rice River. 

A. A. Jacobs, Delavan. 

Geo. J. Schwingle, Muscoda. 

Robt. Remhold, Milwaukee. 

Lawrence Clancey, Lacey & Clancey, East Troy 
John Gill & Son, New Lisbon. 

R. H. Suettinger, Two Rivers. 

H. S. Hansen, Rio Hardware Co., Rio. 

H. L. McNamara, Janesville. 

Geo. H. Burns, Lake Mills. 

H. P. Denzlow, Johnson Creek. 

H. R. Charles, Whitewater. 
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G. 


Beimborn Nauert Hardware Co., Boscobel. 
Henry Machlett, Cartier. 

F. W. Matthaeus & Co., New Holstein. 
Kraus & Grau, Hartford. 

Hill Bros., Wayside. 

Simon Fink, Milwaukee. 

Robt. R. Brantz, Wausau. 

A. Hilger, Thiensville. 

John Arndt, Elkhart Lake. 

S. G. Bragg, Gratiot. 

John V. Zweck, Beaver Dam. 

F. J. Sengbusch, Burlington. 

Math. John, Milwaukee. 

Field & Wolcott, Sharon. 

J. Wallschlaeger Sons, Manitowoc. 

Arthur Heins, Tigerton. 

Grieve Bros., Kiel. 

H. J. Heyer, Darien. 

W. A. Cole, Packwaukee 

J. W. Metcalf, 
J. O. Ziemann, Ziemann and Bruesworth, 
J. W. Deniger, Randolph. 

Lewis Scheiffe, Whitefish Bay. 

L. C. Peck, Berlin. 

A. C, Fuge, West Bend. 

C. A. Peck, Berlin. 

Gaffron & Seifer, Plymouth. 

G. A. Bock, Dale. 

J. A. Dunstan, Hollandale. 

Esser & Schmidt, Hartford. 


3enton. 


Fan Creek. 


H. B. Bartelsen, Milwaukee. 

Wm. Rathsack & Sons, Manitowoc 
Chas. Kieselhorst, Manitowoc. 
Stroebe! & Baumgarten, Neenah 
Smith & Meadows, Oconomowoc 





James, Richland Centre, Ex-Member Executive Committee. 


E. K. Cunningham, Berlin. 
H. J. Hendrickson, Argyle. 
Steensland Bros., Arthur Steensland, Blanchardville 
J. F. Wegner & Co., Fond du Lac. 

F. G. Tank & Freeman, Oshkosh. 

Pittsville Hardware Co., Pittsville. 

A. A. Newbauer, Fremont. 

J. S. Hay Hardware Co., Sturgeon Bay 

Noll & Co., Chilton 

S. E. McDowell, Pewaukee. 
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Evenson Bros., ‘Tomahawk. 
Fred Beming, Heinck & Beming, Milwaukee. 
Blanchard Bros., Jas. Blanchard, Blanchardvill 
F. T. Brunk, Foss, Armstrong Hardware Co 
W. F. Hohmann, Kaukauna 
G. Raddatz & Co., Milwaukee. 
Worel & Zeman, Manitowoc 
Fred W. Meyer, Manitowoc. 
Pflugradt Bros., Milwaukee 
Henry Volkmann, Kingston 
E. C. Saecker, Lake Milis 
F. C. Burr & Sons, Milwaukee 
Narschalck & Weiss, Milwaukee. 
W. W. Hayden, Milwaukee. 
Wm. G. Grosjean, Milwaukee 
Stollenwerk Bros., Milwaukee. 
H. M. Krogman, Milwaukee. 
H. W. Koust, Burlington. 
r. C. Wieland, Shepherd & Wieland, Bayfield 
J. D. Hayden, Sun Prairie. 
E. C. Alsmeyer, Cottage Grove 
Wooster & Jones, Wautoma 
P. J. Goemans, De Pere. 
Chas. Schmidt, Milwaukee. 
3everly White, Maiden Rock 
Wm. Wedele, Campbellsport. 
R. Puchner, Wittenberg. 
Julius Schroder, Glidden. 
Alfred M. Puchner, Edgar. 
A. H. Kleeberg, Nekoosa. 
E. G. Zilisch, Hustisford. 
A. Siefert, Artell. 
C. W. Lehmann, Cedarburg. 
Robt. M. Halstead, Halstead-Maples Hdw. Co., Sturgeon 
Bay. 


Andrew Braun, Baileys Harbor. 





J. Kornely, Milwaukee, Ex-Member Executive Committee. 


August Schupinsky, Milwaukee. 

Smith & Selk, Two Rivers. 

H. Manz, Oakfield. 

Geo. F. Dana, Fond du Lac. 

John Grimshaw, Elroy. 

E. W. Petersen, Florence. 

W. H. Ramsdall, Norway, Mich. 

A. J. Stebbins, Rochester, Minn. 

James Murphy, Racine, Wis. 

R. C. Murdock, Murdock-Dunwiddie Co., Beloit. 
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Rudolph Fritz, Racin 

Alfred G. Kroncke, Madiso1 
S. S. Sheerin, Marshfield 

R. Moore, Reeseville 

A. H. Sheldon, Janesvill 

F. M. Spencer, Dartford. 
Wm. Noll Helrobe, Marshfield 
Dob] & Busse, Milwauke« 

J. W. Heid, Jefferson. 

Wm. Krueger & Co., Neenal 


Stroebel & Baumgarten, Neenah 





Retail 


National 
Hardware Dealers’ Association. 


A. T. Stebbins, Rochester, Minn., Treasurer 


H. G. Heidt, Janesville. 

Jno. G. Hansen, Rio. 

H. C. Scofield, Sturgeon Bay. 

W. T. Stebbins, Rochester, Minn., treasurer of the Na- 
tional Association of Retail Hardware Dealers, and one of 
the officials of the Retail Hardware Dealers’ Mutual Fire 
Insurance Company of Minnesota, then addressed the asso- 
ciation as follows: 

A PRONOUNCED SUCCESS. 

I am but little acquainted with old-line insurance and I 
know but little of the Wisconsin laws regarding insurance. 
[he history of the Minnesota Retail Hardware Dealers’ 
Mutual Fire Insurance Association has been a pronounced 
success. Through our insurance feature we now have the 
largest retail hardware association in the United States. 
Our insurance society was organized in 1897 under a special 
law passed by the Minnesota legislature permitting the form- 
ation of mutual companies. The agitation for the formation 
of these companies was started after the old board companies 
made a horizontal increase of 25 per cent in the insurance 
rate when they had been paying out three cents in fire losses 
for every dollar received in insurance before this special 
legislation was passed. In 1897 the first policy in the Min- 
nesota Retail Hardware Dealers’ Mutual Fire Insurance 
Company, in getting up an organization of this kind the 
hardest thing to do is to get started. Those who would 
otherwise go into a society of this kind have an unreason- 
able fear of the responsibility they might personally incur 
in case of extra heavy losses. 
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PERCENTAGE OF LOSSES TO PREMIUMS 

Our insurance company was a success from the start. 
In 1900 our gross premiums were $8,390.91 and our gross 
losses were $1,294.14, or only 15 per cent of the premiums 
In 1901 our premiums were $12,573.61 and our losses were 
2,344.98, or 18 per cent of the premiums. In 1902 our pre- 
miums were $19,708.03, and our losses were $67,752.22, or 
39 per cent of the premiums. This was our most disastrous 
year, as a number of heavy fires in December made a heavy 


increase in the percentage of losses to premiums. In 1903 





Ex-Pres. U. schiafer, Appleton. 


our gross premiums were $3,381.50, and our gross losses were 
$5,155.87, or 17 per cent of the premiums. Taking a total of 
the four years up to December 31, 1903, and our gross pre- 
miums were $71,054.05, while our gross losses were $16,- 
547.21, or 23 per cent. 

DECREASE IN PERCENTAGE OF OPERATING EXPENSES. 

Another feature to which I will call your attention is the 
fact that our percentage of operating expenses has been con- 
tinually decreasing. For 1900 our gross expense was $2,- 
196.61, or 26 per cent of the premiums. Loss and expense 
together were 41 per cent of the premiums. In Igor our 
gross expense was $1,769.27, or 15 per cent of the premiums; 
loss and expense together were 33 per cent. In 1902 our 
gross expense was $2,436.40, or 12 per cent of the premiums; 
loss and expense together were 51 per cent. In 1903 our 
gross expense was $3,012.72, or 10 per cent of the premiums, 
while loss and expense together were 27 per cent. Our total 
expense in four years was $0,415.00, or 14 per cent of the 
premiums, and our loss and expense together amounted to 
36 per cent of the premiums. The financial condition of the 
company on December 31, 1903, was as follows: Cash on 
hand and due from policy holders, $35,948.58; reinsurance 
reserve, $13,008.07; net surplus, $22,940.51; insurance in force, 
$1,308,808; the return premium for 1904 was 30 per cent. 

JANUARY BUSINESS OF MINNESOTA ASSOCIATION. 

Mr. Stebbins then read a letter from M. S. Matthews, 
secretary of this insurance company, in which he stated that 
during January, 1904, $134,300 of insurance had been written, 
for which the company had received premiums aggregating 
$2,845.90, and that three small losses had been incurred which 
totaled $260.00. During Janaury 75 new policies had been 
written, 24 of these were new and 22 from outside the state. 
The cash on hand January 30 was $35,759.71, and there were 
no losses reported. The company was no longer an experi- 
ment. 
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EVERY STATE HARDWARE ASSOCIATION SHOULD HAVE AN INSUR- 


ANCE DEPARTMENT 


“I believe,” concluded Mr. Stebbins, “that it is to the 
interest of hardware associations to organize an insurance 
company in every state. The dividends from the rebates are 
sufficient to pay all the expenses of the association. Where 
a state association had an insurance department this is an 
incentive for asking hardware men to join Che only trou- 
ble with insurance is that dealers are generally solicited to 


correspondence. Better re- 


sults would be obtained if the secretary could travel and visit 
the different members, but we all know that traveling costs 
money It is unfortunate that locals cannot interest their 


sompetitors in the state associations more than they do. Meet 
one another in conventions like this will make men of 
broader heart and broader mind. You can go home better 
citizens and better business men.” 

C. A. Peck, Berlin, said: “I had a talk on the insurance 
question with the Wisconsin state agent of a leading eastern 
fire insurance company lately. He said: ‘It doesn’t make 
any difference to us whether or not mutual companies are 
organized. The more mutual companies there are, the more 
business we do. An insurance company formed of hardware 
dealers is sure to be a success. Our business is a success; 
per cent 
per cent 


yet we pay agents I5 per cent of our premiums, 5 
to the state, 5 per cent for publishing statement, 5 
here and 10 per cent there.’” 

In response to a member who wished to know the net 
cost of mutual insurance, Mr. Peck said that he held a $3,000 
policy in the Minnesota Association, which had paid him 
back $9.00, or 30 per cent. 

O. A. La Budde of Elkhart Lake said My old-line 
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E. K. Cunningham, Berlin. 


rate was I cent, but as the Minnesota Mutual refunded 25 
per cent, this makes 75 cents per $100.00 my net rate.” 

E. C. Williams, Waupaca, said: “My old-line rate was 
$15.50, but with the rebate my net cost of insurance in the 
Minnesota Association was $11.63 on a thousand of insur- 
ance. This meant a saving of $3.87.” 

Otto Schlafer, Appleton, said: “I carry $3,000 in the 
Minnesota Association, and when the Wisconsin Association 
I have two $1,000 
As the board 


starts, I am going to carry $3,000 more. 
policies on my stock and one on my building 


| 
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rate for my policies on stock is $14.60 and for my policy on 
my building is $12.00, and as under the Minnesota Mutual, 
counting in the rebate, my stock policies only cost me $10.22 
each and my building policy $8.40, I make quite a saving.” 

A. T. Stebbins, Rochester, Minn., said: “In talking be- 
fore, I neglected to mention that the policy holders in the 
Minnesota Mutual get the rebate whether they renew their 
policies or not. Our rebate made last November was 30 
per cent of the premiums and it could have been 35 per cent 
if we had not decided to pursue an extremely conservative 
policy in this matter. For 1904 we expect to declare a divi- 
dend of 40 per cent, and 1905 of 50 per cent.” 

S. K. Burget of Taylor said: “Although my risk is a 
good one, the 2 per cent which I was paying in an old-line 
company last year was raised to 3% per cent this year.” 

D. G. James of Richland Centre said: “Our experienc« 
with the insurance companies has been a trying one. Some 
years ago we put in a fire department and they raised our 
rate to $1.15. Next year we put in a steam fire engine and 
they raised the rate to $1.30. This last year we put in five 
miles of water mains and they gave us a rate of $1.40. 
During all this time the losses in our town have only been 
4 per cent of the premiums. Our business men became in- 
dignant at this state of affairs and decided to go into mutual 
insurance companies as far as they could, and this has had 
the effect of scaring the underwriters, as they came around 
the other day and said to me if I would renew they would 
drop my rate to $1.10. So if the mutual insurance companies 
have not done anything else, they have at least saved us 
30 cents a hundred in our old-line rates. I believe it is a 


good thing to keep on with these companies. We have 





¥. C. Burr, Milwaukee, Ex-Pres. Milwaukee Ketail Hardware 
Dealers’ Association. 

squeezed the old-line companies pretty hard already and we 

can squeeze them yet harder.” 

C. A. Peck, Berlin, then made his report as delegate to 
the National Retail Hardware Dealers’ Association conven- 
tion held in Chicago, 1903. He said: “It is a great encour- 
agement to any one interested in the retail hardware move- 
ment to meet delegates from nineteen states and see such 
generous whole-souled enthusiasm. We held five sessions, 
a:l loaded with good. The state secretaries held a meeting 
and agreed to exchange printed matter. The National Asso- 
ciation is one of the main cogs in the wheel. This Wiscon- 
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sin association is 300 strong, while the National Association 
is 4,000 strong. The National Association has accomplished 
a great deal, much of which I am not at liberty to talk about 
Their secretary, M. L. Corey of Argos, Ind., is one of the 
most efficient men I ever met. I wish to narrate a little inci- 
dent in regard to our own state work. I :ecently called on 
a new concern and asked them to join; one partner imme- 
diately said that he would, and I had my receipt book out 
when the other partner came along and said: ‘] guess we will 
wait a while, as I do not see that you have accomplished 





A. L. Kiefer, Milwaukee, Ex-pecretary Milwaukee Ketail Hard- 

ware Dealers’ Association. 
much in the seven years you have been in existence.’ I 
asked the man if he took a certain eastern trade paper, men- 
tioning it by name. He said he did not. ‘Do you take THE 
AMERICAN ARTISAN?’ He said ‘No. I then asked him how 
he could expect to know what the associations were doing, 
and put him a few questions straight from the shoulder, one 
of which was the following: ‘Do you know that the railroad 
companies were distributing Montgomery Ward & Co.’s cata- 
logues for 10 cents apiece until we took the matter up and 
induced the railroad companies to stop it?’ And he said 
‘No,’ and expressed himself as equally ignorant on a number 
of other reforms we have made; and he finally agreed to 
come into the association when our insurance department 
starts in.” 

The question box was next taken up and the first ques- 
tion asked was the following: 

1. What is the cause of a fire in a base burner running 
up into the feeder if the draft is good in the chimney? 

Leon Findeisen of Green Bay said: “It must be that the 
base burner is wrongly constructed.” 

C. A. Peck of Berlin said: “The joints must be open in 
the magazine. I had a base burner with this difficulty, but 
cemented it carefully and it worked all right.” 

John Hughes of Fond du Lac said: “Use finer coal and 
I think you will find the difficulty remedied. Often there 
is a little leak near the cover.” 

A member: “I notice that the base burners on the market 
now have feeders ventilated back and front.” 

2. How do you keep good ax handles from warping? 

R. C. Murdock of Beloit said: ‘Sell them before they 
warp.” 
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A member said: “Make a sheet-iron drum and keep them 
in the dark” 

A member said: “Keep them in the dark and hang them 
straight. A good one will warp sooner than a poorer one.” 

L. E. Nash, Centralia, said: “A good hickory ax handle 
seldom warps. The best way is to tie them up. This often 
prevents them from warping. A string is better than two 
pegs.” 

A member said: “Dip them in a tank of kerosene.” 

O. A. La Budde, Elkhart. Lake, said: “Temperature has a 





J. Stollenwerk, Milwaukee, Treasurer Milwaukee Retail Hard- 
ware Dealers’ Association. 


great deal to do with it; they should be kept in a cool room 
and away from the stove.” 

3. Would it not be a good plan to keep people away 
from sending to the catalogue houses for dealers to say, “I 
will get it for you,” when asked for goods which they do not 
happen to have in stock? 

4. Can we spend our surplus better than by sending out 
an organizer? 

5. Why has not the association a list of unfair manufac- 
turers and jobbers? 

In speaking on this subject Mr. Peck urged the impor- 
tance of loyalty to the principles of the association. He said 
that the trouble with the majority of the members was forci- 
bly called to his mind by the following little story: As a 
Northwestern train was whirling eastward a few miles of 
Exonia, Wis., the brakeman stuck his head in the door and 
called out, “Oconomowoc!” whereupon an Irishman indig- 
nantly got up and said, “O’Connor may walk, he says. Not 
on your loife. My ticket rades clear through to Milwaukee.” 
Like this brakeman and passenger, hardware dealers need a 
better understanding with each other. 

6. If we, as hardware dealers, make objection to people 
sending away for hardware, should we not insist on our fami 
lics buying everything else at home in other lines? 

The sentiment of the convention was in favor of this 
pre position 

C. E. Dewey, Kenosha, Wis., said: “I would advise you 
ill to patronize Montgomery Ward & Co. to the extent of 
15 cents in sending for one of their catalogues and finding 
ut where they are and where you are.” 

Leon Findeisen of Green Bay said: “This is a good idea. 
‘3: looking through Montgomery Ward & Co.’s catalogue I 
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find a certain door knob listed at 70 cents, which we are very 
giad to get 40 cents tor.” 

O. A. La Budde, Elkhart Lake, said: “I have no fear of 
selling to the customer who tells me about the prices charged 
in the catalogue of Montgomery Ward & Co. It is only 
those who read this catalogue and keep quiet about the prices 
that I am afraid of. You cannot do anything with a quiet 
customer.” 

Roy Miller, Alma Centre, said: “I had an experienc 
along this line last night. A customer called me up by tek 
phone and asked me the price of a certain size of well-known 
saw. I told him $6.90. He said he could buy it from the 
catalogue houses for $5.90. I told him to go akead and do it, 
and then said that because I was a good fellow he would give 
me the order. I believe the man was bluffing all the way 
through and that this saw was not offered at any such price 
as $5.90.” 

C. A. Peck of Berlin, Wis., said: “A lady came into my 
store some time back and asked the price on a certain heater 
which I was selling at $7.00. She then asked the price on a 
certain square No. 8 cook stove, which I made at $12.50 
She asked what the cost of the two were. I said $19.50 
‘That does not sound very much like $13.50.’ ‘No, 
I said, ‘there is $6 difference.’ ‘Well,’ she said, ‘I can get 
those two stoves for $13.50 and I have the evidence right 


here,’ she said, he mail order catalogues 


fishing out one of t 
Che heater she showed was exactly the same as the one I! 
yffered and was listed at $6.50. She then turned over and 
showed me the cook stove, which was listed for $7.00. I took 
her into the back of the store and showed her a small size 
cook with four holes, 12-inch oven and No. 7 covers, which 
I convinced her by a comparison of figures on the cut in 





L. Weiss, Milwaukee, Ex Vice-Pres. Milwaukee Retail,Hardware 
Dealers’ Association. 


the catalogue was the same stove, and she said she could not 
cook with so small a stove as that, and I sold her the tw 
I was only able to do this through her 


candor in the matter. Another man came into my store and 


stoves for $19.50. 


looked at one of my ranges for which I charge $28, and left 
without purchasing. Some weeks later he came in again 
and said he would like to get that range, but he wished t 
trade the range he was using as part payment of same. He 
} 


further added that the range that he wished to throw in in 
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trade for this range was a new range, and I told him to trade 
with the man he bought it from.” 

Otto Schlafer, Appleton, said: “A man in my town was 
building a house and he came in and asked me what I charged 
for sash weights. I said 13% cents a pound. He said he 
had some 14 and 16 pound sash weights which he had to 
trade and he went on to tell me that he had weighed his 
sashes and finding that the upper sash weighed 14 pounds 
and the lower sash 16 pounds, he had sent to Sears, Roebuck 
& Co. and had bought some 14 and 16 pound sash weights. 
They charged him 1% cents per pound for these weights 
and in addition to this they charged him $1.75 for freight 
and charges for hauling. The weights, when they arrived, 
were quite rough. He made me an offer to make an even 
exchange of these 14 and 16 pound sash weights for 7 and 8 
pound sash weights and buy his trimmings of me, and I 
accepted it. The worst competition that Sears, Roebuck & 
Co. can give us is on steel ranges, and we intend to head off 
this competition by getting one of their ranges and placing 
it right on our floor and advertising it, asking our customers 
to bring in their cash and we will duplicate Sears, Roebuck 
& Co.’s offer. There are a number of items which we greatly 
undersell the catalogue houses on, and we keep a catalogue 
in our store and impress this fact when we get a chance. 
For instance, our price on bull punches is 50 cents, while 
Montgomery Ward's is $1.25. Our price on milking tools is 
85 cents to $1.10, according to the size, while their price is 
$1.25 for all sizes. Sears, Roebuck & Co. make a price of 
5 cents a pound, f. o. b. Chicago, on electric welded fences, 
while we offer the same.goods for less than 4 cents in Ap- 
pleton.” 

L. E. Nash, Centralia, said: “I would advise Mr. Schlafer 
instead of getting a new range from Sears, Roebuck & Co., 
to get one that had been used and had proven unsatisfactory, 
and also to get a statement in writing from their customer to 
this effect.” 

L. E. Nash, Centralia, read the following paper on 


RELATION OF JOBBER TO RETAILER. 


INTERESTS ARE CLOSELY LINKED. 
So important a subject as the one assigned to me, with my 

limited experience, should have been given to some jobber, 
whose everyday dealings with thousands of retail dealers 
should enable him to speak with something like authority 
upon the relations that do and should exist between the job- 
ber and retail dealer, but my interest in our Retail Hardware 
Dealers’ Association prevents me from refusing the honor 
thus thrust upon me. I believe the interests of the jobbers 
and retail dealers are so closely linked together in the process 
of transferring goods from the hands of the manufacturer to 
those of the consumer, as to be almost identical. 

RETAILER HAS THE HARDER JOB. 


The retail dealer must succeed and make money if the 
jobber is to get good orders and get his pay for them. An 
up-to-date, enterprising retail hardware merchant who can 
buy everything in his line at right prices and at the same time 
look after sales, credits and collections, has no small job on 
his hands. I think it is a much harder vocation than that 
of the manufacturer or the jobber. 

JOBBING HOUSES HAVE LARGE FORCES. 

A jobbing house has a force of experienced men for each 
department, with a buyer for as many lines of goods as he is 
capable of properly caring for, who is supposed to know the 
quality, reputation and price of nearly everything in this 
branch of trade. He can act as a primer for both the retail 
dealer and the manufacturer. Any complaint coming to the 
house from the retail dealer is referred to the sales department 
and the character of the difficulty is soon sifted and the jobber 
is then in position to bring the complaint to the manufac- 
turer. 

RETAILER HAS HIS HANDS FULL, 

As you have all learned by experience, this is a busy sea- 
son of the year, when the retail dealer has his hands full with 
closing up the previous year’s business and looking about in 
a general way for the demands of the coming year’s trade. 





He hasn’t much time for details and the jobber can help him 
here effectively by bringing to his attention all the new, desir- 
able and salable things or lines in the trade that would help 
to increase his sales and profits during the coming year. I 
believe it is very essential that the retail dealer spend a few 
days every year in a large jobbing house, because new lines 
of goods are being added which are more profitable than the 
old, regular lines that have been a part of the business from 
time immemorial. The dealer should know the goods and the 
kind that is being advertised and sold to keep abreast with 
the times. We must sell a greater variety each year. The 
dealer who sticks to the old line of hardware and allows the 
other fellows to handle all the side lines, such for instances as 
harnesses, paints, cutlery, Yankee notions, etc., will find -his 
sales diminishing every year and his income smaller. 
WILL LOSE IN THE LONG RUN. 

No jobbing house should through its salesmen, try to in- 
fluence the retail dealer to buy heavily goods that he knows 
will not sell readily, neither should he “tuck on prices” to a 
customer unfamiliar with the goods and prices. He may do 
this for a while successfully, but in the long run he will be 
the loser. Nearly every salesman on the road knows when 
he is taking an order whether or not his customer is buying 
just what he should buy. If he suggests taking more of one 
kind or less of another, he should do so conscientiously, and 
the dealer should give his suggestions a careful consideration. 
The salesman is representing the jobber and is supposed to be 
primed on all the details of the coming years trade. 

SHOULD WORK HARMONIOUSLY TOGETHER. 


I do not favor buying goods from a jobber that caters 
to or sells goods to any one outside of the legitimate trade, 
neither do I think a dealer is justified in giving the jobber 
the “go-by” who protects him by refusing to sell to customers 
or department stores. The jobber has goods to sell and is 
going to sell them. If the retail dealer don’t patronize him 
he won't lay down and let his goods rust on the shelf. Then 
I say why not work harmoniously together. Instead of buy- 
ing from manufacturers’ agents in large quantities, buy in 
smaller quantities from the jobber as your wants require. Let 
the jobber and retail merchant work together. Ask the jobbers 
to come and make addresses and give suggestions at our 
meetings and act as leaders among us. They are in better 
position to protect us through the manufacturers than we 
are ourselves, and both the jobber and retail dealer will be 
benefited by working in closer touch with each other. 

DAY OF LARGE PROFITS IS PAST. 

The time for selling goods at a profit of 30 or 40 per cent 
is past. The success of both jobber and retail dealer lies in 
the volume of business done. When the jobber sends you a 
cut and description of an article, study it well, learn all the 
truth about it, put it in print and go at it with as much en- 
thusiasm as if it was the first article you ever undertook to 
sell. An essential point in selling goods is to learn all their 
is to know about the goods before attempting to describe it 
to the customer. Your being “loaded” makes your talk with 
the customer of some effect. You should also know something 
about similiar articles kept by competitors and should develop 
reasons why your goods should command the buyer’s prefer- 
ence. If you have salesmen you should outline methods for 
them to effectively present your goods to customers. 

FAVORS CLOSER TOUCH OF JOBBERS AND RETAILERS. 


I am full of the idea that retail dealers and jobbers would 
both be greatly benefited by coming into closer touch with 
each cther. This association has now had at least one retail 
dealer’s ideas on the subject, and in closing I want to sug- 
gest, that next year we hear from the jobbers along these 
lines. They probably have given much more thought to the 
subject than the retail dealer and might be able to make sug- 
gestions as to ways and means of getting together for profit 
and the advancement of all the interests in our line of mer- 
chandise that would be wholly new to us. I would suggest 
that several jobbers be invited by this association to meet with 
us next year and give us the benefit of their ideas on the 
subject. 

H. L. McNamara, Janesville, on behalf of the auditing 
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committee, said that the funds of the treasurer had been ex- 
amined and found correct. The report was approved and 
the committee was discharged. 

The convention adjourned at 4:40 p. m. 

THURSDAY MORNING SESSION. 

The meeting was called to order at 10:10 a. m. W. B. 
Costello of Chicago was called on and made a brief speech, 
thanking the association for the honor. E. K. Cunningham, 
Berlin, then read the following paper on 


THE RETAIL HARDWARE STORE. 





INTRODUCTORY. 


I am at a loss to know why your executive committee have 
asked me to take up your valuable time when there are so 
many silver-tongued orators more able to enlighten you on 
this subject assigned to me. 

This is the first time I have been honored with a place 
on your program, and will say to you with all candor it’s not 
my long suit to write papers, or appear before an intelligent 
audience. 

I would rather sell a bill of hardware or a cook stove. 

However, as the committee was kind enough to honor me 
with an invitation I decided to be generous enough to ap- 
preciate it, accept and do my best. 

STORE SHOULD BE ON A CORNER. 

We consider the location an important feature of the 
hardware business, a corner store being preferable for many 
reasons. Goods can be loaded and unloaded at the back and 
side entrances, thus saving litter and trucking through the 
store on busy days. It affords a better light, also enables one 
to handle stoves and heavy goods much easier in loading, and 
keeps the front of the store neat and clean and ever ready for 
business. 

STORE SHOULD HAVE A NEAT APPEARANCE. 


To make the first impression favorable the store front 
should present a neat appearance. We keep ours all painted 
with a fresh coat of paint each season; the cost is trifling and 
aids much to make an attractive store. We believe in mak- 
ing our store known to the public. We use for our mascot 
the owl, having two large bronze-colored owls painted on our 
front windows, under which is printed “The Owl Store; We 
Never Sleep.” We use this in connection with all our ad- 
vertising and on our stationery. We also have a small owl 
sticker in the form of a trademark which we paste on every 
article in our store, and on every package that goes out, thus 
keeping our store constantly before the public. 


PUBLICITY AND SUCCESS. 


We all laugh at the boy who went to market with a sack 
of potatoes and did not sell any, as he kept them in the sack, 
and to the only man who asked what he had in the sack he 
replied, “None of your business.” However, many of us fail 
to grasp the close relation existing between publicity and suc- 
cess. The goods that are seen are the goods that are bought. 
A dealer may have the finest goods in the world, but no one 
will know it if he keeps them in the original packages in the 
corner of the cellar. People buy what they see, and it should 
be borne in mind that many people in this country have an 
imperfect knowledge of our language and perhaps do not 
know the English word to describe what they want, and em- 
barrassment in filling their wants is avoided when goods are 
plainly shown. This then leads up to the question of show 
windows, store arrangement and advertising. 


SHOW WINDOWS. 


Window displays are but samples of a well arranged 
store. It is not every clerk or hardware man who can fit up 
an attractive show window. Original ideas are the best in 
every way. Have in mind just what you want before start- 
ing out to make a display. Stepping stones to success lie in 
the foundation and beginning. So it is in window trimming, 
“Well begun is half done.” There must be method in this, as 
in all things in which there would be success. Displays should 
be changed every week at least, and when once in running 
order do not fail to keep it up. Enough time is not generally 


spent on window displays. Do not give passers-by an op- 
portunity to criticise in any way. Spare time cannot be used 
more advantageously than in trimming up windows and in 
keeping them attractive. New goods should be put on display 
as soon as possible. Show them to the public—they are the 
buyers. Increase in sales is invariably noticed and many times 
new customers are gained through attractive show windows. 
Keep your windows perfectly clean at all times, as no dis- 
play, however neatly arranged, can attract attention unless the 
window glass is perfectly clean. Make your displays as dif- 
ferent as possible from that of your competitors. Work out 
ideas in window displays of your own. A wide-awake, hus- 
tling, up-to-date merchant never allows his window displays 
to look old and stale, and this also should apply to the stock 
in general. 
ADVERTISING. 

In regard to advertising, we consider the newspaper the 
best medium through which to reach the public, especially 
among the farmers, as the farmer of to-day receives his daily 
and weekly newspaper through rural routes as regularly as 
do those of us in the cities and towns. Local advertisements 
should be worked in unison with the window displays. Many 
customers are attracted to the store through the medium of 
the local advertisement. People who do not get down town 
every day are kept in touch with your new goods and displays 
through the paper, and if interested, they will come down to 
see the exhibit before the change is made. 

CLERKS ADD TO SUCCESS. 

In relation to your business, what are your ads? You 
are in business to make money. In order to do this you have 
to buy goods, have to sell goods, and the latter is your chief 
aim. Your reputation for fairness and square dealing helps 
you in this, as does also your friendship and position in the 
community. Your clerks are important associates and add to 
your success. Your stock and store and the way your goods 
are displayed aid you. These are some of the ways of selling 
goods. One can have the finest newspaper ads imaginable, 
and their effect as business getters may be completely nullified 
by your poor store keeping, lack of attention on the part of 
clerks, poor goods, lack of consistency on your part, or any 
other item of bad management. They used to say “Honesty is the 
best policy ;” but that was years ago. Nowadays honesty is the 
only safe policy to tie to, and a merchant’s ad, unless the 
honest representative of an honest business, had better be 
unpublished, for it will react with the deadly effect of a 
boomerang; but an ad that sells well is a good one. Let us 
examine into its character. It’s your ad. I have in mind a 
man who has been successful in advertising, but whose ads 
are as ungrammatical as is his everyday speech. But they 
are his ads. If they were written in the king’s best English, 
they wouldn’t be his ads. So I am of the opinion that if you 
are in the habit of using such an expression as “We've got ’em 
at the Owl Store,” it is better in your ad than to allow the 
printer to change it to the unnatural, though more gram- 
matical and elegant expression, “What we lack in quantity 
we make up in the supreme excellence of our quality.” Yes, 
it’s better to be grammatical, but don’t send out from the print 
ing office an ad that wouldn’t feel at home in your store. 
The great weakness of men is to write as they never speak 
That’s poor stuff to put into an ad. Your ad should be your 
own talk spread out on paper. Practice writing your ads as 
you would talk, though ungrammatical they be; then they will 
be more a part of yourself, and in my humble opinion, will 
better serve the purpose for which they are intended and 
assist you in selling your goods. Such ads are the only suc 
cessful ones. If some men talked as they wrote, they would 
soon be sent to the place where the state takes care of people 
not possessed of all their faculties. The main thing, then, it’s 
your ad and should represent you. 

STORE ARRANGEMENT. 

The interior of the store should be kept as neat and clean 
as the show windows. That hardware men are noted for 
their enterprise and intelligence is a fact generally recognized 
and for this reason it seems strange that so many of them 
are negligent in matters pertaining to the arrangement and 
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cleanliness of their store rooms. A great many of them who 
have scrupulously clean, neat and tidy houses, and who would 
be quick to find fault with the good housewife on account 
of any breach on her part of the laws of cleanliness and neat- 
ness therein, will permit their offices and store rooms in which 
they probably spend more of their time, to become so untidy 
and unclean as to cast reflections on the entire craft. The 
fact is the old proverb, “Cleanliness is next to godliness,” and 
“Order is Heaven’s first law,” are applicable to the hard- 
ware man as it is to his fellow merchant in any other line 
of business. That it is possible to have a hardware store 
almost if not quite as attractive as that of the clothier, dry 
goods man, or even the jeweler, may be demonstrated by a 
visit to one of the modern up-to-date stores, such as are be- 
yming quite common in most localities 
USE MANY SHOW CASES. 

We use as many show cases as possible. Keep them 
lean and neatly arranged, using one for cutlery exclusively, 
unother for nickel ware and silver, and so on with the goods 
properly arranged in each. Our shelving we extend from the 
floor to the ceiling in either side, using traveling ladders. On 
one side we keep hardware, sporting goods, builders’ supplies, 
On the other side we arrange paints, varnishes, 
For hinges, clevices, 


tools, etc. 
granite and tinware, 
malleables, nuts and washers, we have small cabinets neatly 


woodenware, etc. 


arranged in the rear of the store on our bolt counters. Our 
wire screen we have on stand or rack by itself with room for 
full rolls beneath. Window glass in a case with cutting board 
it the end. Hoes, rakes, forks, shovels, spades on brackets 
with handles in a rack underneath. Hay knives, handled 
axes, crow-bars, log and cattle chains of all kinds we keep 
in racks. Washing machines, churns, wringers and this class 
of goods are kept neatly arranged along the side of the bolt 
counters. 
ARRANGEMENT OF STOVES AND RANGES. 

Now in regard to the arrangement of the stoves and 
ranges. I take great pride in this branch of our business. 
Our ranges and cooks we keep nearest the shelving. Have 
them neatly polished and setting in a perfectly straight row, 
ranging in size and price to suit the trade. A customer comes 
to your store to buy a range. You show him a well assorted 
line of from 15 to 20 stoves and ranges, ranging in price all 
the way from $25.00 to $60.00, and you stand a much better 
show to make a sale than if you had a few ranges, poorly 
polished and setting in a zig-zag manner around the store. 

We have our heaters displayed in the center of the store, 
finely polished, and set upon steel frame castors with the 
nickel neatly polished. It is truly said, “A stove well blacked 
is half sold.” We use black silk polish on all our new goods, 
as it costs but little more, and gives a stove a much finer 
appearance. We arrange our coal stoves in the front and con- 
tinue down the line with the surface burners, parlor stoves, 
wood base burners, oaks and air tights, having one sample 
of each style and size always on the floor in stove season. A 
great many times.you can sell from stock and retain samples 
on the floor. 

SECOND-HAND STOVES. 

We also find the second-hand stove business a very profit- 
able one. We buy and trade second-hand stoves of all kinds. 
This branch of our business is kept entirely separate, having 
a room fitted up for the purpose. These goods oftentimes 
net us more clean money than new goods. A man comes to 
us in the early fall to trade stoves. We trade him a new stove, 
getting our price, and get the old one at a very low figure. 
This stove is then taken into the second-hand room and the 
necessary repairs made thereon, after which it is polished and 
placed on the sale floor, and oftentimes brings a better margin 
of profit than new goods. We have found this very success- 
ful, having sold as high as one hundred good second-hand 
stoves in a single season. 

FURNACES. 

The furnace question is becoming an important feature 
in connection with the retail hardware business. How many 
of you to-day are doing your furnace work right? How many 
of you are making money on the furnace business? How 
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many are getting satisfactory results? We, having been in 
the furnace business for a number cf years. have learned some 
of the drawbacks as well as some of the good points in con- 
nection with it. Too many hardware merchants to-day are 
doing this work on a guessing plan. Too much trouble re- 
sults after the furnace is installed. I think if we all could 
confine ourselves to figures, measuring every foot of pipe and 
material that goes into the construction of a furnace, job, 
and estimate more closely on time and labor, be more careful 
in buying a good furnace, having it set as neatly as possible 
under center of building, use a larger size of piping and cold 
air returns than is commonly used, much better results in 
furnace heating would be attained, and the dealer would reap 
a better harvest and the customer be more satisfied. 
GOOD BUYING IS ESSENTIAL. 

Good buying is an essential requisite of every business. 
Unless goods are well bought, there can be no permanent suc- 
cess in trade. The most skilful management of all other de- 
partments of a business cannot counteract the effect of care- 
less and injudicious buying. “Goods well bought are half 
sold,” is eminently true. A successful buyer must have a 
thorough knowledge of the goods he buys, to be able to de- 
termine whether goods offered him will warrant him in pur- 
chasing. Should the buyer’s knowledge of goods be deficient, 
the seller will not be slow in detecting it, and will take ad- 
vantage o” his ignorance by selling him goods that an expert 
hardware man would not buy. The office of buyer is an im- 
portant one and should not be intrusted to a novice in business. 
If it is, it will prove a very costly experiment to the firm. 

BUYER SHOULD CONSULT WANT BOOKS. 

The buyer should frequently consult the want book to see 
what goods are getting short. This book should not be used, 
however, to make an order from, nor should every article 
on the want book be ordered as a matter of course. He 
should consider the entries merely as reminders that certain 
goods are getting low. If there is on the want book narrow 
wrought butts 3 inches, he should not order two dozen nar- 
row wrought butts 3 inches, but should look over the stock 
of wrought butts and similar goods and sort up the whole 
line, provided there is enough wanted to make an order. The 
buyer should be polite, listen to what the seller has to say, 
note his prices, etc. Let the seller do most of the talking, and 
keep your own business to yourself. Do not give away prices 
made by other houses, nor seem too eager to buy in case low 
prices are quoted. The seller thus having no pointer, and 
knowing the buyer to be well posted, will be more apt to give 
the lowest prices than if he had been permitted to feel his way. 
If no goods are wanted at the time, the seller should be in- 
formed to that effect in a courteous manner. If the seller 
offers a bait in the way of extremely low prices, take them 
up, but do not allow him to make good by charging you more 
for other goods. 

GIVE PREFERENCE TO BEST GOODS. 


Everything else being equal, give houses the preference 
whose goeds are the best, and come in the best shape; fill 
orders promptly and always be willing to correct errors if 
they occur. There are no more critical judges of human na- 
ture, and none who can more readily size up a man, than com- 
mercial travelers, and their esteem and respect are to be de- 
sired if one would buy goods to the best advantage. 

TREATMENT OF CLERKS. 


Employ gcod help, treat them well, take pains to post 
them about your lines, give them the management and care 
of certain lines, and hold them responsible for the success 
of their department. But don’t expect too much from clerks. 
Don’t expect that they will not make mistakes. They cer- 
tainly will; all men do. When they make mistakes don’t for- 
get all their good qualities; these very often more than offset 
the other. An employer should never lose control of his 
temper. As soon as he does, he loses the mastery of the sit- 
uation. Dissatisfied clerks will appear in every business, and 
when this happens there are only two things to do. Satisfy 
them or let them go. It never pays a clerk to stay after he 
becomes dissatisfied—much less does it pay his employer. An 
employer should always manifest a personal interest in the 
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private lives of his employes. It seems to bind together the 
interests of the employer and employes. An employer who 
can command both the love and respect of his clerks can al- 
ways get better service, more of it, and at less cost than one 


who fails in this respect. 
LIF IS AN INTRICATE PROBLEM. 


We have come here both for business and pleasure, and 1 
feel quite sure that we will all be greatly benefited by our 
attendance at this convention. Life, from bovhood to the 
grave, is to the ambitious and energetic, an ever changing 
and intricate problem, full of possibilities and responsibilities, 
that makes him put forth his utmost efforts to attain that ever 
fleeting and after all, only relative object, “success in life.” 
One of the elements of success in the life of every business 
man is the acquiring of 2 competency out of his business suf- 
ficient to enable him to spend the declining years of life in 
ease, comfort and happiness. His object is not merely to eke 
out a scanty subsistence, but to store up a little reserve for 
a sore foot, a rainy day, and for the night when no man can 
work. And, gentlemen of this association, if this paper will 
contribute in a measure, however slight it may be, to the real- 
ization of his success for which we are all striving, and which 
we some day hope to attain, I shall feel amply rewarded for 
the time and labor spent in its preparation. 

A canvass of the audience shows that the following mem- 
bers are present who were absent from Wednesday’s session: 

Andrew Brem, Belle Harbor. 

R. M. Barts, Oshkosh. 

Hanson & Sleath, Wautomah. 

J. A. Holz, Bard & Holz, Wild Rose. 

IX. A. Karnopp, C. Karnopp & Son, Alma. 

Geo. W. Buelow, Waupon. 

August Schupinsky, Milwaukee. 

Ruka Bros. Mfg. Co., Ltd., Boscobel. 

3rennborn-Neuert Hdw. Co., Boscobel. 

H. Winter, Clintonville. 

C. V. Mashek, Kewaunee. 

John Hessel, Antigo. 

M. H. Oleson, Woodford. 

Greve Bros., Kiel. 

Wernicke & Schmitz, Manitowoc. 

S. H. Burget, Taylor 

Gross & Jacobs, Stevens Point 

C. Engel & Son, Mayville. 

James Murphy, Jefferson. 

Guss Wohlfert, Oxford. 

Geo. W. Fay, Kenosha. 

Geo. A. Spiegelberg, Brownsville. 

O. A. La Budde, Elkhart Lake 

Levernzy & Schilling, New Holstein 

John Droegkamp Co., Milwaukee 

R. J. Evans, Markeson. 

J. M. Schmid, New Glarus. 

J. M. Dunker, Kiel 


O. P. Schlafer, Appleton, Wis., then addressed the asso- 
ciation on the subject of insurance. He said: I regard these 
meetings as a part of the year’s business course and have 
not missed a meeting since the beginning. I do not know 
that I can say very much on the subject of insurance, but 
I can give my personal experience Thirteen years ago | 
put up a solid brick building the basement had 28 in. walls, 
the first story had 16 in. brick walls and the second story 
had 12 in. brick walls; the building was electric lighted 
throughout and there were no windows in the side walls, only 
in the end. For ten years I paid $10.00 per thousand on the 
building and $10.00 per thousand on the stock. Four years 
ago an insurance examiner called in and criticized the elec- 
tric wiring, so 1 had the building rewired at an expense of 
over $100.00. My next policy called for $12.00 a thousand on 
bath building and stock. In 1903, an additional call was 
made to these prices, my building being rated at $12.00; my 
stock at $14.60. To reduce this insurance I had the gasoline 
which 1 had previously kept in a warehouse in the rear, 
placed in a building built of brick especially for this purpose 
This building had a heavy floor, 2 in. double door, and sheet 
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iron inside and out, and I felt that it was amply sufficient 
to secure my reduction of the $2.50 per thousand which I had 
o pay for a gasoline permit lhe insurance man said that 
in order to secure this reduction I would have to have fir 
shutters on the second story of the warehouse, next to this 
gasoline. building. I simply said that he could either take off 
for the gasoline permit or cut out my insurance altogether 
and the outcome of the matter was that we were insured with 


out the gasoline permit his shows that the insurance com 


+ 


panies are not so rigid as they pretend to be. The total ex 
pense of the Minnesota Association in losses is only 38 per 
cent of their total income. A hardware risk, is I believe bet 
ter than a dry goods risk, or a grocery risk, as the goods ar 
less inflammable. Statistics of old line companies show that 
of the premiums paid to the companies 35 per cent is charged 
up to losses. Where does the 65 per cent go? Some goes to 
agents, some to officers and some to adjusters. If we can do 
as well as Minnesota has done, I see no reason why we 
should not organize an insurance company of our own. We 
use fire extinguishers in our store and we never had a 
dollar’s worth of loss until six weeks ago, and this was 
a trifling one. By ordinary precautions you can largely elim 
inate fire risks. I think we can do nothing to prolong the 
life and increase the interest in our association as starting an 
insurance department. 

Wm. Wright, Jefferson, secretary of the Jefferson Mutual 

Fire Insurance Co., addressed the meeting as follows: Forty 
per cent of fires are caused by defective wiring. In small 
towns electric light plants are erected and the operator is 
ignorant of a carrying capacity of wires. He does not know 
whether a given wire is a ieeder or a branch. He is unawar¢ 
of the amperes a No. 8 wire will carry. Overloading a wire 
is like forcing too much steam through 4-in. pipe. When you 
overload a wire the insulation is carbonized, and then there 
is no insulation at all. A second cause of fires is prosperity 
When times are good business men will work until 10:00 p. m 
in filling orders and will not see that their business house is 
kept as clean as it should be. A third cause of fire is over 
insurance. Insurance is the main spoke in the wheel \ 
business that is not worth insuring is not worth operating 
The insurance companies endeavor to eliminate over insur 
ance. When a man’s stock of goods is worth $100.00 and hs 
is insured for $129.00 it is bad for the man and bad for the 
company. In the case of the man he pays for more insurance 
than he will ever get. 
The operating expenses of the old line companies is 40 
per cent of the premiums and their losses amount to 41 pet 
cent. No insurance company is insolvent The Mechanics 
of Milwaukee has paid back $215,000 in fifteen years on a 
$200,000 capitalization, in addition to paying out losses and 
operating expenses 

In 1903, the Glens Falls Ins. Co., which is 70 years old, 
declared a dividend of 45 per cent. In 1902, an act was passed 
through the Wisconsin legislature that mutual insurance com- 
panies in this state could do business throughout the state in 
stead of being confined to five counties, as was the law pre- 
viously. I come in daily competition with the old line com- 
panies who are reducing rates to drive the mutuals out of the 
field. In Richland Center in 1903 they made an increase of 
25 per cent, making the rate in that city the largest in Wis 
consin. The mutuals entered the field, wrote $20,000 of insur 
ince there and Jan. 11, 1904, the local board of underwriters 
at that point reduced rates 20 per cent, because so much 
+} 


insurance was going to the mutual companies. If they re 


duce the rate in 1904, what was the reason for increasing it 


in 1903? 

There are several ways of organizing an insurance com 
pany. First, there is the Lloyd principle \ hundred men 
form a Lloyd company and employ an attorney who binds 
each and every man of the hundred for $10.00 {or eacl 
thousand-dollar policy, each being liable individually Phe 
policies are paid by the insurers, and the profits revert to th 


underwriters. The other plan in this state is the Druggists’ 
Mutual. The statute on this subject is as follows: 
Any number of residents of this state, not less than nine, 


1 


ngaged in the business of selling drugs, or druggists’ ma 
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terials, and owning in the aggregate property within this state 
fi the value of not less than $100,000 may in the manner 
prescribed in section 1897 and as herein prescribed form a 


corporation for the purpose of insurance, upon the plan of 
mutual insurance, of drugs, drug stock and other stock and 
the buildings in which the same are manufactured, stored, or 
kept for sale from loss or damage from fire or lightning. 
[he first nine persons signing the articles of the corporation 


shall be the directors at the first annual meeting. The law of 


the state is against agreement to maintain rates. ‘The local 
representative has power to make rates and the company 
backs them up in their rates. It is money in the agent's 
pocket to advance rates as the commissions are larger. Jef- 


~ 


ferson, with a population of 3,000, paid $25,000 a year to the 
insurance companies. We don’t get a thousand dollars back 
In one year. 

President Findeisen said that Minnesota was carrying 
$171,000 fer Wisconsin dealers which they would turn over to 
the Wisconsin Association, when that association was ready. 
Slips were distributed through the audience to see who would 
take extra insurance and what amount, and $165,000 was sub- 
scribed in addition to the $171,000 now held by Wisconsin 
dealers in the Minnesota Association. During the afternoon 
session ten thousand more was added, making a total of 
$346,000 with which the new company will start out. 

The next thing on the program was the election of 
officers, Messrs. Kroncke, Jacobs, and Cunningham being ap- 
pointed tellers. The following officers were elected for the 
ensuing year: 

President—H. L. McNamara, Janesville. 

Vice-President—Ralph Burtis, Oshkosh. 

Secretary-Treasurer—C,. A. Peck, Berlin. 

E. H. Ramm, New London, was elected a member of the 
Executive Committee to succeed himself, and W. H. Busse, 
of Milwaukee, was elected a member of the Executive Com- 
mittee to succeed J. Kornelly, Milwaukee. 

R. C. Murdock, Beloit, made a suggestion that all inter- 
ested in the insurance feature should induce the hardware 
men not present to take this insuratice. 

The convention adjourned at 12:20 a. m. 

THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session was called to order at 
2:15 p.m. Charles L. Burch entertained the convention with 
a dialect recitation. H. M. Gay then showed his hardware 
museum to the extent of a door bolt 250 years old and also 
an English level. 

Chairman A. H. Sheldon, Janesville, of the Resolutions 
Committee, then presented the following resolutions: 

THANKS TO PRESS. 

Resolved, That our association extend a vote of thanks 

to the press for their courtesy in reporting our meetings. 
THANKS TO REPUBLICAN HOUSE. 

Resolved, That we tender a vote of thanks to the pro- 
prietors of the Republican House for courtesies shown for our 
comfort and in furnishing us a hall free of charge for our 
meetings. 

THANKS TO SISTER ASSOCIATIONS. 

Resolved, That we extend a vote of thanks to the Na- 
tional and Minnesota associations for their courtesies in send- 
ing a delegate to represent them at our association. 

NECROLOGICAL, 

Resolved, That, whereas, Charles Bullwinkle of Jefferson 
and Wm. Krueger of Neenah have been called away by death 
we as an association, hereby tender our sympathy to the be- 
reaved families, relatives and associates, and that this reso- 
lution be spread upon our records and a copy sent to the 
widows of the deceased. 

THANKS FOR ENTERTAINMENT. 

Resolved, That we thoroughly appreciate the successful 
efforts made by the hardware jobbers and manufacturers who 
have so pleasantly entertained us while here, and that we ex- 
tend them our heartfelt thanks. 

James Wilkie, Fond du Lac, then read the following 


paper: 
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GOOD WILL AMONG HARDWARE MEN. 


HIS EYE ON THE WRONG MAN. 

A week or so previous to the assembling of this august 
body in annual session, I was the happy recipient of the pro- 
gram of the association. My joy was streaked with blue, 
however, when I discovered that your humble servant was 
down for a paper on “Good Will Among Hardware Men.” 
I realized in an instant that Mr. Peck had his eye on the 
wrong man for the job. But rather than disappoint him at 
the eleventh hour I determined to make a stab at it, thus 
showing my good will to the hardware men and scoring one 
“Good Will Among 


[ft good will among hardware men were not 


point, if vou please, for my subject, 
lHlardware Men.” 
destined to be a prime factor in regulating the affairs and 
lives of nations and of individuals throughout all the ages, 
the Christmas message of 1,904 years ago had long fallen flat 
and ceased to be resounded annually in every corner arid quar- 
ter of the civilized globe. Wherever good will is found 
peace reigns, prosperity rules. 
PETTY JEALOUSIES CREEP IN. 

But once withdraw good will and petty jealousies creep 
Doubts arise, suspicions become accusa- 
The war cloud would not be 


in and grow apace. 
tions and peace is destroyed. 
hovering upon the horizon between Japan and Russia to-day 
were there not a serious lack of good will on the part of one 
or both countries involved. Good will is the keynote of 
political, social and business harmony. But I am not here, 
my friends, to give my views on the friendly or unfriendly 
relations of Russia, Japan or Korea, nor yet of the lack of 
good will existing between capital and labor; but I speak 
especially of good will among hardware men—the hardware 
men of this association, of the state, of the various manu- 
facturers, the jobbers, the retail dealers and the clerks in our 
employ who will no doubt in the course of time enter the 
ranks as hardware men. 
HOW CAN GOOD WILL BE INCREASED? 

I think so—in large quantities. 
How can we inerease it? If it is not present, why not? 
Hlow can we engender it and do away with a hostile spirit 
that is in itself a menace to the progressiveness of our asso- 
ciation? In the first place, it is a great pleasure and satisfac- 
tion to tell you that good will among hardware men is the 
only thing that makes a gathering of this kind possible. 
Consider for a moment. Here are assembled men who are 
daily engaged in competition with one another, all striving 
for the same object—the dollars—and yet retaining friendly 
This is as it should 


Is the good will there? 


relations and good fellowship with all 
be and shows that we have attained to a degree at least the 
beneficial results desired by our organization. The object of 
the association should be the promotion of more friendly busi- 
ness relations and mutual confidence and good will with each 
other and with manufacturers, jobbers and other constituents. 
of the hardware trade. It will be well perhaps to analyze 
the possibilities of good will among hardware men. 


BEGINNING WITH THE MANUFACTURER. 


Let us begin with the manufacturer, for he plays, I was 
about to say, the most important part in the trade, but that 
is not so, for where would he be without the jobber and the 
retailer and their good will? The manufacturer has certain 
products which must be distributed to the consumer, certain 
new articles just out for which a demand must first be cre- 
ated. To do this, business tact and integrity are required to 
secure good will of both jobber and retailer. It is the legiti- 
mate field of the retailer to introduce the article and help 
create the demand. It is the province of the jobber to fill 
all demands of the retailer. It is the privilege of the manu- 


facturer to supply the jobber. Each has his share of the 


work and proportionate profit, and good feeling abounds. 
THE CHARM IS BROKEN. 

But let the manufacturer swerve from the straight paths 
of business, as he sometimes does, and the charm is broken, 
confidence is destroyed. He cannot sell the jobber a large 
bill of goods and then send out his agents among retailers, 
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catalogue houses and department stores to sell the same goods 
at a cut price and expect to perpetuate the doctrine of peace 
and good will at the same time. Good will and co-operation 
go hand in hand. But you never find co-operation linked with 
ili will. It is a poor rule that won't work both ways, and 
what holds true of the manufacturer in his relations with the 
jobber is applicable also to the jobber in his dealings with 
the retailer. As far as possible it is his business to protect 
the retailer. This he cannot do by systematic soliciting of 
trade from the consumer; nor is this method productive of 
any good will. It is the business of the jobber or his repre- 
sentative to protect the retailer by assuring him of the lowest 
prices in all present transactions, together with a guarantee 
for all future shipments. Do not imagine by what I have 
mentioned that I consider the manufacturer and the jobber 
the only ones who are responsible for the friendly or un- 
friendly relations among hardware men. ‘The retailer has 
obligations as well—great ones—which must not be shirked, 
and I will just mention one way by which he can secure the 
everlasting good will of the jobber—and that is by paying 
bills promptly. 
CARRYING CUSTOMERS. 

There are some firms doubtless who, by reason of a large 
capitalization, are enabled to “carry their customers” to an 
extent quite beyond the ability of others. There are others, 
however, whose credit depends largely upon the promptness 
with which they meet their own bills and who feel that they 
cannot afford to ignore any element of risk. 

PERNICIOUS CREDIT SYSTEM. 

There is no question about it, that if the pernicious sys- 
tem of credits in use by manufacturers, wholesalers and re- 
tailers to-day could be eliminated,-it would improve every 
feature of business and make for good, healthy commercial 
prosperity. Therefore, I say, pay your bills promptly. You 
may not be able to discount them—that’s your loss—but 
endeavor to meet them as they mature. I remember several 
years ago a jobber of your city made the remark, “We have 
two classes of customers. One takes all there is in it by 
discounting bills; the other class is so long-winded that it 
leaves nothing in it.” But I am glad to say he still lives and 
is doing a good business at his old stand. 

TRAVELING SALESMEN. 

Now, as regards the traveling man—the representative of 
the hardware business. He is certainly entitled to a share of 
cur good will. Consider how many times a tired knight of 
the grip enters a place of business, getting the scantiest cour- 
tesy from the grouchy retailer. Maybe business has not been 
the liveliest; maybe the retailer has been out all night; 
maybe his store is already overstocked. Is that any reason 
why he should deliberately turn his back upon the traveling 
man, keeping him waiting all day with no intention of buy- 
ing? Some men use this snubbing process, thinking it makes 
it easier to turn the representative down. It is a poor way 
and productive only of humiliation and hard feeling. And 
why should the salesman bear the brunt of the dealer’s boor- 
ishness? He is not responsible for business situation. 


ARE ENTITLED TO COURTESY. 
The representatives of jobbing houses are entitled to all 
courtesy from us. They are doing a legitimate business in 
soliciting our trade. They do not expect to force it. It is 
to be admitted that some are very tenacious and determined 
to get an order. But remember that that very persistency is 
one of the requisites of a good salesman. If the dealer does 
not care to buy, he ought to say so promptly. He can be 
firm, courteous and couch his refusal in such a gentlemanly 
manner that the traveling man will feel no frost, no humilia- 
tion and depart with the impression that he has been treated 
like a prince. Good will will be the result of such treatment, 
but not the only one. You cast your bread upon the waters 
and find it again, after many days perhaps, in various little 
attentions to the particular wants of your trade from the 
salesman who has become your friend and well-wisher. 


LOCAL RELATIONS. 


And now a word concerning local relations. What will 
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promote good will among the hardware men ot our own 
little burgs? 

Nothing can guide a man in friendly deeds like a friendly 
spirit. A kindly heart is a better guide in the transactions 
of business or social life than any manual or book of eti- 
quette. Men of high purpose and noble impulses go forward 
in their business and live without fear, trusting to their own 
good sense and conscious integrity and good will to perform 
the duty of every hour. 

COMPETITION IS FIERCE 

Business men everywhere realize that never was there a 
time when competition along all lines of trade was more 
fierce than it is to-day. Chances of successful business growth 
are fewer, profits reduced to smallest margins. It is this fact 
that makes it necessary for the retailers of any locality to 
establish a basis of good will. 

There is only one way to establish results, and that is by 
well-directed effort. It is all well enough to preach good 
wil, but something more is necessary. There is need for re- 
form in business—ways to improve it. And it seems to me 
that the key to the situation is local organization. 

Let each retailer of hardware in your city get into line, 
for concerted action will develop trade. Let him affiliate 
with his business competitors, treating them as he would 
customers, co-operating with them on all business matters, 
exchanging views and opinions, doing nothing underhand to 
get away competitors’ trade. But by dropping all petty jea! 
ousies and bickerings, become friendly allies in the hardware 
business. 

LIVE AND LET LIVE. 

We all know this is the age of “any way to get there,” 
but I still believe in the old adage of “Live and let live.’ 
I believe unity along this line of action would accomplish 
wonders in building up friendly relations and hearty good 
will among local dealers. The surest way to protect the in- 
terests of the hardware business is for the dealers to protect 
each other. I am not in favor of ironclad combinations on 
prices, but a mutual understanding on staple prices would not 
be amiss. Unity is strength. In strength and influence there 
is enthusiasm, and as I said before, good will and co-operation 
work hand in hand and make for success. 


, 


THE HARDWARE ASSOCIATION, 

Finally, friends, I want to say a word about our hard- 
ware association. Through it we have gained a national 
reputation and interest. It has not only acquired the confi- 
dence and support of the retailers directly interested, but it 
has also gained the respect and good will of manufacturers 
who were inclined to be rather suspicious of our motives at 
the first. They now realize that the association is pervaded 
by a spirit of fairness to both manufacturer and jobber, re- 
garding their interests as existing side by side. These an- 
nual meetings of the hardware men of the state are a most 
pleasurable and profitable ones to me. I look forward to it 
and plan my work to be here. I enjoy and am benefited by 
meeting the various dealers and feel that our association is a 
good, practical institution. I am sure you will acknowledge 
that. It has given to other members as well the benefits of 
individual experience, thus evolving improvement in business 
methods. It has protected the interests of the weakcst mem- 
bers as well as those of the strongest. 

HAS RAISED THE STANDARD OF BUSINESS INTEGRITY. 

In short, the Wisconsin State Retail Hardware Dealers’ 
Association has raised the standard of business integrity, and 
as an advertiser it has helped at least to put the hardware 
trade on a level with any enterprise in the United States. 

There was considerable discussion on this paper, par- 
ticularly as regards the subject of local organization. 

A. T. Stebbins, Rochester, Minn., treasurer of the Na- 
tional Retail Hardware Association, then addressed the meet- 
ing as follows: 

The object of these associations is to help ourselves. I 
came here for a heart to heart talk. I represent the National 
Association, being an officer of that body. The National As- 
sociation is made up of représentatives of the different state 
associations. If the state associations prosper then the Na- 


— 7 
—— te 



















































































ee ee 































































































70 THE AMERICAN ARTISAN AND HARDWARE RECORD 


tional Association prospers. You must go away from here 


with the impression that you are a part of this organization. 
To present matters of retail interest:to the jobber and to the 
manufacturer is an easy matter and can be done better from 
a national than from an individual standpoint. This is illus- 
trated by the meeting we had last May with the jobbers. We 
had an excellent meeting, being in session with them for three 
days, and the right hand of fellowship was extended to the 
retail trade. The matter of manufacturers who sell their 
goods to catalogue houses was brought up. We had seen 
jobbers go past retailers in order to sell to consumers, and 
we are just beginning to wake up in the matter. We laid 
this question before the jobbers and they met us in a friendly 
spirit. It was generally recognized that a legitimate channel 
cf trade was from the manufacturer to the jobber, the jobber 
to the retailer, from the retailer to the consumer. And each 
and all present promised to help remedy these evils. We 
put the question to them like this, a catalogue house buyer 
approaches a buyer whose annual output is a million dollars 
worth of goods and says to him, suppose we buy a million 
dollars worth of goods what is your price? and the manu- 
facturer gives him a low price, and the consequence is we see 
the goods listed in mail order catalogues at a price we can- 
not meet. What shall we do? Is not the best thing we can 
do to handle other goods? Suppose we tell this to the travel- 
ing salesman and he in turn tells it to the jobber; then when 
the manufacturer goes to the jobber, the jobber tells him I 
do not want your goods as the retailers do not want them. 
A few cases like this ought surely to convince any manu- 
facturer that it is to his interest to use legitimate channels of 
trade. We found one manufacturer who said that he saw no 
reason that the retail trade could not handle his goods at a 
profit at the rate at which they. were quoted; the retailers 
could meet catalogue house competition and still make 7% 
10 or 12% per cent this manufacturer said. We can. This led 
to a discussion as to what retail profits should be, and it 
was agreed that they should be 20 per cent, because there 
are very few places, and those are exceptionally well located, 
where a retailer can make a living in the hardware business 
and take less than 20 per cent of the gross profits. It was 
generally felt at this meeting that the interest of the retailer 
and the jobber were identical. 

I have tried to start a local association. We formed a 
merchants’ association in our town. ‘This was brought about 
in the first place by some merchants handling trading stamps 
while others did not, and in our case, trading stamps proved 
a blessing in disguise. Every merchant in Rochester, fifty- 
seven in all, are members of our merchants’ association. We 
have a list of people who do not pay their debts. If an ac- 
count is not paid, we write the delinquent a letter stating that 
if the account is not paid by a certain date, his name will be 
reported to every mercchant in town. This system of collec- 
tion beats any lawyer. By means of a booklet we talk to out- 
of-town customers and show them why we can sell cheap. 
Farmers are organizing everywhere. The interest of the 
farmer is the interest of the merchant. Jim Hill said recently 
that the interest of the men located along his line was his 
interest. When we learned that the farmers in our vicinity 
were about to organize, we wrote them that we would furnish 
them with a hall for their meetings and our secretary would 
help them in correspondence, etc. We will have a meeting 
of the farmers next mouth. 

I wish to emphasize our duty to the traveling men. I 
have been too hard on traveling men. They are our allies. 
They bring us prices, information, etc., and do us a world of 
good. We should do what we can for them and send them 
away with better feelings. I wish to say a word on the sub- 
ject of loyalty. While we are not organized for boycotting, 
each and every member should report every violation of the 
resolutions, for if they do, it will go before 5,000 hardware 
dealers. We should have 15,000 members. When we can get 
anything we want. You have seen a pamphlet here containing 
the speeches of Mr. Corey and Mr. Bogardus before the 
National Hardware Association at Atlantic City, in Novem- 
ber last. This was the greatest step that we have taken. The 
president and the secretary of the retailers were recognized 


by being allowed to present their case. They talked to the 
manufacturers and to the jobbers. Their speeches were 
ordered printed and a copy was ordered sent to every mem- 
ber of Congress. These speeches are certainly masterly 
handling of questions of vital importance. The parcels post 
is communism. It is only a stepping-stone, Mr. Cowell says, 
from this; the United States will own the railroads, etc. We 
are making history and making it fast. Capital was organ- 
ized; then labor. We are at the tail end, but by asking for 
what we can get, we can accomplish much. 

President McNamara, Janesville, said: I thank you in 
behalf of the association for your remarks. We can all go 
home and remember parts of Mr. Stebbins’ speech for the 
rest of the year. 

Mr. McPherson, Oshkosh, then read the following 
paper on 


«RETAIL MERCHANT AS AN EDUCATOR.” 





DEALERS MUST FIRST EDUCATE THBMSELVES. 

In this line one can say a great deal, as it is a question 
that there seems to be no end. But I should try and confine 
myself to the hardware merchant and his customers. 

To be a successful merchant and educate your customers, 
that you have just what they want at the right price, you must 
first educate yourself not only to the every day needs of your 
customer but the higher class of goods that will satisfy him 
in regard to price as well as quality. 

STOCK SHOULD BE VARIED. 

I have always found that only first-class goods will do 
this. I think it a good plan to vary stock but standard goods 
will catch by far the largest percentage of the people. When 
you have done this, you are ready to begin on your custom- 
ers. You can do this by advertising in your newspaper, by 
handbills, personal letters and by constantly calling your 
customer’s attention to the superior quality of the article you 
are selling. 

SHOULD GAIN CUSTOMERS’ CONFIDENCE. 

Never advertise or quote prices which you are not willing 
to sell at. Strive to gain their confidence; let them know 
that they can rely on your word. When you have thus gained 
their confidence you can say I am a successful educator. 

I think it a good plan to try and educate your customers 
to buy goods in advance, such as binding twine, fencing and 
other lines which you buy in advance. You can often do this 
bu guaranteeing the price, same as a jobber or manufacturer 
does to you. 

EXTENDING CREDIT. 

There is another point which I wish to call your attention 
to, that is, extending credits. I think you will all agree with 
me when I say we extend credits too long to be profitable. 
This can be obviated in a great measure by having a thor- 
ough understanding when you sell the goods as to the time 
you are willing to extend credits. If not paid promptly, call 
your customers’ attention to the terms, either by statement 
or calling on them personally. I find it much easier to col- 
lect an account that has run only thirty or sixty days than one 
that is from one to two years old 

MUST MEET CONDITIONS OF TRADE. 

Do not think because I have called your attention to a few 
points which I think are right that every merchant can fol- 
low any line of procedure and not cary from it. Different 
localities and conditions call for a very different mode of 
doing business. Every merchant must meet the conditions 
of trade as they arise. 

THE HIGHEST TYPE OF ADVERTISING. 

If something new in hardware is offered you, if it has 
merit, buy it, make special effort to get them in the hands of 
the people who have use for them. There is no higher type 
of advertising to my mind than having a lady drop in on her 
neighbor and see her using some household article and asks 
“Where did you get it?” “Why, of Findeisen Bros., and it is 
just what I have wanted; it’s a new thing.” The first lady 
makes up her mind she must have one of the same kind, 
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and 99 times out of 100 she will go straight to Findeisen 
Bros. and get it. 

It is often the case that a merchant that first introduces 
an article to the people sells more of them than all of his 
competitors. 

These points seem to me to be education in the retail 
hardware business. 

Mr. Jones of Racine suggested that the secretary should 
get up petitions to be sent to the membership for local cir- 
culation, and on motion oi Geo. D. Dana of Fond du Lac a 
motion was made that the secretary be so instructed. 

The question box was then opened and the following 
questions were read: 

r. What ts the best show of stock and arrangement for 
carpenter's tools? 

2. What is the best method of getting the ‘cost of an 
article made in your tin shop? 

C. E. Dewey, Kenosha, in speaking on this question, out- 
lined the system he used, adding that a representative of THE 
AMERICAN ARTISAN had asked him for it and it would appear 
in that publication. 

3. What shall the dealer do with articles damaged in 
transit? 

4. What proportion of nails, sash weights, wire fence 
and other staples can a man sell in proportion to his entire 
business and prevent making a failure of his business? 

5. What is A. J. Slater's present address? 

6. Why should jobbers’ and manufacturers’ agents go to 
factories to sell their tools through the foreman thus cutting 
off retailers’ trade? 

It was decided that the evil complained off was committed 
by peddlers and that manufacturers, with an established busi- 
ness seldom did this. 

7. Why should a firm be patronized that sells wholesale 
and retail cutting off the retailer's share of the profits? 

8. What is the remedy when the floor of a second story 
is made cold through the circulation of air for show windows? 

9. What shall I use for heating two rooms which I wish 
to heat with a radiator connected from the furnace? It is a 
case where I cannot use hot water heat. 

Pres. H. L. McNamara, Janesville, said: In cases like 
this I use Smith’s water attachment, made by the Chas. 
Smith Co. of Chicago. 

1o. What is your experience with trading stamps? 

rr. Would it not be a good plan if any member of this 
association interested in the collection of curios or having 
such items should make arrangement for their exhibition at 
each yearly meeting? 

12. What need is there for surplus in a mutual insur- 
ance company? 

Mr. Stebbins said: That a surplus was provided to guard 
against extraordinary risks. The Minnesota Retail Hardware 
Association had $20,000 surplus, largely invested in municipal 
bonds paying 4 per cent, and intended to make it $50,000 as 
soon as possible. 

Wm. Wright, secretary of the Jefferson Mut. Fire Ins. 
Co., said: The law prohibits any company or their repre- 
sentatives from forming a compact to maintain established 
rates. The companies form a field club and send out an 
advisor’s tariff rater who is paid by the local agent. This 
man comes to Jefferson, let us say, and advises such rates as 
will enable the companies to pay expenses, pay profits and 
declare dividends. These are not binding. The local agents 
can alter them. A New York man does not know the finan- 
cial hazard of a town. The local agent is the only man who 
knows the moral hazard of Jones and the physical character 
of Jones’ building. The agent who says he does not make 
the rate lies. The next time one of them springs his story 
on you, ask him to show you article 3 of the by-laws of the 
local board of underwriters. The executive committee of 
this association in your town have control of all rates, but 
they may employ an advisor to enable them to give a just 
rate. 

As regards the 2 per cent tax. If you insure in a mutual, 
Lloyd’s or stock, it is not exempt from this tax. The 2 
per cent is paid by its local agent. If you get a policy from 


AND HARDWARE 








RECORD 71 


out of town, deduct 2 per cent and pay this to the fire de- 
partment of your city, whether it be volunteer or paid. As 
regards the expense of insurance organization, you must pay 
a fee to the department of $25 for your charter and also $25 
for every paper you file. You must also pay $1.00 for the 
annual license of all your agents. You can afford this by 
having a number of offices located at different towns through 
the state. Any citizen can solicit insurance without compen- 
sation. \ company, either mutual or stock, makes more 
money on dollar than two dollar risks. A metal or slate roof 
or stone foundation all help. In writing insurance, do not 
look at the fact of the premiums $30,000 insurance taken, but 
figure how soon you must pay a loss. If a building is de- 
fective, it is unwise to carry insurance on it until it is im- 
proved. Many men do not look at a policy at all. They look 
at the amounts and put it in their safe, that is all. They only 
examine it in case of a loss. Do you take a real estate man’s 
word as to whether the property is incumbered or not, or do 
you get an abstract of title? Are you certain that your local 
agent is qualified to write insurance? Ninety per cent of the 
insurance written are technically void. The time to adjust a 
loss is before not afterwards. The authority of an agent 
stops when a fire commences. If he has no more authority 
than this, why place confidence in him? Why not look your 
policy over? For instance a policy signed by J. W. Jones & 
Co., as agents, is worthless. A company cannot sign, but each 
and every member must sign individually to make it valid. 

In reference to the decreasing rates, the best method is 
as follows: In case where you carry gasolene, benzine and 
naphtha in the basement, remove it to a small building built 
expressly 

The motion previously passed in regard to circulating 
petitions against the parcels post was amended on motion of 
R. C. Murdoch of Beloit to read that each member should 
send a personal letter to his congressman on this matter, and 
was carried. 

Pres. McNamara asked the incorporators of the insurance 
department to meet after adjournment 

he convention adjourned at 4:30 p. m 
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CONVENTIONALITIES. 


No state hardware association nas heretofore gone to 
the same city twice to pick out its head, and it is a 
high compliment to Janesville that the Badger dealers 
should choose a second president from that city in 
the person of H. L. McNamara—.A. H. Sheldon having 
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Republican House. 

C. A. Peck, Berlin, who was re-elected secretary of 
the association by acclamation for the eighth time last 
Thursday, is the dean par excellence of the hardware 
association official corps. He has been longer in har- 
ness than any other official of a retail hardware deal- 


ers’ association, and what he does not know about retail 
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hardware men in the Badger state is not worth know- 
ing. 

Doe-Wah-Jack pitched his tepee in room No. go of 
the Republican House directly opposite the convention 
hall. Here Braves H. L. Mosher and George T. Ad- 
ams were kept busy in entertaining the many friends of 
the Estate of P. D. Beckwith, Dowagiac, Mich., in the 
regular Round Oak way. As an exhibit they were 





showing a Round Oak Chief steel range with high 
closet and reservoir, and also a design of the oven door 
of this range with an oven thermometer attached. They 
were giving away as a souvenir a most attractive stein 
decorated in handsomely contrasting colors and show- 
ing a picture of Doe-Wah-Jack on the outside. They 
were also distributing a small miniature Round Oak 
heater to be used as a watch charm. 

The L. J. Mueller Furnace Company, Milwaukee, 
Wis., occupied Room No. 84 of the Republican House 
and were represented by M. B. Garnsey, G. C. Mueller, 
L. J. Mueller, Jr., and E. S. Schlecht. They were dis- 
tributing as a souvenir a handsome match box with cel- 
luloid cover, on one side of which was a pretty picture 


{ 
N 
: 
N 
S 





of “Love’s Flight.” Their exhibit was a very complete 
and interesting one, including a Mueller all-cast fur- 
nace No. 25 series, four Mueller side wall registers, 
also safety furnace pipes and fittings in oval and square 
styles. The specialty they were showing was the Mil- 
waukee draft regulator. 

F. W. Lynn, assisted by G. R. Porter, C. A. Gustaf- 
son, A. E. Winter, G. P. Plischke and W. H. Richards, 
was representing Hibbard, Spencer, Bartlett & Co., 
Chicago. Their stove exhibit was a particularly at- 
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tractive one, including the Hibbard air-tights, a hand- 
some line of hot blasts and some exceptional values 
in medium-priced oaks. 

Walter Voigt, the northwestern representative of the 
Berger Mfg. Co., Canton, O., occupied Room 53 of the 
Republican House, where he was showing a full line 
of metal ceilings in French Renaissance, Italian Renais- 
sance and German Renaissance, also Berger’s old-style 
tin plate. He was giving away a clasp as a souvenir. 





This useful little article was in quite decided demand. 
Mr. Voigt is a gentleman of pronounced suavity and 
rare energy. He has a decided call on the metal ceiling 
trade in his territory. 

The Joliet Stove Works, Joliet, Ill., were represented 
by H. W. Smith, who had a magnificent exhibit of the 
stoves of this concern on the first floor of the Repub- 
lican House. The goods shown included Moore’s Fire- 
keeper No. 20, Moore’s Premium range No. 269, with 
oven thermometer and thermometer guide, new scorch- 
ing cover, controlling damper and chain attachment ; 
Moore’s Special steel range No. 168, and Moore’s base 
burner arranged to chute ashes into the cellar. 

J. D. Warren, of J. D. Warren & Co., Chicago, is 
one of the most genial and popular of convention at- 
tendants. He has built up a special business of his own 
in supplying artistic hardware shelving and has left 
his imprint over pretty nearly all the Badger state. 

The Peters Cartridge Co., Cincinnati, were repre- 
sented by Frank Carter, who has a host of cordial ad- 
mirers in the ranks of Badger state dealers. The but- 





ton he was giving away as a souvenir was the style, em- 
phatically so, and the Wisconsin dealers were all in 
style, too. 

Visitors to Room 84 of the Republican House were 
cordially greeted by Messrs. H. O. Spencer and C. W. 
Schuchardt, who were explaining the merits of the 
door hangers and hardware specialties made by the 
Richards Mfg. Co., Aurora, Ill., and were distributing 
some attractive and tasty souvenirs in the shape of 
morocco match boxes. These gentlemen are thorough- 
breds both in a business and a social way. They are 
keenly versed in the intricacies of the door hanger 
business and also know how to make friends with those 
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with whom they come in business contact with no effort 
at all. 

Geo. M. Clark & Co., 
exhibit in Room 78 of the Republican House, where 


Chicago, had a very attractive 


their Messrs. E. B. Martin and L. D. Bond were dis- 


tributing some desirable culinary novelties in the shape 





of egg separators, and were showing the Process gaso- 
lene stove, single generator gasolene stove and a new 
Jewel steel range. 

The Home Pride Range Company, Marion, Ind., 
were keeping open house in Room D, where they were 
represented by their Messrs. C. W. Halderman, O. C. 
Harrison and O. E. Halderman. 
a couple of Home Pride malleable ranges showing two 


They were showing 
styles of reservoirs. These were coppered and nickel- 
ing was placed on over the copper. They were giving 
away a handsome souvenir in the shape of a nickel stove 
lifter. 








HOME PRIDE Radles ga 















The greater Home Pride malleable steel range has a 
number of points to recommend it to the trade. The 
steel body is, it is claimed, 2 to 8; the oven bottom is 
2 to 6, and the linings are 4 to 8 gauges better than 
those of any other steel range. It is asbestos lined, in- 
cluding the back flue, and bottom lower warming closet. 
All this lining is between heavy sheets of steel. The 
oven bottom brace is malleabie. The reservoir is 20- 
ounce copper portable and convenient to handle. It 
comes either right or left hand and is flush. The front 
finish is smooth nickel. The water front without pouch 
feed weighs 42 lbs. There is a 36-!b. front with pouch 
feed. 

J. L. Perkins & Co., 235 Lake St., Chicago, were 
ably represented by Louis A. Denoyer and Harry C-. 
Frantz. These gentlemen have evidently quaffed of 
the spring of eternal popularity, if there be such a 
thing, as everybody likes them and appreciates their 
genuine good fellowship. 

J. C. Hood, Harlan S. Crane and J. L. Potter, repre- 
senting the Fuller-Warren Co., Milwaukee, were fa- 
miliar figures in the corridors of the Republican House. 
These gentlemen have a wide acquaintance in the ranks 
of the Wisconsin dealers. 

The Eclipse Stove Company, Mansfield, O., were 
represented by J. C. Bump, who has been their Wis- 
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consin representative for many vears. Mr. Lump is 
deservedly popular with the trad \ number of 
years ago, when traveling men were solicited to bring 
in members by the association, Mr. Bump applied him- 
self strenuously to this work and brought in more 
members than all the other members of the fraternity 
put together. 

E. C. Atkins & Co., Inc 


ably represented by A. T. Teel, G. W. Dunnington and 


Indianapolis, Ind., were 
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W. A. Kromer. Their line of souvenirs were, as usual, 


unique and in unusual demand. The retal hardware 


world has a very warir spot for thic firm on account of 








the excellence of their gO xis and also for their stand on 
certain trade questions, and their representatives were 
greeted with marked cordiality. 

The Simonds Mfg. Co., Chicago, represented by 
Messrs. A. Braffett, J. Van Dyke, Jr., and Will J. 
Feddery, were giving away a neat court-plaster case. 

A. G. Hull, J. C. 
sentatives of the Malleable Iron Range Co., 
Dam, Wis., 
pocketbook. 


Brown and Silas McClure, repre- 
Beaver 


were giving away a handsome morocco 


H. Meinshausen, Wisconsin representative of the 
Germer Stove Co., Erie, Pa., kept open house in Room 
245 of the Republican House, where he showed a Radi- 
ant Home steel range and a couple of their handsome 
heating stoves. This firm have a good hold on the 
affections of Wisconsin dealers, and Mr. Meinhausen 
was kept busy entertaining visitors. 

The Milwaukee Corrugating Co., Milwaukee, had a 
magnificent exhibit on the first floor of the Republican 
House. They were ably represented by their L. H. 
Kuehn, assisted by L. H. Larson. They were showing 
metal ceilings, Louis XIV design, in all styles and in 


any design to fit any room. Their new corrugated elbow 
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was an absolute success and proved of the deepest 
interest to all dealers present. They were showing 
other samples of their lines of goods, which include 
sheet metal roofing and siding, eaves trough, conductor 
pipe, cornices, architectural sheet metal work, tin plate, 
sheet iron, metals, metal ceiling, and galvanized corru- 
gated conductor pipe elbows. 

The Wm. Frankfurth Hardware Co., Milwaukee, 
made a decided hit with the handsome ladies’ shopping 
bag enclosing a neat pocketbook they were giving away 








ee — J 


as a souvenir. They were represented by L. Buttles, 
E. Bonduvant, R. Clauder, L. Frankfurth, A. Guettler, 
C. Haeckler, F. Hayden, V. Husting, E. Krueger, W. 
FE. Morehouse, R. Nazro, E. Streissguth and P. Zach. 

The White Lily Washer Co., Davenport, Ia., were 
represented by Sam T. White and Theo. Rosche, and 
their White Lily was as much in evidence as bouton- 
niers as the tri-color was in the days of Robespierre 
and Mirabeau. This washer has a great peoularity 
both east and west and Mr. White’s energetic pushing 
has made it a favorite with thousands of dealers. 

C. W. Davis, formerly one of the best known cyclists 
in the West, was representing John McVoy & Co. at 
the convention. ‘This firm, who are located at 21-25 
Michigan St., Chicago, handle a complete line of gal- 
vanized and black sheets, corrugated roofing and siding, 
conductor pipe and eaves trough, tin and terne, steel 
ceilings, etc. 

The Charles Smith Co., 122 Lake St., Chicago, man- 
ufacturers of Hero furnaces and hot water heating at- 
tachments, have a large number of friends in the Wis- 
consin trade. They were represented at the convention 
by their Mr. L. H. Brewer, who was kept busy shaking 
hands with his army of customers among the Badger 
state dealers. 


G. M. Gates, with the Thomas White Stove Co., 
Ouincey, Il., has a large clientele among northwestern 
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dealers. He was distributing to his friends in the state 
a handsome morocco cover memorandum book, which 
had pages for insurance expiration, identification page, 
1904 calendar, popular and electoral vote for president 
in 1900, number of shrubs or plants for an acre, 
strength of ice, object visible at sea level, lumber table, 
table showing capacity of corn cribs, population of the 
United States by states and territories, population of 
cities of over 75,000 inhabitants, population of cities of 
over 25,000, postal statistics, page for memoranda for 
every day in the year, map of the United States, brief 
business laws, receipts for cleaning different substances, 
names of presidents of the United States, calendar for 
1905, table of weights and measures, and interest calcu- 
lations. 


The C. A. Peck Hardware Co., Berlin, Wis., were 
represented by C. A. Peck and F. A. Peck. They were 
showing a number of the specialties which they manu- 
factured, including the Uncle Sam, Gem and Diamond 
mail boxes. The Uncle Sam mail box is made from 
No. 22 galvanized iron throughout, all corners are 
double seamed, all edges are wired with No. 10 cop- 
pered wire; it is neatly striped with red, has an inside 
receptacle for pennies and an outside drop letter slot 
with flap. The Gem Rural mail box is made from 
No. 20 galvanized iron throughout, the corners are 
re-enforced, the cover cannot remain open, there is an 
inside letter holder and the box itself and its drop 
letter slot are storm proof. The Diamond mail box is 
made from No. 20 galvanized iron throughout, all. cor- 
ners are riveted and it is the easiest box from which 
to remove mail. The signal can be seen at a long dis- 
tance. They were also showing a nail keg and barb 
wire truck. 

The National Enameling & Stamping Co., Milwau- 
kee, made a decided hit by the complete smoking outfit 
they were giving away. These consisted of a trick 
match box, a package of genuine Durham smoking to- 
bacco and a handsome clay pipe modeled in imitation 
of some of their well known enameled ware. Their 
representatives on the floor of the convention included 
Oito H. Kunde, John Wegner, Jr., Frank D. Wolf- 
gram, Frank G. Schultz and M. Thomas. 


The Voss Bros. Mfg. Co., Davenport, la., had an 
exhibit of their Ocean Wave washers on the first floor 
of the Republican House. They were showing an 
Ocean Wave and Eagle washer, and were represented 
by Chas. Mearns and H. C. White. The principle of 
their gearing is a tilting rack to which is riveted a 
four-horn guide, operating on a ball securely fastened 
to the upright shaft and driven by the pinion wheel 
fastened to the main shaft. Their dasher is nicely 
turned from seasoned elm, all edges being well rounded 
and smoothly finished. Their tub is made from Louisi- 
ana cypress throughout, having corrugated sides and 
bottom, the legs forming part of the body. It is bound 
by three heavy hoops. 


Schill Bros. Co. of Crestline, O., had Room 251 at 
the Republican House, where they were represented by 
H. L. Hoffman and J. W. Roraback. They were keep- 
ing open house and entertained a number of visitors. 
Their exhibits included a No. 16 and No. 18 Schill Oak 
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and a square Schill steel range, No. 188, with high 
shelf, and No. go Schill steel range with high closet and 
reservoir. They were also showing a model of Schill’s 
New Idea furnace. They were giving away a burnt 
leather match safe as a souvenir. The wall of their 
room was adorned with a handsome poster 3x5™% feet 
in dimensions, showing a young lady cooking biscuits 
on one of Schill’s steel ranges. 

The Detroit Stove Works were represented by Louis 
E. Swane. They were giving away a pencil which they 
styled the Detroit. Jewel Mum pencil. One end of this 
pencil was a regular lead pencil and the other, on ex- 
amination, proved to be an eraser, although it looked 
exactly like sharpened lead. 





The Stowell Mfg. & Fdry. Company, Milwaukee, 
were represented by M. J. Evans and J. M. Boyd, who 
were welcoming visitors in Room 75 of the Republican 
House. They were showing a line of hay carriers, par- 
lor and barn door hangers, side wall registers, floor 
registers, Hanson vises, tackle boxes, sling pulleys, hay 
slings, carriage pole tips and saw clamps. This mag- 
nificent exhibition of theirs had been shipped from 
Kansas City, Mo., where it had created marked interest 
among the delegates to the meeting of the Western 
Implement Dealers’ Association. 

John Kontny, the well known Chicago stove jobber, 
occupied room No. €6 of the Republican House, and 
he and F. H. Leevy, his Wisconsin representative, were 
busy shaking hands with many friends in the Wiscon- 
sin trade. Mr. Kontny had a number of placards :n the 
corridors of the hotel calling attention to the fact that 
his line included Sunshine stoves and ranges, St. Clair 
stoves and ranges and Triumph furnaces, steam and 
hot water heaters. 

The Cole Mfg. Co., Chicago, occupied room No. 
104, at the Republican House, where their Messrs. F. 
E. Bush and C. A. Woolley were entertaining the many 
friends of Cole’s hot blast in the Badger state. They 
were showing engraver’s proofs of five different sizes 
of the hot blast stove for coal and the air-tight for 
wood; also a model of Cole’s spiral tubular radiator 
for use on any stove. A complete line of their stoves 
were shown in the hardware store of F. W. Schneck 
three doors north from the Republican House. 

“Talk with Bliss’’ was the message displayed on a 
number of large placards in the corridors of the hotel, 
and the trade on visiting room No. 102 of the Repub- 
lican House found W. H. Bliss, the suave Wisconsin 
representative of the Robinson Furnace Company, Chi- 
cago. Mr. Bliss explained the merits of a model of the 
Robinson Tubular furnace to his many visitors. 


C. H. Lee, occupying room No. 246 of the Repub- 
lican House, had a handsome exhibit of the goods of 
the Tuttle & Bailey Mfg. Co., New York. He was 
showing a Tuttle & Bailey side-wall register with a 
wall paper background and also samples of their regu- 
lar line of nickel-plated and copper registers. 

R. J. Schwab & Sons Co., Milwaukee, Wis., manu- 
facturers of the Gilt Edge furnaces and combination 
heaters, were represented in the corridors of the Repub- 
lican House by their Messrs. E. E. Dunning and F. H. 
Wherry. These gentlemen are furnace experts of rec- 
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ognized ability and they were kept busy shaking hands 
with the many friends of these goods. 

J. M. Cooper, representative of Henry Disston & 
Sons, Philadelphia, was among the popular traveling 
men in attendance at the convention. Mr. Cooper is an 
authority on all kinds of saws and thoroughly believes 
in the superiority of the Disston saws. 

THE FRINGE, 

George TIT. Adams, Estate cof P. D. Beckwith, owagiac 
Mich. 

W. H. Bliss, Robinson Furnace Co., Chicago, II! 

L. H. Brewer, Charles Smith Co., Chicago; I 

E. L. Bigelow, Landers, Frary & Clark, New Britian, Ct. 

L. Buttles, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

J. M. Boyd, Stowell Mfg. & Fdy. Co., Milwaukee. 

H. L. Brown, James E. Patton Co., Newark, N. J. 

Wm. Brummeler, Wm. Brummeler & Sons, Grand Rap- 
ids, Mich. 

E. C, Burdick, Pittsburg Stcel Co., Janesville, Wis. 

F. E. Bush, Cole Mig. Co., Chicago, IIl. 

E. Bonduvant, Wm. Frankfurth Hdw. Co., Milwaukee, 
Wis 
-- Bump, Eclipse Stove Co., Mansfield, O 
H. Colpeys, James E. Patton Co., Newark, N. J. 

R. Clauder, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

Harlan S. Crane, The Fuller-Warren C 
Wis. 

J. M. Cooper, Henry Disston’s Sons, Chicago, II1 

FE. M. Day, Day Metallic Mfg. Co., Detroit, Mich 

M. J. Evans, Stowell Mfg. & Fdry. Co., S. Milwaukee, 
Wis 

W. A. Douglass, The Iron Age, Chicago, 

Louis A. Denoyer, J. L. Perkins & Co., Chicago, II 

G. W. Dunnington, E. C. Atkins & Co., Indianapolis, Ind. 

L. Frankfurth, Wm. Frankturth Hdw. Co 
Wis. 

J. H. Farquharson, M. & D. Range Co., Chicago, II 

H. D. Final, Marshall, Wel!s Hdw. Co., Duluth, Minn. 

Harry C. Frantz, J. L. Perkins & Co., Chicago, II] 

\. Guettler, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

G. M. Gates, Thomas White Stove Co., Quincy, II] 

C. Haekler, Wm. Frankfurtii Hdw. Co., Milwaukee, Wis. 

F. Hayden, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

H. L. Hoffman, Schill Bros. Co., Cressline, O 

C. W. Halderman, Home Pride Range Co., Marion, Ind. 

QO. E. Halderman Home Pride Range Co., Marion, Ind. 

QO. C. Harrison, Home Pride Range Co., Marion, Ind. 

J. C. Hood, The Fuller-Warren Co., Milwaukee, Wis 
V. Husting, Wm. Frankfurih Hdw. Co., Milwaukee, Wis. 
Wm. F. Hyde, Brand Stove Co., Milwaukee. 

B. F. Isbell, Lawrence Bros., Sterling, III. 
S. P. Johnston, THe American ArTISAN, Chicago. 
F. W. Koenoke, Jas. E. Patton Co., Newark, N. J 
John Kontny, Chicago 
R. W. Kimball, National Siove Co., Loraine, O., and A. 
C. Barler Mfg. Co., Chicago 
W. A. Kromer, E. C. Atkins & Co., Inc., Indianapolis, 
Ind. 
L. H. Kuehn, Milwaukee Corrugating Co 
Wis. 
E. Krueger, Wm. Frankiurth Hdw. Co., Milwaukee, Wis. 
C. H. Lec, Tuttle & Bailey Mfg. Co., New York 
L. N. Larson, Milwaukee Corrugating C Milwaukee, 
Wis. 
F. H. Leevy, John Kontny, Chicago, III 
D. A. Lewis, Rochester Stamping Co., Rochester, N. Y. 
Frank W. Lynn, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Il. 
R. H. McMahon, C. Sidney, Shepard & Co., Chicago, IIL 
Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport, Ia 
Geo. A. Metcalf, Wallis, Robinson & Co., Chicago, Il 
A. D. Meyer, Brand Stove Co., Milwaukee, Wis. 
Wm. Moeller, The Marshall-Wells Hdw. Co., Duluth, 
Minn. 
C. T. Mortenson, Columbia Mfg. Co., Antigo, Wis 
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D. L. Myers, Watertown Thermometer Co., Watertown, 
me ee 

H. Meinhausen, Germer Stove Co., Erie, Pa. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

H. L. Mosher, Estate of P. D. Beckwith, Dowagiac, Mich. 

W. E. Morehouse, Wm. Frankfurth Hdw. Co., Mil- 
waukee, Wis 

W. C. Nelson, American Screw Co., Chicago, III. 

R. Nazro, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

W. H. Pier, Favorite Stove & Range Co., Piqua, O. 

J. L. Potter, The Fuller-Warren Co., Milwaukee, Wis. 

Jacob Retterer, Chicago, II! 

J. W. Roraback, Schill Bros. Co., Crestline, O. 

G. A. Robertson, Allerton, Clark Co., Chicago, III. 

Chas. F. Riehl, Jacob J. Vollrath Mfg. Co., Sheboygan, 
Wis 

Jno. J. Sinzich, Geo. H. Bishop & Co., Chicago, III. 

S. Schwartz, Jas. E. Patton Co., Newark, N. J. 

M.-F. Stellwagen, Baxter Stove Co., Minneapolis, Minn. 

Louis E. Swane, Detroit Stove Works, Detroit-Chicago. 

H. O. Spencer, Richards Mfg. Co., Aurora, III. 

R. R. Shuman, The Iron Age, Chicago, III. 

F. E. Sladden, Allith Mfg. Co., Chicago, III. 

Chas. C. Sostheim, Richardson & Boynton’Co., Chicago. 

E. R. Spence, Rundle-Spence Mfg. Co., Milwaukee, Wis 

E. Streissguth, Wm. Frankfurth Hdw. Co., Milwaukee, 
Wis. 

FE. i. Schlecht, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

Frank G. Schultz, National Enameling & Stamping Co., 
Milwaukee, Wis. 

C. W. Schuchardt, Richards Mfg. Co., Aurora, III. 

Daniel Stern, THe AMERICAN ARTISAN, Chicago, III. 

A. T. Teel, E. C. Atkins & Co., Minneapolis, Minn. 

Geo. W. Trout, Trout Hdw. Co., Chicago. 

Walter E. Voigt, Berger Mfg. Co., Canton, O. 

H. C. White, Voss Bros. Mfg. Co., Davenport, Ia. 

A. E. Winter, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Ill. 

C. A. Wooley, Cole Mfg. Co., Chicago, III 

P. Zach, Wm. Frankfurth Hdw. Co., Milwaukee, Wis. 

Theodore Rosche, White Lily Washer Co., Davenport, Ia. 

Sam. T. White, White Lily Washer Co., Davenport, Ia. 

Otto H. Kunde, National Enameling & Stamping Co., 
Milwaukee, Wis. 

D. E. Wing, Rhinelander Mfg. Co., Rhinelander, Wis. 

John Wegner, Jr., National & Enameling Co., Milwau- 
kee, Wis. 

L. D. Bond, George M. Clark & Co., Chicago, IIl. 

E. B. Martin, George M. Clark & Co., Chicago, III. 

C. W. Davis, John MeVoy & Co., Chicago, II. 

A. Braffett, Simonds Mig. Co., Chicago, III 

J. Van Dyke, Jr., Simonds Mfg. Co., Chicago, II. 

Will J. Feddery, Simonds Mfg. Co., Chicago, III. 

H. A. Sheldon, Hunt, Helm, Ferris & Co., Harvard, III. 

E. T. Sheridan, Peninsular Stove Co., Chicago. 

Frank J. Hood, Hunt, Helm, Ferris & Co., Harvard, IIl. 

N. Christopherson, A. J. Lindemann & Hoverson Co., 
Milwaukee, Wis 

J. D. Warren, J. D. Warren Mfg. Co., Chicago, IIl 

H. C. O'Neill, Buck’s Stove & Range Co., St. Louis, Mo 

A. A. Babcock, Smalley Mfg. Co., Appleton, Wis 

H. W. Smith, Joliet Stove Works, Joliet, Il 

A. G. Hull, The Malleable Iron Range Co., Beaver 
Dam, Wis 

J. C. Brown, Malleable Iron Range Co., Beaver Dam, 
Wis. 

Frank D. Wolfgram, National Enameling Co., Milwau- 
kee, Wis 


Silas McClure, Malleable Iron Range Co., Beaver Dam, 


Wis. 
H. M. Gay, Wells & Nellegar Co., Chicago, III. 
Charles L. Burch, Abram Cox Stove Co., Chicago, III. 
H. W. Rusco, Abram Cox Stove Co., Chicago, III. 
E. Seidel, Milwaukee Pattern Works, Milwaukee, Wis 
O Seidel, Jr., Milwaukee Pattern Works, Milwaukee,Wis 
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A. Drolshage, Milwaukee Pattern Works, Milwaukee, 
Wis. 

G. H. Lehrkind, Washington Cutlery Co., Milwaukee, Wis 

J. Antoine, Wis. Foundry & Steel Works, Cedar Grove, 
Wis. 

John Jungers, Wis. Foundry & Steel Works, Cedar 
Grove, Wis. 

G. R. Porter, Hibbard, Spencer, Bartlett & Co., Chicago 

C. A. Gustafson, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Ill. 

G. P. Plischke, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Ill. 

W. H. Richards, Hibbard, Spencer, Bartlett & Co., Chi- 
cago, Ill. 

J. E. Flint, Excelsior Steel Furnace Co., Chicago, III. 

J. J. Walton, Ellictt Mfg. Co., Warren, Il. 

Zach Miller, Brand Stove Co., Milwaukee, Wis. 

E. E. Dunning, R. J. Schwab & Sons Co., Milwaukee, Wis 

F. H. Wherry, R. J. Schwab & Sons Co., Milwaukee, Wis 

A. J. Upham, DeKalb Fence Co., DeKalb, III. 

Ben Pritzlaff, John Pritzlaff Hdw. Co., Milwaukee, Wis 

Geo. Davis, John Pritzlaff Hdw. Co., Milwaukee, Wis 

A. Luedtke, John Pritzlaff Hdw. Co., Milwaukee, Wis. 

Morris Thomas, National Enameling & Stamping Co 
Milwaukee, Wis. 

Se ad 
FORM AN INSURANCE COMPANY, 

The Wisconsin Retail Hardware Dealers’ Mutual 
Fire Insurance Association held their meeting on 
Wednesday morning, Feb. 3rd, and elected O. P. Schla- 
fer president, C. A. Peck of Berlin secretary, H. L. 
McNamara of Janesville treasurer. 

MEETING OF KENTUCKY RETAIL HARDWARE 
DEALERS’ ASSOCIATION. 

Paul Wagner, secretary of the Kentucky Retail 
Hardware and Stove Dealers’ Association, advises us 
that the fourth annual meeting of the Kentucky Retail 
Hardware and Stove Dealers’ Association will be held 
in Louisville on March 1st and 2nd at Liederkranz 
Hall. No official program has been issued. 

-7e- 


RESOLUTIONS OF CONGRATULATION. 


At a recent meeting of the Chicago Retail Hardware 
Dealers’ Association, Z. T. Miller, G. R. Lott and W. B. 
Costello were appointed as the committee to draw up 
resolutions congratulating W. A. Bogardus, president 
of the National Retail Hardware Dealers’ Association, 
and M. L. Corey, secretary of the same body, for their 
protest against the parcels post bill at the recent con- 
ventions of the American Hardware Manufacturers’ 
Association and the National Hardware Association at 
Atlantic City, N. J. These resolutions were as fol- 
lows: 

Resolved, That we appreciate the fact that President 
W. A. Bogardus and Secretary M. L. Corey, of the 
National Retail Hardware Dealers’ Association, are 
deserving of the highest praise for the prompt and sat- 
isfactory manner in which they met the trying emer- 
gency forced on them by the placing of an advocate of 
the parcels post bill on the program of the American 
Hardware Manufacturers’ Association in the joint ses- 
sion of that body with the National Hardware Associa- 
tion at their recent conventions at Atlantic City, N. J. 

Resolved, That we extend to Messrs. Bogardus and 
Corey the hearty congratulations of the Chicago Retail 





45 65 <—@ tee 


laine 








THE AMERICAN ARTISAN 


Hardware Dealers’ Association on the able manner in 
which they represented retail interests before these 
aforesaid conventions of the hardware manufacturers 
and jobbers. 

Resolved, That we fully indorse their views on the 
parcels post question, and hereby request various retail 
hardware associations to urge these views upon their 
respective senators and representatives in Congress. 





oo 


PRAISE FOR THE WHIIE LILY. 





The Creston (Ia.) Herald of recent date contains 
the following interesting write-up of the White Lily 
washer : ‘ 

“The old back-breaking system of doing the family 
washing, that is by the old washboard method, is al- 
most a thing of the past and as a consequence Amer- 
ican women live longer and die happier. One reason 
for thinking that Creston women at least have dis- 
carded the ancient method is that the Creston Hard- 
ware Co. the past year disposed of one hundred wash- 
ing machines of one brand alone. They sold scores 
of others, but this one brand—viz., “The White Lily” — 
seems to the practical housewife to be just what the 
doctors ordered. The Creston Hardware Co. received 
its first order of ‘White Lilvs’ on January 22, 1903, 
and sold the hundredth machine this week. This rec- 
ord almost equals this stove record. The 
‘White Lily’ is a handsomely finished machine, simple 
in construction, easy action and of quiet running gear, 
yet it does work in the most expedient and satisfactory 
manner. The ‘White Lily’ washer is made by the 
White Lily Washer Company of Davenport, Iowa, 
and any one who is in need of a labor-saving machine 
should call at the store or at their neighbors’, who 
doubtless have one, and investigate the ‘White Lily.’ 

“Save your hands and back and let the ‘White Lily’ 
do the work.”’ 


store’s 
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BULLER STEEL DAMPER CLIP. 








The Chicago Furnace Supply Co., 64-66 West Mon- 
roe street, Chicago, are manufacturers of the Buller 
steel damper clip shown herewith. This is a high- 





Cast Damper Clip Showings Old Way. 
grade steel clip, cut from heavy sheet steel, and it is 
said avoids the defects of the cast clip. This firm’s 
specialties include Chicago safety pipe, single furnace 





Buller Steel Damper Clip Showing New Way. 
pipe, galvanized iron pipe, round furnace pipe, register 
boxes, tin galvanized elbows, asbestos paper, asbestos 
cement, warm air dampers, bonnets and casings, stove 
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pipe and elbows, adjustable elbows, steel damper clips, 
asbestos paste, stove pipe dampers, registers and bor- 
ders, hot water heaters, Uncle Sam dampers, Yankee 
dampers, register fenders, steel registers, chimney tops, 
smoke stacks and clinker hooks. 


°-ee 


BUSINESS CHANGES. 





NEW FIRMS. 
Tremont City, Ohio—Edgar B. Hilton. 
Youngstown, Ohio.—Geo, D. Gluck. 
Lewisville, Minn.—Plummer & Litz. 
Albany, Wis.—E. S. Huff. 
Lewistown, Mont.—Woodman & Charters. 
Woodbury, Oreg—Altnow & Co. 


CHANGES. 

St. Cloud, Minn.—N. Libert succeeds Andrew Henne 
mann. 

Underwood, Minn.—G. Smith succeeds Otto Hovda. 

Wendell, Minn.—Bergen & Sand are succeeded by L. C. 
Bergan. 

Long Lake, Minn.—A. N. Gray is succeeded by W. W. 
Car & Son. 

Wykeff, Minn.—Irving Peshak has purchased a half in- 
terest from D. M. Peshak. 


Duluth, Minn.—The Maxon-Hale Hardware Co. are suc- 
ceeded by the Maxon Hardware Co. 
Minnesota Lake, Minn.—Trahms & Scheidt succeed 


Scheidt & Kaus. 

Ortonville, Minn.—McLane 
Clarke. 

Leon, Ia.—G. F. Mills is succeeded by J. W. Keller. 

Keota, la—Bower Bros. succeed H. C. Bower. 

Coin, la—E. H. Mitchell is succeeded by T. O. Anderson. 

New Sharon, Ia—Way & Sons succeed Way & Grove. 

Fonda, Ia—Kennedy & Dooley are succeeded by Fitch 
& Bruson. 

St. Charles, Ia—W. J. Mather is succeeded by J. C. 
Farley. 

Panama, Ia.—John Burmann is succeeded by Fred Hoff- 
man. 

Victor, Ia—Schroeder & Cook are succeeded by Cook & 
Wilkins. 

Laurel, Ia.—Harry Cavel is succeeded by J. C. 
Sons & Co. 

Davenport, Ia.—P. & P. Pederson are succeeded by Hugo 
and Herman Rohliffs. 

Tabor, Ia—A. S. Blodele & Co. succeed W. M. Orr & Co. 

Brandon, Wis.—Kemper Bros. are succeeded by Kemper 
& Yerk. 

Alexander, N. Y.—The W. E. Glasier Co. are succeeded 
by Broadbrooks & Banger. 

Arion, Mich.—Caluda & Meyer are succeeded by George 
W. Littleton. 

Batavia, N. Y.—W. J. Goade succeeds B. Templeman. 

Birmingham, Mich.—G. Schlaack & Co. is succeeded by 
J. Lee Truax. 

Marysville, Cal—Hampton Hardware Co. have admitted 
James O. Gates as a partner. 

Sioux City, Ia—A. W. Ivens has sold his interest in 
the Sioux Hardware & Heating Co. 

Quinton, I. T.—The R. L. Trigg Hardware Co. are suc- 
ceeded by the Quinton Hardware Co. 

Marva, IIl—R. B. Shaw succeeds James F. Harris. 

Laurel, Ia.—Harry Cavell is succeeded by J. C. Bulfer 
& Son Co. 

Pilot, Tex.—J. W. Salmon is succeeded by the Salmon- 
Jones Hardware & Grocery Co. 

Poseyville, Ind—T. B. Stelle succeeded by Frank Schaef- 
fer & Co. 

Keensburg, I1l—W. E. Keen & Son succeed Elijah Bar- 
nett. 

Coatesville, Pa—Levi Lukens succeeds Nathan Lukens. 

Horton, Kans.—Reichers & Son. 

Ida Grove, Ia—William V. Colvin & Son are successors 
to Mitchell & Simpson. 


& Chapman succeed P. 
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Heating and Ventilating 


The Syracuse Heater Co., ‘Syracuse, N. Y., have 
increased their capital stock from $30,000 to $50,000. 

The plant of the Peck-Williamson Heating & Ven- 
tilating Co. at Wellston, O., was destroyed by fire on 
Feb. 4th. The loss is $60,000. 





The National Association of Master Plumbers will 
hold their twenty-second annual convention at St. 
Louis, Mo., on Sept. 6th, 7th and &th. 

G. C. Jansen, R. Ryan, A. J. Wagner and I. R. 
Moise are the incorporators of the Cameron Little 
Wonder Gas Heating Co., Cameron, W. Va., capital- 
ized at $25,000 for manufacturing gas-heating fur- 
naces. 

Thomas Gaffney has sold his business, 107-109 
Blackstone St., Boston, Mass., to the Waverly Heat- 
ing & Supply Co. This firm, in addition to the line 
of stoves carried by Mr. Gaffney, will carry a line of 
furnaces, and will do steam and hot water heating 
work. They are capitalized at $5,000 and Thos. H. 
Gaffney is president, W. L. Healy is secretary, and 
E. O. Crawe is treasurer. Thomas H. Gaffney, Judge 
A. G. Bossom, W. F. Reynolds, T. P. Healy, L. Peter 
Besse and E. P. Crawe are directors. 


The S. M. Howes Co., 40-46 Union street, Boston, 
Mass., send us a circular describing their Howes 
Leader furnace. In this furnace the horizontal and 
vertical corrugated surfaces of the combustion cham- 
ber and the sectional fire pot expose a great amount of 
surface to the direct action of the fire, combining great 
durability with exceptional power. 

The deep cup expansion joints, with fiber asbestos 
packing, prevent all annoyances from dust, ashes, 
smoke and gas. 

The broad feed door prevents scattering coal and 
admits the use of the ordinary scoop. It is equipped 
with a gas burning plate and check draft or regulator. 

The radiators are of such size and construction as 
to admit of free circulation of burning gases, and yet 
radiate all available heat generated. 

One of these circulars will be forwarded the trade on 
application. When writing for same kindly add: “Saw 


itin THe AMERICAN ARTISAN.” 
cee 


‘*MOTOROFF’”’ VENTILATION. 





The Motoroff Exhauster Co., Park Row Building, 
New York, send us a catalogue describing their “Mo- 
toroff” system of ventilation. 

The “Motoroff adjustable skylight ventilator” is a 
skylight of one or two protecting adjustable frames, 
manufactured of galvanized sheet iron and wrought 
iron. By the use of their patented shears system only, 
was it made possible to lift the frames to such a height 
as to insure a vigorous and exclusively exhausting 
ventilation, it is claimed. Regulation is easy and can 
be done by hand or wire-cord arrangement. 

Even the large sizes are storm-proof, and can be 
regulated without difficulty. The advantage of having 
an adjustable skylight ventilator, with great exhaust- 
ing effect, is made more apparent by the exceedingly 
low price in comparison with other systems. 
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The “Motoroff tubular ventilator” is especially con- 
structed for small openings and for ventilation where 
no skylight is required, and for chimneys. 

It is a stationary metal tube, with stationary deflect- 
ing plates bent inward, which force the wind upward, 
so producing a vigorous upward draught. 

The simplicity of its construction, and hence its ex- 
traordinary cheapness, makes it the most desirable 
tubular ventilator on the market, it is claimed. 

This catalogue will be forwarded to the trade on 
application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 

-eor 


CANNOT HEAT THE WATER. 


TO THE AMERICAN ARTISAN. 
Can you explain why | cannot heat water in a reser- 


voir that is located about 8 feet from range as per illus- 
tration? The pipe is 3% inch in diameter and a return 
is made in the fire box. The pipe is heated red-hot, 
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but the water will not circulate. I put a small piece 
of pipe in the reservoir, so one pipe, “the lower one,” 
would be higher up to make the pressure uneven, as 
the water would bubble out at both pipes at one time, 
but it would not make it any better. The small piece 
of pipe I extended in the reservoir is 5 inches long, 
and although the water bubbles and makes a roaring 
noise, it does not heat a particle. Can you tell me 
where the trouble is? 
A. M. WITMAN. 

a., Jan. 29, 1904. 
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AMERICAN BOY COLLAPSABLE HORN. 


Campbelltown, P 





| The accompanying cuts show the new 
i\ “American Boy” collapsable horn, manu- 

Ir 4| factured by the Galesburg Cornice Works, 
a et Galesburg, Ill. It is made of bright tin in 


sections which telescope together. When 


4 the horn is extended it is fourteen inches 
E long ; when collapsed it is four inches long 
| and three inches in diameter. In collapsed 


form it can be easily carried in the pocket. 
The mechanical feature is very attractive, 
and it is a great noise producer. This is 
| specially designed for cam- 
a paign, football games, carni- 
| . . 
| vals, holidays, baseball sea- 
[t—# son, etc. As a novelty it is 
; something entirely new, and 
a undoubtedly it will be a very 
> popular seller. From orders 


Collapsable and inquiries already received 











Collapsable 
Horn Open. the indications are that the Horn Closed 


enterprising Galesburg firm will be snowed under with 
orders this year. 
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Tinshop 


PHOTOGRAPH BASKET. 














The accompanying cut shows a photograph basket 
designed by G. T. Mueller, Columbus, Wis. It is made 
of folded tin strips. The frame is bent angularly and 
is 9 inches long on the top and 7 inches at the bottom; 
its width is 514 inches at the top and 4% inches at the 





bottom; the height is 442 inches; the feet at the cor- 
ners are 1% inches long; the handle is about 6% inches 
from the top of the basket ; the twisted strips are 4 of 
an inch wide, all folded. This basket is gilded and lined 
with silk, and is a very attractive article. 

eo 


BOSS CREAM SEPARATOR. 





The Bluffton Cream Separator Co., Bluffton, O., 
send us a circular describing their “Boss” cream sep- 
arator, which is a combination of a water vessel and 
one or more milk vessels fastened together with a 
patent can attachment. 

The water vessel is made of the best quality gal- 
vanized iron and is provided with a faucet at the bot- 
tom and an overflow pipe at the top. 

The milk vessel is made of the best quality tin plate. 
It is also made in copper, heavily coated with tin on 
the inside. In shape it is oblong and deep, with a 
sloping bottom so that the milk and cream will drain 
off rapidly. All seams are carefully soldered on the 
inside and outside so that there is no chance for the 
milk to lodge and sour, it is claimed. 

The patent can attachment is very simple and posi- 
tive. A galvanized thumb nut at each end provides 
an adjustable fastener that clamps the two vessels to- 
gether and makes them perfectly water-tight. All 
shrinkage of the rubber washer can readily be taken up. 

The separator can be taken apart and put together 
in a moment’s time. 

The single sight glass for observation of the cream 
is placed in an opening in the can attachment, above 


the faucet. 
The faucets for drawing off the milk and cream are 
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large, made of brass, coated with white nickel, and can 
be easily taken apart and cleaned. 
The cover for the milk vessel is well ventilated, and 
if turned upside down will make a desirable strainer. 
The milk vessel is placed inside of the water vessel 
and is surrounded by water, also water beneath it, 
and being narrow and deep it affords sufficient cooling 
surface to chill the milk and raise the cream in a short 
time. 
The milk 


vessel is coated with aluminum paint, which is the best 


Fach separator is handsomely finished. 


rust preventive known. 

One of these circulars will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THe AMERICAN ARTISAN.” 

ee eee 
LEVER PUNCH. 

The Walker Tool Co., Lansing, Mich., are manufac- 
turers of the lever punch shown herewith. The cam 
and plunger are 
made of the best 
tool steel and 
work in the 
long _ bearings. 
The cam _ box 
and lever are 
made of cast 
steel, and the 
lever may be 
worked from 
either the front 
or back of the 
»” machine, as de- 
sired. The pow- 
er is applied in 
a rigidly perpen- 
dicular direc. 
tion. The ma- 
chines are cast 
in one solid 
piece. 

The levers are keyed to the cams and the shears 
are adjustable. They would be pleased to send a 
booklet to the trade on application. When writing for 
“Saw it in THE AMERICAN ARTI- 





Lever Punch. 


same kindly add: 


SAN.” 
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DEATH OF HENRY A. CAVNAH. 





Henry A. Cavnah, president of the Canton Foundry 
& Machine Co., Canton, O., died on Jan. 26th 
after an illness of three months from nervous prostra- 
tion, at his home, 1302 North Market St., at 2:10 p. m. 
His entire family was at his bedside when death came. 
Mr. Cavnah was taken ill on Oct. 26th. 
was attributed by his family to overwork and worry. 

He was president of the Bucher & Gibbs Plow Co., 
president of the Canton Foundry & Machine Co., vice- 
president of the Stark Telephone Co., and director of 
the Savings & Loan Co. A widow and seven chiidren 
survive. The children are: William H. Cavnah, Mrs. 
Minnie Luty of Bourbon, Ind. ; Olive, Howard, Harker, 


His sickness 


Carl and Helen. 











rt rt See eer 











80 THE AMERICAN ARTISAN 
NOTES AND QUERIES. 





INSTRUCTION IN MAGIC. 
From C. W. Van Dusen, Morenci, Mich. 

Where can I secure something in the line of magic 
tricks ? 

Ans. The following works on magic can be secured 
from Daniel Stern, 69 Dearborn St., Chicago: “Mod- 
ern Magician’s Hand Book,” by W. J. Hilliar, $1.50; 
“Modern Magic,” by Professor Hoffman, $1.50; 
“More Magic,” by Professor Hoffman, $1.50; “Her- 
mann’s Hand Book of Magic,” 30 cents; “The Parlor 
Magician,” 30 cents; “Fun With Magic,” by George 
Brunel, 60 cents. The Atlas Novelty Co., 145 Illinois 
St., Chicago, will sell you the apparatus for performing 
a number of tricks with magic, including the follow- 
ing: “Roterberg’s New Diminishing Card,” “The Mys- 
terious Bran and Candy Trick,” “The Human Vol- 
cano,” “The Dissolved Handkerchief,” “The Wonder- 
ful Inexhaustible Bottle,” “Cotton Changed Into Hot 
Coffee,” “The Wonderful Talking Skull,” “The Mul- 
tiplying Money Plate,” “Vase, Cone, Beans and 
Orange Trick,” and “The Bewitched Half Dollar and 
Glass Trick.” 

BUCKEYE PUMPS. 
From Julius Schroeder, Glidden, Wis. 
Who makes the Buckeye pump? 
Ans.—Mast, Foos & Co., Springfield, O. 
CAST STOVE WITH RESERVOIR. 


From “Reader,” Jowa. 

Would like the address of manufacturer of a good 
cast stove with reservoir for coal and wood that can be 
retailed for $20 in about an 8-20 size. 

Ans.—Farwell, Ozmun, Kirk & Co., St. Paul, Minn. ; 
Toledo Stove Co., Toledo, Ohio; March-Brownback 
Stove Co., Pottstown, Pa. 

ALUMINUM CASTINGS. 
From H. L. Chaney, Vincennes, Ind. 

Where can | buy aluminum castings? 

Ans.—Aluminum Sign & Novelty Co., Columbus, 
O.; Bay State Aluminum Co., Quincy, Mass.; Buck- 
eye Iron & Brass Works, Dayton, O.; Buescher Mfg. 
Co., Elkhart, Ind.; Pittsburg Reduction Co., Pitts- 
burg, Pa.; Providence Aluminum Co., Providence, 
R. I.; Stover Mfg. Co., Freeport, Ill. 

WIRE SPRINGS, 
From Henry F. Kline, Morris, Minn 

Where can I buy wire springs? 

Ans.—American Steel & Wire Co., 26 Cortlandt 
St., New York; New Haven Wire Mfg. Co., New 
Haven, Conn.; Geo. W. Prentiss & Co., Holyoke, 
Mass.; Tate & Co., Malden, Mass.; R. H. Wolff & 
Co., E. 118th St., New York; and the Worcester 
Wire Co., Worcester, Mass. 

EMERSON VENTILATORS, 
From Hunter & Strehlow, Peoria, Il. 
Who makes the Emerson ventilator? 
[Can any of our readers answer this question ?— Ed. ] 
IRON STAIRS. 
From W. J. Haley, Wanatah, Ind. 

Where can I buy iron stairs? 

Ans.—Champion Iron Co., Kenton, O.; Chickasaw 
Iron Works, Memphis, Tenn.; J. B. & J. M. Cornell, 
143 Centre St., New York; Thos. Dimond, 128 W. 
33rd St., New York; Hecla Iron Works, Brooklyn, 
N. Y.: Kansas City Wire & Tron Works, Kansas City, 
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Mo.; Lincoln Iron Works, Boonton, N. J.; Rogers 

Iron Co., Springfield, O.; Shannon Mfg. Co., Phila- 

delphia, Pa.; Van Dorn Iron Works, Cleveland, O. 
GAS PIPING. 

From Chas. Janisch, Waterloo, Wis. 

Where can I get gas piping? 

Ans.—The Brass & Iron Works Co., Fostoria, O.; 
Crane, Churchill Co., Omaha, Neb.; John Davis Co., 
69 Michigan St., Chicago, Ill.; John H. McGowan 
Co., 58 Central Ave., Cincinnati, O.; N. O. Nelson 
Mig. Co., St. Louis, Mo. 

BYSTROM GASOLENE BURNER. 
From Petaluma Incubator Co., Petaluma, Cal. 

Where can we buy the Bystrom gasolene burner? 

Ans.—Bystrom Gas Lamp Co., 89 Kinzie _ st., 
Chicago. 

MECHANICAL SHOOTING TARGETS. 
From E. Blakestad & Co., Lyle, Minn. 

In response to query of Duba & Duba, Brewster, 
Minn., would state that they can obtain mechanical 
shooting targets from C. W. Parker, Abilene, Kans. 

BOOMER FURNACE, 
From T. J. Lowell, Cedar Rapids, Ia. 
Who makes the Boomer furnace? 
Ans.—Hess-Snyder Co., Massillon, O. 
Sesianteabindasiamiiaaiiie 


ITEMS. 








Sheet steel manufacturers have advanced prices $2.00 
a ton. 

The Independent Iron & Tin Co., St. Louis, Mo., 
were victims of a recent fire to the extent of $1,500. 

It is said the American Sheet & Tin Plate Co. will 
spend $2,000,000 in improving the W. Dewees Wood 
plant at McKeesport, Pa. 

On Jan. 26th, Judge Jackson, Parkersburg, W. Va., 
adjudicated the Jackson Iron & Tin Plate Co., Clarks- 
burg, W. Va., bankrupt, and fixed the meeting of the 
creditors for Feb. 6th. 

William Banfield, until recently with the American 
Tin Plate Co., has been chosen as manager of the tin 
plate plant near Wellsburg, W. Va., which is being 
erected by Follansbee Bros. Co., Pittsburgh, Pa. 


The Duplex Latch Co., Vermillion, O., manufac-* 


turers of Duplex automatic screen door catches, fruit 
jar wrenches, bottle scrapers, cupboard catches, etc., 
have changed their style to the Duplex Stamping Co. 

The Edwards Mig. Co., 100-110 Sycamore St., Cin- 
cinnati, O., with factory at Covington, Ky., who are 
manufacturers of zinc and copper ornaments, have 
increased their capital stock from $20,000 to $30,- 
ooo. 

The Warren Independent Steel Co. has been formed 
at Warren, IIl., with a capital stock of $20,000, all 
subscribed, for the manufacture of steel ceilings and 
sidings. The meeting for final organization was held 
Jan. 29th and the following officers were elected: 
Directors, P. T. Hicks, L. C. Russell, J. L. Graham, 
R. C. Cullen, L. H. Buser, C. H. Phillips and C. F. 
Taylor; president, C. F. Taylor; vice-president, L. C. 
Russell ; secretary, J. L. Graham; treasurer, R. C. Cul- 
len. The erection of a new factory building will be 
commenced very soon. The officers are all residents 
of Warren and men of considerable means. The 
business promises to be very successful. 
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751,378—Lawn mower. Orril R. Chaplin, Boston, 
Mass. 

750.795—Pipe wrench. Eugene J. Bates, Bakers- 
field, Cal. 

750,797—Hog-holding implement. Walter Bidwell, 
Plain City, O. 

751,202—Bolt clipper. Henry K. Porter, Chelsea, 
Mass. 

751,200—Rifle sight. John T. Peddie, Montreal, 
Canada. 

751,197—Ash sifter for furnaces or the like. Geo. 
W. Osgood, St. Charles, III. 

751,288—Sad iron. William E. Hoyt, New York, 
N. Ss 

751.156—Self-heating sad iron. Henry A. Feitus, 
Minneapolis, Minn. 

751.159—Grating implement. John W. Gage. Chi- 
acgo, Il. 

751,043—Fly outlet for screens. Arthur B. Bate- 
man, Washington, D. C. 

750,866—Carpenter’s tool. Fredrik Lindblad, New 
York, N. Y. 

751,.265—Clothes drier. Charles C. Crossley, New 
Britain, Conn. 

751,3909—Process of reclaiming flue dust. Guy R. 
Johnson, Chicago, III. 
* 731,.403—Chisel. Frank E. Norton, Sidney, N. Y. 
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750,849—Screw-driver. Joseph P. . Hanlon, Som- 
erville, Mass. 

751,382—Grafting knife. Charles O. Couts, New 
Comerstown, Ohio. 

751,136—Hot-air furnace. Edgar W. Anthony, 
Brookline, Mass. 

751,341—Flue ventilator. Hoyt Raymond, Chicago, 
Ill. 
751,251—Knife. John C. Bollinger and George E. 
Bollinger, Olympia, Wash. 

751,309—Lifting jack. Leroy O. Lander, Lisabuela, 
Wash. 

751,342—Wrench. Harry A. Ruggles, Chicago, Ill. 

751,052—Boring tool. Julius Bumiller, St. Louis, 
Mo. 

751.001—Combined knife sharpener and can opener. 
Arthur M. Parker, Los Angeles, Cal. 

750,879—Ash chute for stoves. William N. Moore, 
Joliet, Ill., and George W. Cope, Detroit, Mich. 

750.877—Roasting furnace. August R. Meyer, Kan- 
sas City, Mo. 

751.143—Stovepipe. Samuel T. Brannock, North- 
view, Mo. 

731.282—Washboard. William H. Gladwill, Kansas 
City, Mo. 

751,149—Washing machine. Peter Cunneen, New 


Rochelle, N. Y. 
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Berger Mfg. Co. pawhs - " n 8 tools. ; 
Roofing Cement. Geneva Tool Co..........00++++++ I Er Weiss & Co ao ; 
Metal Polish. Wm, Connors Paint Mfg. Co...... 1 : BB S Gwe 2. cc cccceces covcecs . 
Geo. W. Hoffman.......... GOED. Ee: POM Bic csccscccsccsee. 2 Steel Ranges. Tinpltate. i 
Mica. Roof Paint. Beckwith, Estate of P. D.......... 24 a Sheet & Tin Plate Co... 99 
A. G. Brauer............. 94] Wm. Connors Paint Mfg. Co...... 1| Bergstrom Bros. & Co ............ 21 J ie, opted i keiaint “ 
Wm. T. Dust Co................... #4] Joseph Dixon Crucible Co.. -- 6g] Champlon Steel Range Oo. ...... 1] | a aneusth Haw. Co... ....113 
Forest City*Paint & Varniéh Co.. 96] Chicagg Maligable Syeel BangeCo 8 ilinet ~ ‘ aad 
Miniature Tools. Garry Iron & Steel Co.............100] ®arwell, Ozmun, Kirk & Co....... 10;| Mlinois Réeotiag & Supply Oo...... 116 
Davison Mfg. Co................-.- 1081, 4, Sesto teal aa 1] Gem City Stove Co..........6+ 20s. 4 Lee-Glass-Andreesen Haw. Co.. ..116 
> Home Pride Steel Range Co ...... g} Mociure Co.. soon IG 
. Nall Pullers. } Rules. Joliet Stove Works................ 10] Milwaukee Oorragating Co.. . 100 
ee ren 109) Lufkin Rule Co.. ssn ARID ssceiess vonen ooiesesees qe SS & & Cae Se........... 
Nickel Plating Novelties. | Stanley Rule & Level Os......:... 109 raere oa nese ba : Tinware. 
ttsburgh Stove & Range seco 
Zucker & Levett & Loeb Co....... 112 P. Moshiek. . ses .. 106 
Sad Irons. Portsmouth Stove and Range Co. 10 National E . pein wn » Gn 119 t 
Nuts Pawhkee Mig. C0... .cccccccceccccec 103/ Star Shovel & Range Co. il  Soem. ping ©o. 
uts. g eoety ee ,| Sanitary Pump & Tubing -0......111 
Atlas Bolt & ScrewCo............. 1 Sash Balances. aa : Stuber & Kuck ..............0000.. 05 ' 
~ VO U0...... « osee ceees 
Columbus Bolt Works ............ 1 Pullman Mfg. Co...............+-.116 Tubing f 
Paints. Saws. Stoves. Sanitary Pump & Tubing Co...... 101 
The Wm. Connors Paint Mfg.Co. 1) @.C. Atkins & Co.. Inc ...........116 
The Jos. Dixon Crucible Co....... 22] Diamond Saw & Stamping Wks ..110| Bergstrom Bros. & Co. ............ 21 Ventilators. 
Forest City Paint & Varnish Co.. 96 Henry Disston & Son.............. 110| Beckwith, Estate of P. D......... 24) Crown Ventilator Co..... . . 99 
Millers Falls Cc....................111] Champion Steel Range Co ........ 8] Globe Ventilator Co.............. 116 i 
Painting Apparatus. Smith & Hemenway Co.. _. 10g] Parwell, Ozmun, Kirk & Co...... 106] Merchant & Co. ......... .ccesece 98 
Bastian Brass Works......... ..101 i t 
Pencils Saw Sets. Gem City Stove Co.......... cies Wagons. 
4 E, C. Atkins & Co., Inc............116] Germer Stove Co......... ........ 18 , eC 
9 Shipman, Bradt & Co..............101 
Jos. Dizon Crucible Oo ........... 92) Chas, Morrill.......... 2.0. ..++ 000 110] Joliet Stove Works .........--.... 10] > 
Pliers. Scales. John Kontay....... 6 Wash Bollers. 
Cronk & Carrier Mfg. Co........... 109} Osgood Scale Co..................+.116 eee ae Stove Oo “biattae 2) P. Moshiek..... see ceee cece cess 105 
Utica Drop Forge Co......... bee cl SHEDUTE StOve & HAAgS LO...... 9) Stuber & Kuck. vatecle 
P 8 00 Screens. Portsmouth Stove & Range Co.... 10 
Post Hole re. Columbia Mig. Co .................102] Smith & Anthony Co.............. 2 Washine Machines. ' 
hn Star Shovel & Range Co........... 1 , 
ae 5 es Screws. Toledo Stove & anni — ~ Cast, Guten & Merus..........; =e 
Pruning Shears. Atlas Bolt & Screw Co............- 1] white Stove Co..............-..... g| Fawkes Mfg. Co ........ -+eseeees 108 
Cronk & Carrier Mfg. Co..........199| Columbus Bolt Works... ......... 1 J.M. Gagan « Co Saag ae j 
St _¢@ i White Lily Washer Oo..... 108 ' 
Pumps. Sorew Drivers. oves—sasenne. 1900" Washer Co ..... er ee 
Sanitary Pump & Tubing Co.. 101} Hurwood Mfg. Co..............05. 109] Detroit Vapor Stove Co....... oo O8 
p h North Bros. Mfg. Co......... .....106/ Schneider & Trenkamp ........... 8 Weather Strips. 
unoches. Smith & Hemenway Co............104 Norris & Loring Haw. Co os 
I sss ec nnercsssict san 108 Stove Clay. a we 
Geo. C. Keene & Co ............... 99} Sheet Metal Architectural Wire Fence 
és ; Bridgeport i aE : 
ie POEs dcwe.ccccceeece 97 - tt ~ ridgeport Crucible Co 116 Denning Fence Works ..... ...... 0 ) 
re Stov ‘ 
Radiators. Friedley & Voshardt ............. 82 ove Mate Wire Goods. 
American Radiator Co. ..........2. 91] Kanneberg Roofing & Ceiling Co.. 97/ Stuber & Kuck .................... 95} Denning Fence Words...... senda °. 
_ ~ oe _———$@ $$ $$ — Suan —— . ee . baal | 
' 
HOW LONG BRITISH COAL WILL LAST. depth of 7,000 feet, though at this depth there will not 





Tae ‘ 4 be anything like the area of coal that there is at the 
The coal question is discussed in the “Engineering former limit, It is also reasonable to expect that this 
Magazine,” a British publication, for December. It period of supply may be still further extended by the ' 

appears that there is coal in the United Kingdom to a more economical use of fuel, due to the establishment 

depth of 4,000 feet, sufficient, at about the present rate of central electrical supply stations, and the utilization 
of output, to suffice for 371 years, but that this period of Mond and other gas-producing processes, and of 
will be considerably extended, seeing that there is gas-driven engines, as well as other means of obtaining 
every probability that mining can be carried on to a_ a higher percentage of the heat value of the fuel. | 
' 








Trade 


CHICAGO IRON MARKET. 

The outlook is Very promising and actual current 
business is heavy. 

Money is easier and consequently interest has 
dropped a peg or so. 

Bankers announce that this is true with all lines of 
business, not only with the pig iron; that actual buying 
is fully up to reasonable demands; that money is plen- 
tiful ; and that the outlook is very hopeful. 

Prices are almost unchanged. Iron is selling at cost 
or below to call forth enthusiasm. 

Keen purchasers are holding off for long deliveries 
at the current prices. But furnace men confine them- 
selves to selling only for nearby deliveries to relieve 
their iron yards. 

So far as pig iron is concerned, bottom costs have 
been reached, so the furnace man now has only to wait 
until the demand will be greater than the supply—or 
until the demand will pay prices which will bring some 
profit. 


IRON AND STEEL BARS. 


The market has taken on sudden activity and there 
has been brisk buying during the past week, notably of 
bar iron. The tonnage that has been closed by mills 
approximates 20,000 tons, the deliveries running 
throughout the entire year. All classes of consumers 
are represented: in this *bnying movement, though the 
bulk of the tonnage comes from the agricultural im- 
plement trade. Prices have advanced from 50 cents 
to $1 a ton as a result of this activity, and further in- 
creases are anticipated in the near future if the revival 
continues. Soft steel bars have shared in the im- 
provement of the week, and manufacturers report an 
increased tonnage in both new business and specifica- 
tions. The outlook for trade is better than it has been 
for some time, and mill representatives are inclined to 
believe that the turn has come and that for a time at 
least a good trade will be transacted. We quote bar 
iron, Chicago delivery, carload lots, mill shipments, 
1.32Y%4c to 1.35c Chicago, half extras. Soft steel bars, 
1.46%4c, half extras, Chicago delivery, carload lots, 
mill shipments, with 5¢ to 1oc extra for less than car- 
load lots; .angles, less than 3x3, 1.56%4c base, half ex- 
tras; hoops, 1.81%4c, carload lots, full extras. Job- 
bers’ quotations on iron bars are 1.50c to 1.60c base, 
full extras; steel, 1.60c to 1.70c; small angles, chan- 
nels and tees, less than 3x3, 1.70c to 1.80c; hoops, 
2.10c rates, full extras. 


SHEETS. 


There has only been a moderate demand during the 
past week. It has been about what a most conservative 
dealer would expect at this time of the year and under 
normal conditions. 

We quote prices on carload lots, mill shipments, Chi- 
cago delivery, as follows: No. 27 black, 2.36%c to 
2.41'%4c; No. 28, 2.46%c to 2.5144c. Galvanized sheets 


THE AMERICAN ARTISAN AND HARDWARE RECORD 


Report. 


are moving freely, and we quote 80 and 24% per cent 
off. On small lots from store we quote as follows: 
Nos. 8 and 10, 2.15¢ to 2.20c; No. 12, 2.20c to 2.25¢; 
No. 13, 2.30¢ to 2.35¢; No. 16, 2.40c to 2.45c; Nos. 
18 and 20, 2.50c to 2.55c; Nos. 22 and 24, 2.55c to 
2.69c; No. 26, 2.65¢ to 2.70c; No. 27, 2.75¢ to 2.80c; 
No. 28, 2.80c to 2.85c; No. 29, 2.95¢ to 3c; No. 30, 
3.10¢c to 3.15c. Galvanized, 75 and 7% per cent 


STRUCTURAL STEBL. 





The market is not dull, but it is only the activity 
among jobbers and in structural yards which keeps 
it from being classed as such. 

There are many and large contracts under discussion, 
involving thousands of tons of steel shapes, but nothing 
material has developed as yet. 

It is expected that the next few weeks will bring 
a decided improvement. In fact, the outlook is of the 
most encouraging kind for the spring. 

Orders in the past week have been for small quanti- 
ties, though the general aggregate has assumed rather 
large proportions. 

Prices are without change, and we quote carload lots, 
mill shipments, Chicago delivery, as follows: Beams 
and channels, 16 inches and under, 1.76%c; 18 inches 
and over, 1.8614c; universal plates, 1.76c; angles, 3x3 
and larger, 1.81'4c; zees, 1.76%c. On lots from store, 
we quote beams, channéls and angles, 3x3 and larger, 
I.goc rates, 18, 20 and 24 inch, 10c extra; tees, 1.95¢ 


rates. 


WIRE NAILS. 


Ideal conditions seem to have been reached, and 
prices seem just about satisfactory. 

Mills have been doing a rushing business and con- 
siderable difficulty is met with in getting enough cars 
to handle freight. 

With the prospect of a shortage of wire, prices re- 
main unchanged, as follows: Carload lots to jobbers, 
$2.05 per 100 pounds, Chicago; less than carload lots, 
$2.15; car lots to retailers, $2.10, all f. 0. b. Chicago. 


CUT NAILS. 


Jobbers have been placing contract orders and, as a 
result, the demand is more active than it has been for 
the past few weeks. 

Cut nail manufacturers are al present in a better 
condition to make quick deliveries than the wire nail 
producers. 

The market is in fine condition and shows greater 
strength. 

The Cut Nail Association will hold a meeting on 
Feb. 4th, on which date many believe that interesting 
developments may be looked for. 

Jobbers buy cutnails at $1.8614, base, per 100 pounds 
in car lots, Chicago, with $1.91% the base car lot price 
to retailers. 
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BARB WIRE. 

Extremely large bookings of orders are being !macle 
by the barbed wire mills, and the present month has 
opened in a way as to make dealers believe that it will 
be even more favorable than February and March 
usually are. 

Mills are behind in their orders, some as mucli as 
60 or go days. We quote as follows: Painted barbed 
wire, $2.35 per 100 pounds, f. o. b. cars, Chicago, to 
jobbers ; galvanized, 30 cents higher. Prices to retail- 
ers 5 cents per 100 pounds higher than to jobbers in 
car lots and 15 cents in less than car lots ; staples, $2.20, 
Chicago, for plain, and $2.60 for galvanized to jobbers, 
with 5 cents advance to retailers. 


SMOOTH FENCE WIRE. 

Increased demand is heard from all parts of the 
country. In Chicago there is no cessation in the activ- 
ity along this line of industry. 

Most mills are behind in their efforts to fill orders, 
and all are being pushed to their utmost. 

On the base sizes, 6 to 9, the curernt price is $1.95 
per 100 pounds in car lots to jobbers, f. 0. b. Chicago; 
$2.00 per 100 pounds to retailers in car lots, and $2.05 
in less than car lots. A heavy tonnage is being booked 
at these prices. 


OLD METAL. 

The market was dull and weaker. Present quota- 
tions, as reported by the New York Metal Exchange: 
Copper, heavy cut and crucible, 12c; copper, heavy 
wire, I11c; heavy machinery compositions, 11c; brass, 
heavy, 8c; brass, light, 6c; clean brass turnings, 
7.50C; composition turnings, 9c; lead, heavy, 4c; tea 
lead, 3.75c; pewter, No. 1, 18.50c. 


CORDAGE. 


The market bears up well, and the demand is rather 
good, considering the season. 

Quotations on the basis of 7-16 inch diameter and 
larger are as follows: Pure Manila, 11¥%c; second- 
grade Manila, Yc to Ic per pound lower; pure Sisal, 
94c; mixed Sisal, 8c per pound. These quotations 
are subject to a rebate of ‘4c per pound to carload 
buyers. 


LINSEED OIL. 


Under date of January 27, crushers announced a 2c 
advance in the price of linseed oil, as follows: City 
raw, ih lots of five barrels or more, 42c; in lots of less 
than five barrels, 43c per gallon; state and western 
raw, 40c to 4Ic per gallon, according to quantity. 
Boiled oil, the usual 2c advance per gallon over raw. 
These prices are reported as being more or less nom- 
inal, as it is reported that oil has been offered this 
week at from Ic to 2c below regular quotations. The 
seed market appears to be in strong hands, but buyers 
of oil are generally purchasing in small lots. 


COPPER. 
The official price on copper is quiet and %c lower 
at 12%4@12%c for lake; electrolytic, 12344@12%c; 
casting, 12%4,@12%c. The London closing was cabled 
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frm. Standard copper, spot, £56 12s 6d; futures, 
£50 5s. 


The Copper Manufacturers’ Association quotes man 
ufactured copper unchanged on a basis of 18¢ pet 
pound for sheets and bars. Yellow sheathing material 
is quoted on a basis of 15¢c. 

PIG TIN. 

Pig tin has declined sharply during the week. The 
New York quotation is 273¢@284c for spot and 27% 
@28c for futures. The jobbing price is steady 
at 30@3I1c. The closing in London was cabled firmer 
at £125 17s 6d for spot and £126 2s 6d for futures. 


TIN PLATES. 

lin plates are steady and unchanged at jobbing 
prices: Melyn, $6.50@7 ; Alloway, $5.75@6.25 ; coke, 
$4.87 /2@6.50; ternes, $5.25@8; additional X, $1.50@ 
1.75 more. 

LEAD. 

\nother change is announced in the price of pig lead 
by the Smelters’ Association, this time a decline. On 
shipments after Feb. 15th the price was 4.40¢ in 50-ton 
lots, and 4.47/c for 25 tons. : Spot lots are steady at 
4.50@4.55¢ and early shipment at 4.55c. Small spot 
lots are held at 4.45@4.50c in New York. The 
jobbing quotation is steady at 5c, according to quan- 
tity. The London quotation is £11 5s. St. Louis is 
firm at 4.32%c. 

Manufactured lead is unchanged at: Lead pipe, 
6c; sheet, 7c; tin pipe, 45c; tin-lined pipe, 12!4c; 
old lead in exchange, 334c; tea lead, 3%c. 





SPELTER. 
Spelter is quiet and easy at: Round lots, New York, 
4.90c for spot and 4.80c for futures; jobbing, 
5%4(@6'4c; sheet zinc, cask lots, 6%@7c; small 
lots, 744@8c; St. Louis is steady at 4.70e; london, 
£21 17s 6d. 
ANTIMONY. 
Antimony is firmer at: Round lots, New York, Cook- 
son’s, 74%4@8c; Hallett’s, 642@7c; United States Star, 
6@6'4c; Italian, French and Japanese, 6@6\c. 


NICKEL. 
Nickel is steady at 40@47c for large lots, and 
50@60c for small lots. 


PLATINUM. 

Platinum is steady at $19 per oz for large lots in 
New York. 

QUICKSILVER. 

Quicksilver is quiet but steady at: New York, $46 
per flask for large lots; small orders, higher; San 
Francisco is quiet at $44@45, domestic orders; for ex- 
port, $41.50@42; London, £8 55. 


ALUMINUM. 
Aluminum is steady and unchanged at: No. I ingot, 
33¢ per lb.; No. 2, 3Ic. 








See ee 
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Current Hardware and Metal Prices. 
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is the only 


publication containing western hardware and metal prices corrected weekly. 





METALS. 


FIRST QUALITY BRIGHT 
PLATES. 


Cokes, 216 lbs 





No. / 15 00@ 15 25 
ope - penned BS teners, 
nttebmesnense ebet 16 30@ 4 = 
ne ss Silvery ...... 15 
uthern Coke No. 1.... 14 1 @D 
Southern Coke No. 3.... 18 14 10 





uuthern Coke No. 4.... 12 13 10 


uthern No. 1 Soft..... 14 14 60 
Southern No. 2 Soft..... 13 14 10 
Alabama Car Wheel.... .. ...-. 19 


Malleable Bessemer.... 
Jackson Co. Silvery.... 


BLACK SHEET STEEL. 
..per 100 Ibs. 82 55 





1c. per 100 lbs. 2 60 

per 100lbs. 2 65 

..per 100lIbs. 2 70 

Lies --per 100lbs. 2 75 

No. 28....... deececeee per 100 lbs. 2 8% 

" per 100 Ibs. 3 15 
POLISHED SHEET STEEL. 

No. 24 per 100 WR. sc0decasesss cnt $4.90 

WO. BB nc ccccccccccccces 5.00 

No _ 5 tbee cesces ceeds 5.10 

No.238 “ OO. sedhlinabtateeseet $5.20 

SMOOTH STEEL. 

‘Wood’ 6 Smooth... -No. 15-17...... 2 85 

No. 18. 23..,... 2 

bed sed *. No. WD wcccéece 2 85 

sed S No, 98-24...... 2 8 

a per -» No. %-26...... 3 05 

coe Oe Beccces o-. 8 15 

a ad -No. %...... o- 3% 

PATENT PLANISHED SHEET 
STEEL. 


Patent Planished bes +}: 


x22 % x20 
2 7 — $2 85 Toolbs. $2 Po — 


14x19 1% 
e2 65 Toolbs. $2 6u1001bs. 82 50 1001bs. 


PAINTED CORRUGATED IRON. 
. 28 gage, 
vovceces SEN 


SOLDER. 
XXX Guaranteed \&.per lb. 19X00 
Commercial }&.......-. per lb. 18X%6 
No. 1 Plumbers...... 0... s+e00- -16 © 


SHEET ZINC. 
600 |b. Casks....... base, per owt. 85.85 
800 Ib. Casks............percwt. 605 
Sheets. ......+++ sesecees/ DOr Owt. 6.10 


COMPS... 0.0 cccceeccccseccees base, 22c 


TIN PIGS AND BARS. 
Banca, pigs, per lb........ .. -36@35%o 
‘Straits pigs. per lb.. co senbte 35c 
Straits in bars, per is necesscshen 87c 


LEAD. 


ee He ROR ee ee eee eee 


Nationsi (White) brands (in less 
than 100 1b. lots) per Ib. 


ADZES. 


ese eeeeee 


Southern Coke No. 8.... 18 13 60 U. 


810 20, cm #9 20 Powder. 













































Caper. Peg, shouldered .......... “* 95 aaeae-Ce ace. 
TATOO Bc cccce cccccccs cecces 20% BOMB ccncce coceec ess o 40| Zino. coccccccccccs cote, @ 208 
White’s...... vee cece ld® Scratch, No. 3, handled * 4 40) Brass ...........+00. eccccssecescees 
Ship. No.1,socket han- Brass Plated. . sevceces 40 & 10% 
BIAE cccocecccece ceccee coccee 504% GEE. 200. cvccee r doz, 1 15) A 
ry eseceeseccce 096 cececese = No. 20 Hurw vd 2 = Extra Double 7 Leese + e+- 70810 
vee onsese ceseceesees , COMMON.......... per gr. ord’s Car and tachine nies 
WIE"... cece cee ee +o+e1BKS POCONE .cccccccse. “ 90; Ford Improved.. 
TION. AXES. Ford’s Ship..... 
» Percussion — T -Gnenwe Boys’, Handled: Irwin ...... eee od 
My Waterproof, BG. cocccocececcoee amp Fire $-1d., per doz .% New Jenning’s . — 
) Ti ceaneaaneeuensilli *"¢lb., freighters’, aan aed. +s seen BRIG 
, — + SS oonen seccee coconut per sien Mca ~ on 6 75 a ye _ oe veces KO, 10854 
ar ttt ee ee, oe eeeeee 
Peters Rim Fire Ctgs........-.. 50&3% Gast Steel, good erade, PF. dz., & OO], new list...... een S) 
Peters Cent Fire, Pistol& RifleS&38$|/proad: °° Irwin Car senees eosccces oncetcem ee 
Peters Cent Fire, Military oe Oe Te eee was) Segebepenenenananee 
Sporting eeeeee ee eeeeweees Cc agery Bet don. ........888 00 oe rT} accpee senses oees+-40Q5@ 
Peters Blan i’ as emen's 15 50 Anger Pattern Gar. .40&54 
and 33. an additional ios trom le Batted (without handles) Center .....-..00 cess verter ens MOGlOS 
above discount. Gladstone per doz 08 15] unter 
Peters Blank Ctgs. 220al.........81 18] fuppard's ee MOE -+see0Se Fa] Wheeler's .... .......per dos. 61 30 
Peters Blank Otgs. 32cal.,C. F.. 440) Hunt's oS noe 6 95| American Snail Head 0 70 
Peters B B Caps, Round ball....81 44 Lippincott’s “ OTe Sabecce 6 25 as Rose - 0 80 
Peters B B Caps, Conical ball...81 85] Mann's eo « 2a Fiat....... “ 07 
U. M. C. Rim Fire Ctgs......... 50&8 Pioneer ME mpeeneeed |  ——! oad Flat. (260 
U. M. C.Cent, Fire, Pistol & Rifi&3$| 1. s “4 et 21 Ph tot ag ee ° _0o 
Winehester Cent Fire, Military Valley yiforge 6 00| 3 owe, New Jennings.........40&10% 
a Porting Ot@s.......-++. “ « ni 
U. M. 0. BB Caps, Round Bail aca aay aaaicass | Standard Double Out sngegaoaiog 
Ui SB 8 Oiie, Se. ia at Lippincott's ........-. per doz 88 50 Gouge.......+-. seeeeeeee 0% 
m Fire Shot Crgs.50&15a3¢ | Mann's -........ i Lapa 
35 | U. M. C. Cent. “ B& 1583S gy + Ss . = Countersinik . aa = 1% 
Berdan Primers............+++++ 61 00} aye er Poree ~ © 2B] Buck Broe'¢Roua = 8m 
Peters Primers ..........0. +0000 1 20) °°", Beeeeseeeees 18 50 Square.. “ 260 
» G. Primers.......cccccccccee 1 20 BALANCES, SPRING. Standard % Round .. ~ 0% 
Winchester Primers............. BD Bc occce voce cvcses soscoscecess 50% Square .. - 9% 
PPOLOUSS oo 20000 voce cccccccces cccses 20% Ry — Octagon... .. “ 0” 
Petes Empty Paper Shells, 10 — L-+ ord = 
oy pounee AG PAPER NAT | engully © 1 
Peters Empty Paper Sheiis, i6 | Per 1, or 60 1 85 2 60 8 40 8 90 4 75| Square Shank........ “ 110 
Peters New Victor Nitro Shis..20&2% RS, CROW. prema 8b ¥ Polish.) 
i peat SETS | Pinch or Wedse Point.....cwt. 82 95 a. 
and Referee Sem{-Smokeless 40é1 % BEAMS—SOALE. Standard % & ings cone cesses COMBS 
Peters New Victor Loaded Shells |p g Clock Spring........++++++ ---C0&S% 
th Ki *s Smokeless....... < LO a Wire Evo cnbens cadesocecsooed 400% A REE E OPE Dy tt + .204 
Ideals ed with King’s Smoke- BEATERS. Hack— 
La nana |: 40&10&10&1¢ | Carpet, Rattan. ........per doz 82 40 DIiSStOn’s .004- +++ +++0+ on eeee S5MSE 
vu a G. New Club, i6gauge....20&2% | Raymond's Steel Wire, * 90} Griffin’s ........ oceces'eece cece 
U. M.C. New Clu Woven Wire, No.4.. “ “ 110] Star......... o0e seoces 060008 e0es 
C MG High B » 7 at ~- oz. 88 35 
BSC, ver Pattern........per do A Se ee oe 
Winchester Yellon vais ae race 88) Bere «RAE 
ester Y¥ cllow “ 
Winchester Repeater ... nae Pen 1 W. M. To ‘s No. 20..per doz. 85 50 
Winchester Leader 4086S you 8 (standard size) “* =. 75 | Satch— 8. 
U, M. C Loaded Sheiis, isc 4ouig| Whip, French........ 1 35 Wooden «vrrneeev ouéesces ion 
4 eehae 6600068 cbanasee ¥- sighed 0 eee eee eeeet esses aeece cco 
Winchester Loaded Shells, full =. cece coceesessces nd 0 0 Tackle— 
Black Powder.............. cases Surp a Pe gro. 145 Wooden. ..... ceccsccceee coves TOMBE 
Smokeless teel ...... seca seeseees +o0BO, 10&54 
Uv. Cc eeeeee eeeeeeeee 40&10&10&1% BOARDS. 
Winchester.......... 70&5% | Stove........ 
full cases (|) + edema eccccsecccess 4G 
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STEEN cose coseese 88% 900 10 50| Underhill’s Star Lath............. Per d 8135 82 00! Per doz.. 106 Sc =e 
Loose. i ieumasacneiantheonneen salon Ps aa 50 8275 Peisied in soft Dalle.” 
ee 820 00@821 00 HAY RACK BRACKETS. mei iia 77%) Nos. get ee Re 
Wenzlemann’s No. 1, per doz. . 3 60 IRON. Per doz.....%40 0 %o 4 
Ball Bearing...... 3 No.2. **""13 90| See Metals—First column. Braided in 90-ft hanks. 
Dh... .ceses, 88 40 328 8 15| Blind. HINGES. IRONS. Nos. 0 1 3 
Common ng 1 2 Clark’s Gravity, per doz sets.. ..80c| Curling. > ah OZ... Sco =6MoCCS 
Dugukemnnananel 8300 270 355 WB. cove ccccccscces vc cccces 65 Common .... .. -- per doz Masons’, in 100-ft hanks...doz $1 60 
HAFTS—AWL Shepherd's Noiseless, for _ _| Princess...... -+-per doz 80 60| Clothes. 
OD........per doz., 80.18 “ doz. $105) Yale. oe SS O84] GOES TutO.....-.+0 conegne Gan ©) 
=a . \ Ruby “ 1 10 ft cence coos cece ~ 11 
ee ee “ ot Ss os ee ee ee ee . + sate vt, mprvataees » bie 
Patent, plain top..... “ 46 & Ltchs, dz.. 82 35 8260 83 60 Tourlai, Poiding eeeeee 0 90 seeseteceenee = 
“Teather top . “ 52} H Only. . 170 190 == | PRRKIAZ..... neces cece cece “ 060| 60-ft Cotton...... unener 138 
Leases OS 6708 sl Ws maaan... uasg| tMNG-stOvn 
COMMON....seseeeeeee Huckie. ° pet = tag 4 RR erg ge gy ne mong tee 
 eetenenneres - Leed's -tecceessee 6% Stanley R. & L. Co. (new list)asass In Bricks... <5 sper orate de 
AL RS U} TP cccccece 
Charcoal...... +seeseeeDOr doz $10 75| Boring Without With 
ae soresr per de #0 #0)» American Common, Polished, per 100 Ibs 3 50 A Augers. 
ahd “ 219| Bommer Bros, Ball B’g Floor 40-10% Nickel Plated, “ 4 75 . per dos 6 75 
Leather, rope tie...... “ 695; Bommer Bros. sora Hinges .40¢| Chinese Polishing..... per doz 7 60 i 5 00 
leather tie “ 8 25 eeaee. upar oaoems Soairasegs ey wot No. 1, % 75; No. 2, 86 25 Bose ” +t - 5 08 
* “=e Columbia Sat asia Per do 1085 % Mrs. Pott's, ne. ..po ot Leatter ts 
ccoscce C000 ccccccccccccecsese 0. nterpr’ oe © Pomeroy .... doz % 
MayAole's «.---.-++-++++----40819%| Taeal Detachabie, ....per gro 8i2 No. 553, 7o| Exedlsior ne 8B 
SS veveeeefOQiog | Newldea........... NomoT, “ i. « Handy.......-...00. “ 210 
i : porters. SORA OR No. T, a) ; “ Blo Little Giiani .-.°°0.0° “ aie 
° eens ” c 2: OMETOY ...-++++ - 
a: coee cocece mae "Tek Strap Strap Hinges ....... 80-1085%| No. 86 8 scssnin THe | Washing, ee 
a ee eavy Strap Hinges.......... Tailors’ Sad ...... seneeege Cc} Boss. i 
—. 408108 ight’ Hinges So Ri-1010g| | Geese. + 4846] Ber doz, 987 00 868 00 800 00 ano os 
MMOS... ....- 10- 0' , On daccveecnes Zz 
Seem n nse cose coocsccos POR GOS GBT] Tileey ® MINEO... ..0070- 70-10-5%| Single Duck Nest.....per doz 5 | OK Rotery..... “rr Per sor 
Se iictn anbig per doz 81 10@81 50 Extra Heavy T Hinges. ose. uble Round Wayne........ ‘* 26 60 
Maydole’s ......... 200+ ee0: 461 occ weere ie -++ig, SB 80-106 SUBD oestrone 360] US Steen. 6008 
r. eavy rar 
ee eames oor BE sad are Sopesadl 20-108 | Locomotive ....-rv..eeceeeeevees 585% | og 9, Malas 
' ew Hook a ~~ . 
GR RT RTOs. 200+ 0000 2000 0000 von MOS --DeF 100 Ibs. 4.00 . ae -per doz 81 35 — o. es large . 
Cast.........cce sees esses DOF OB 750 i eat 8. 7 Round Hickory........ per doz 81 7% 
“—, a w a HH ae em ll 7 “ ware Hflekory i. “ . 
ron. r Oz ¥) eevee = 
Pol’d Iron, Hickory hi . Per 100 108. 06.50) Brags......++++ +0200 enpentienlnad 204 umvie.. “3% 
Mall. Iron, Inlaid....... " 80 ‘ 50% junew.” 
Magnetic 1 2 8 1.00 IOWOOd ....c000---- “* 1@ 
Per doz...... 700 80c 950 Blckory esses eececseces 2 * 
Magazine. ... 2.000000. per doz $4 75 70&10% Hickory SheetIron. _ ,, 
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MATS. Tip Top “ 
ot Bela ..........eenel@en. as...” ee 0 84 | Gas-In. 8 
tional Rigi sessees ves «1180856 | Orate, Ve Bo 5 75| Per doz...... mt ee eee FUATES--TIm. 
ae ievateeeel 50% UTFITS—COBBLING. See Metals in Colu 
—_— Combination ..... ebeces Der, doz 11 50| Button’s--I LcERS. —— 
Standrd Quality ...... ed gross « 75| Economical .... ... = 490! Pe a a o% 6 ay. 
wy, Family...... paces a 10 © rdoz..... —_ $8.10 83. 90 a3 Blizgard.. ......cccces per doz..814 25 
Wire Oovered jr ~ am Ex. PA em eee *attern. a Cyclone, tin......... “ 8 90 
éanbstennnannal r doz . a copper..... “ 
MATTOOK pe 00 ates ween somebe ooo TORIORES eux doz.. ..82.35 $2.50 83.45 oe Daisy...... _ abe - HEY 
| = epbabebecagssogan = -saveweed “aes nates date Le eRi0kS Bernard’ a selismnabeennians 304 > wen UN CHES. _ 

, OLS. eevee beee ence oonaes “ita” eocces 60&5%| Cronk’sImpr’vd Button Pliers. ue Conductors’, N ae 
ron, lbs. 10. 13 16 P — Without Crunk’s Linemans No. s0....... ae 22....per doz. .68 50 

Per Gos. 8 15 83 85 $4 454 7585 25| goat. out Ga.. -- Per doz $2 75 Cronk’ s Swupds Pattern.. ee ennentennaseaiiny perlb. 19 

. l 1 “- rs )  \ eee 
weet aap 85 00 a's on ee cea ~* ml. Cronk’s Staple Puller Pliers. .$2 ety Ut “ig tes oer fos. 
.. ,| Lodt....... ee neee eene oe eee « MUG 10RD a ras ‘ 
mT Stock, Galvanized — | (OT Tee... per doz. 62 % 
br = sek % be eaets. ats 6 18 20 PER 6000 cena 000 conc cesngece PUTTY 

Soret per és * a's | ater os. EE OS 1 3 rags AND saaaeil each..5%4¢| Jn Bladdere. 
Iron Bound “ 1 40 180 210 — a aint nd % 00 82 35 Common.. ee cees 1 TOBOTERIOE Oommier oo. mae oe 
Babbitt. METAL. Cable. 2-Hoop, 81 70: 8-Hoop 81 90 DTG sihesdnsdicatedds ceneesekid RAIL. 

-... = Te dabeced perlb 8Xc per doz. 2 4 | ee ~ Eee Lseceonoencenneiay $08 a Yo Do 

eee eee eeee eeeeeeee * Ceda , e ew 

Common, No. 4...... we Standard, 34g 188: 8: Hoop cays rc "5 Safety aoe eee i 440 

Copper Mixed........... “ 18%0 81 75 per doz. »| Nos. os os 3S 8S le Flange “  I1%e 

Magnolia Metal......... “ 190 P — doz. - we 85.20 — 60 iy mith's Wen : : Bracket—plain Bide 

Ha ae “ 1040 seeiinmeeekeaeen «2.501085 % Smith’s Special <4... = 4340 

See Metais—in frst column. Pry. Common... “608 1085 Per’ doz. 813, 00 $17.50 wr 50 $12.35 — 8 — er Jump"..... lic 

ome..... PO! mith's Plain Steel............ 
Fires Quality. 40, rss | Reacting, CHESS | Drive Well Points, ...---+- pa IuRoe —— tide 
*eeeee eee eeeee ® eoce or. 
_ quali es  mmmnapteis coool e's re eS STOVE. Painted iron ............ per ft. 4340 
eT ete AP 4 ding. Pp Ww — str’t or ew 9 per doz.80 50} Bronzed wr't iron....... ‘ 
National... —v—_7 f — so seeee DOF 190 Ibs 81 15 Nickel preacoll bil's, ES. 
Parker...... a Tarred ra . wt io 70 Qoat STII cesses cond per doz. 86.50 
Brie . 9 Diamond A, Red Ros American ........} ; Cronk’ i 
Hondied Gatien” .-.-per doz 83 15 Leeder, a A, Red B in.pr roll 6 to eee ~ wsied r doz abeal sins 2 a Victor... pétaéoneda 4 
Lbs. % 13 Sand a: eR cthtectiece™ * cereandl $435| Steel, bracea . TR 15% 
loz... &2 00 82 35 82 65 325 pe Lanseessnceteeeexd iam SOK1NG | SUCCESS... .. 2000 nen venee 260| Steel, bow......... 10% 
- MOWERS—LAWN. m1 LY a. seabuenpe seseveeees «BO & 5% p, swine Malleable iron, ‘er ene %O 
Ball-Bearing. 1 ay—Wood....... 40@2 

In. "4 1 17 19 «gj | Grecian Express ........ per Ib 3x0 -— - 2 eS Lawa—Wood. pein 

Eac Secs 87 50 8850 88 50 810 50 dont” Sine” “ Pr an SS 86.00 87.75 os nS 200ce cesses per doz. 82 50 

In 3 16 ay State ............ ‘per doz #13 00 Metal. , NowLawnG@usn.. “* 8 

. 8230 8235 8835 8865 82 75 ea eo Pride of the Bar..... m . 1 | Jumbo, 36 teeth ...... “ 6 50 
_ pion, High Chief. Turntable ...... 2.00 = $ 00} Putz Cream. RASPS—See Files 
ost «8, 5 At Mountain...... “ 5 5 Tt i. M4 4 REGISTERS. — 
Each......... 00 rdoz...... 81.25 81.80 List July 1, 1908 
ba 9 Gooteett’ s Saratoga. “per doz. 86 50 Pts. 1 4 8 Black and White Japanned -70 to75 
18 te Mountain...... 6 00 Per doz.83.60 86.00 89.00 818.00) Nickel Plated..... 70 to75¢ 
Each...... a . at on! & 92°20] nace E PICKS White Silk, half pints, per doz.82.00| Electroplated, Brass, Bronze 
Tipper ny ae .;sablosiog wet ye Ove EE ee 65&10%| White Silk, 6 oz. cans, per doz. 1.00) or Copper........... wn 70&75% 
ae py ms on — ti Picks.......60&10@ | Wondershine RINGS 
prcgerneeeeees AUIS 800] AIRE Ballon --eeneneeson G68] perdos...00e 814 Onis sh00| “Blair Ringe 

an Styles Except A & E 60&10&104 PE Licdieinteh Andee cnisscssa 0¢. ts ' , yo td oo  aanane por dos. = 

sare she tamiboe PINCHE M. D. C...........-Per doz. .360@500 ; penanene > ° 
Style E, High Wheel. .60,10, ioalog Carpenters’, wrt. fron, pol B.C. O... 2.2 eeeees ear ees's Ringe Dieine a oe 
steel jaws....... ib Ee ntsaso oncene oe “  S0c@8i 2%5| Champion Rings....... “ 2 35 
Blacks ai eee —— sees cece per gr....... 85 00 spemesee Ringers..... “ 17 
ee oe PINS Black Eagle, 1 lb cans, prgr..815 00 Hill's Ri ~~ *seeebeapege 4 + 
" . SE bapasences “"100@5e 
Common...,,.........-P@F gt..80 12 ~~ Silk— Mazor Rings .......... -— = 800 
Hoyt’s...... «Wesabe “80 b BEE 0c ccce coccee coccce cece 700} Mazor Ringers “ 6115 
a... aioe “ 70 Paste, 5 0z. cans per doz..... $1.00} Perfect Rings .......... “ Ste 
Picket. Paste, % Ib. ——— & per doz... 1.00} Perfect Ringers... eR “ 68165 
Fluted...... Sapam per doz..#0 80} Bisek and Japan Wolverine Rings....... “ 150 
und...... rrcccccece” co 8%] «— PAQuid. % pant cans per doz. 1.00] Wolverine Ringers...“ 70e 

Spiral ..... ba ee “ 1 90 ees me per doz.... 750/ Bull. seve 

nge ss 
Conductor. Nested N Blackene, Lib Gloss per dos... ‘| Cente: 7S 2% 
ee. ee oe nosens Bleck Jack, % 1b or ; . ro = GAB cccecedecece 1 S $1 70 
Eastern.B.7§f1 7&7%4| Dixon's Carb. of Iron. “ 8 75| Steel, Nickel PIv'a.2%-In. doz. 1 $ 
Central ..... nf 75q| Nickel a wns vee - “ .. 450) Rea’s Self Piercing. 81 0 
Southerst'n.,. Rolinia ee ERS, CORN. Fruit Jar—White .........per.1b. 30¢ 
ens conte a mts gene cess T0&T & 7.&2%% | Bound or Square, 1 dt per dos., 86.050 Key 

ou —POULTRY. 0. River... .70&7% 1% t do 00 Split, round...... eeeeeeper doz. 1 

vanized Before Weaving. '80&20| , Southern ...,..70&10% 70858 2%5| Split, square ...... oe 08 820 

Out Pieces. en avine «IS | Full oolls...,,..+.++..Per 1D. 006 ae 

NI Cut cece gecce cece 634 . ang Bure 
4 Stove. BGR 00 ccccce cccces 50810854 
piiccsces eae 40&5 Acme—In. Gate City... ......eseeeeeee toed 

Stubb's Pattern eeecee cone Parrett —— okt: jt lose soe 12ie Gem meat wa = +t Planers eseee cos qneags esnupene 

Seller's... PR Fr. = = Tass me | <7 peer per | 

i ee ee 0854 c ee Ammunition. Slotted Clinch... .... 
, 2 Wee Gh cece ccce cegeese 40&10% Po 1 ¢ 180 32 ¢| PRESSES—FRUIT AND JELLY. | Tubular—Nos. 1 and 3, ase sor a 
paid ee ead aie. Plapished 28c 3ic 40 c| Enterprise Manufacturing CO... B56G | SIZES. 2.00. ceveccccee cess per doz. 45¢ 
=. BnOZZLES Made-up—In. 5 6 7 | Henle ......0. 00.000 +..per doz. 82 i0 ROPE. 

Genuine Bostos....... per doz $3 40), ya ses. 840 Bo 12 © PRUNERS. Per Ib. 
ine Gem....... ~ 3 60 fo oo ti Papers, pr jt.. ~-340 Diesten’ 9 Pole... ... opaed r doz..87 50 as ———— es inch diameter and 
Square Gre, nor PRESSED mt ought t ba. hed Tapers Water's imeeoved. pe, io 10aSe Sisal, 716 in. ana | larger....-..- awe 
Lb. 3 x x tic ai B 1 | %-in., black. ede vel Cork. PULLERS. Oi ont 6-10-in, on reels...per lb. 18¢ 

. % 4c 3140 30 x in, totin; % . eile lnciald eaon..02 60} 4 8nd5-16in in coils...“ 19% 
= > igo . Quick and Easy........ “ .. 390 RULES. 

Le im % a a * ss s = eee a pa ag eeeees eeeeee ererrreirrh 60% 
or & ie bene oat BO ees 6 AGC Giant.......... per doz 00@10 50 BY oo ccccs ccc cccccs coceee cose B5A5% 
eee Oe eae. en galvanized pGiantPatvera. 6 00 SASH WEIGHTS. 

ors. x. “ to ‘ a —-Giant 60 | Per ton, f.o.b. . sete doc 630.00 
comune r oo o 4 od 
Lingood, Pure —,. hee gal oe wag in 504 quning yet ocoeees 40&5% to 35&5% 
c OILERS. . Gos ;-4 L PRE OORT TE. ote W104 peepean - sebadaesscvnéeesend Barns 
Getestee «PRB nnnncccees en LL a Fn anon 7 
Bras and Gopper .............884| Stanisy Pisce, jewilst. 8@90R0R| Wood Wheel Cia." "1 &| Oreular. ois ane 
SCC eee eee ee ° s 
ae sebeinonatal 604% Serie sbepeeehenpere be =a 6in.. <a Disston’s oo snnsesacuchs sind $ 
Cannon ts jn. Ob... wes r i iiustsinenctsquesueias’ 50-10% 
EN ey 2 a seneaforees DO: doz. a = , heen Jap'd pecces cccces 30&5% | Compass. 
Ani Ponty Trumps. poe. 208 af haan M Santee eee wees 305% Common eveccece per doz. 81 Ry 60 
«3+: OF do . Wo w Potato _—. eeese cee . BOkS5S Pine occ ccccce ceccee cece 
ble Iron.. aoe 40&10&5 Challenge poner een os. -8 = ee ecccce bee coce per doz. .80 20 ieee’. eee ccce secece coces. ceeces 
~ oesnaienr ea per doz S8oQAe0 | F. Gummoniease, sin. “ °. | Pooahoutes Bit........-perte 30 
OPENERS. Cron he «per doz 90 25 re va ‘ocahon Rocce cccces perft. 39c 
Boz, in. 10 13 “ cent cata: °° cite meee | Em - attern, 2 in.. rm 22| Pocahontas, Blued ...... “« de 
Flas. ..per doz O85 600 64 15) Russell's... “ 186 oe edna “ 3 ONexina a 
- we 310 3% = =(3* | Flat ‘and Round Nose. ve Grand Rapids, No.1? | <<..." oS 
Amerioan.......:..++..Perdoz 00 28] German...vvs..cssssscssss eee =n 
Delmonico.<2....0.... Pe) Ceo Pee Soe UMPS BEER Ss008 ss20 sn snneen on 4s} 
ver Slip..... ie: Potion in 045 Sareacs,. nampa mae x TOUR 6 0.0002 00000060 000000 334% 
asteastaccsonses “ 58! P.S.& W.Go.. eee] ao de cles os cle! Sets Ee itv Pane. os 
hesneeedarnen saedus $ ach.... 0.9 $81.05 81.15 81.40° Sterling Hack Saw Frames....20 
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SA Coa. 
Giese . Nos. 'g, D8, 
Gorbam's Comb....... 


fete ee eee eee we eeee 


y' 
Sam flr eas 7 pepeneg -per doz. 


Keyhole—Disston's .. 8. 


Cee ECCI MEE eee eee ee 


Ge FIG coccee cocces eoeccesces cose 
Panel. 


COP eee ee we eens tees 


oct 


Coececcccceess +» per doz. 
march .. ° 
Aikin's Pattern........ 


Poe 


- -= 


a eras 


i) 
a) 


Hew 


Turnbull's Market. evccee coccees 


gayes 


7 8 10 
Perdoz. 88.25 8.50 8.75 9.00 
Pattern 


2 
Per doz. 87.00 7.25 7.50 7.75 
Pattern 


00 
Eastern Pattern, extra heavy, 
8 5 6 7 


ours — ox. 8.75 6.00 


— 8 Adjustabie, per doz. S 60 


Without runners, ea “Sis 4.75 4.50 


Wood, white map ie. r doz..83 60 
inet... — “Pe 

peecnesqnnensesen «e+e 70&10 

Jack $onneassenaeiell ; 





tag’ 
Square, Buck Bros.. 
Pm 4 Point, knurled, pr doz. 1o@ove 


gmoney’ eeteeseceones per doz..81 45 
50&10% 





Aiken's Pattern 
































































Morrill’s Old Style... “ .. 5 00/ Oil.—Unmounted. * “ ” Hvy. Wrap’g.230 | 
Pattern.... “ .. 450) Lily White........... per lb 438c/4°* . Wrapping on tubes. 250 \ 
Leach’s. geecessoes “* .. 480| Queer Creek......... - 1440/3 * - * cones.21lo 
Nash's aon ese ce Ss «ate a al ees ence . " 36c)4 ** = os ” “* 210 ; 
ve x cccccce “« .. 5650! Washi o 250 India Hemp, dg- rom balls... .. 180 — 
Stillman’s toven hones - ee Sythe Black ‘Diamond. per gro. 87 75 %-l espn F 
Cut. 250| ClearGrit........ 425) “ “  M- ib. * ,.,d0z,, 65 ‘ 
SHARPENERS--SKATE. Gem Corenten. 750\2ply “ _ St eeeeeees LIMO AM 
Ee per doz..81 60} Green Moumain 4 20/3 ° - -----1LDe i 
SHAVES--SPOKE, La Moille........ 7 00| Jute Wra ping. %- Ib. ‘pali.... 114¢ i und 
Iron.. ~<a, as. -81 35@82 75; White Mountain. ° . 6 50} Jute Wool, 1-ib. balls.. ......... 60 Jj lin 
Wood...... ; . 275@ 4 75| Willoughby Lake.... “ 6 25) Stagging, i4.1b. ball, size 21..... 22c | le. 
Bailey's. 50&54 ere a 3 15 34-lb. ball, ** 24..... 2lc ploy 
Goodell's.. $ ie pCR RENCE. 7 34-lb, ball, “ 27..... 2109 
Stanley’s Universal............ 30&5¢ | Hovdhitias’...... Seabee. z. 68 60/ Bagging. X-1b. ball....... .. ae: 22 pers 
Pruning. SHEARS. STOPPERS—F UE. oply “Br, ip hanks.......... « «190 | desi 
Buckeye, No. 1. or ioz..86 50 gg . coc cvee ence ssee OL GO, 0018 sedan. <lipes eee teeeerees 190 | 
No. 3.. ae er BO] S AM eee en se eeee 290 mess 
California Pat., 8 in.“ 425 Gem, 1 flat, painted.. ” 72c|3 ‘* Silver Finish, in hanks... .39¢ 
Oin.. “ .. 5 00/Gem, cord, decorated... “ 68¢ | Fodder or Lath. > excl 
Draw Cut, No. sss ta * 15 50 ee oe te es ee) 6 1 BO] = 1BO-Strand......ceecseree sees: &co thes 
No. 4...... “ ,.18 50} Peerless . es 72c| 2WO0-strand.... ........e0- senses 8%c 
Henry’sPat.0 01 14" 012 |Skinner’s Common Sense “ 5c : VISES. tion 
ant os... $1.90 $2.50 os by -" annpere ain = Speen eeaeeibagiebes in 7 
a r doz iP éuneésendan r Oz. rs. 8) 80) VOCOCY B .... wane wave cene eeee cesses 
Sheep--No. BBA. ryt Skate ence covescsces ™ P 60@70c | Parker's Oval Slide....... 50@50& 10% — 
6% in. Carpet. STRETCHERS. Parker's Parallel............- 15@204 yes 
Reg.Grip. on 2% 811.50 $13.00 doz. Bullard’s ............-per.doz 88 90) Parker's Victor. ...; .......... 2+. 10% B 
Nar.Grip.. i. 75 1200 18.00 Excelsior .... 02+. ccces 5 50| Parker’s Combination........50&10% 
Tinners’--See nips. Malleable Iron........ “ 70| Solid Box.......... teeee +++ 60. pa 
SHEAVES-S DING DOOR. Perfection ............ “ 6 00| Adam's Mechanics’.... 
5 BEEN wétstaccccsessesas 4 50| Williamson Universal..... 
Quen” -Per set... wos m8 80.70) Wire. Ww 
Hatfield's. 1.00 1.60} N.S. Elwood’s.......per doz. 8 75) Cast-Iron vomneetan in P 
.20 SH LLERS--GORN, O. S. Elwood’s......... “ 5 7% See oa 
PIN ge nec sacctcetis r doz..87 25 Little Giant .... iii 5 50 } nan 
OT--See Ammunition. Star Lever........ “ 6 2% Noth: 
20 SHOVELS AND SPADES. Star Tackle Block. sa 9 25 
B0| Twa Bert , WS «-. i 6 led. == 
wan's Perfection.............. ~ 
- me Malleable Md, Adamant,one coat,70&10 +4 4 Fo! 
Wrought Steel..... The manufacturers divide ¢ store 
20 TA ware into two classes, which take Wis, 
bad American Cut..... -see+se-, S085% | different discounts, noted above, eral 
* American Wire...... ents Chrysolite. three coat........40&54@ Tese 
50 Bill Posters Cut ......... ....90&40@ WASHERS. | “ 
bus Blued Carpet.......... aceeeee 90&15¢ | Standard 0. G. cast iron, per lb. .23¢¢ For 
o| gamer’ new list . .... Discount 12% % oo seve eeee sees 220 DORIES on as: 1b.: mos 
pabsenseose esseee eee - PORB0K10E 
7 | “No. 3 AIO... .-0+5-DOF d0z..05 35 Gpnslsiors® Gut ..."7".1.. peknese | TAC She So Ske Be BHO So The 
4| No.4 Golds........ 6 25| Upholsters’ Wire .............90&25% peenene eset in 5 lb. boxes, wg Ib. Chics 
Ames’ new list..... , uble Pointed .,...........--90&20%|ID.4 % % 
% SIEVES. — Cor pper ........ Sabeshansanel 4 4 8%c 6c 5e “se {ne sige 4%o For 
000 | Champion. . «per doz, . .90| Canvas NII... 040+ 00+ 0005, TORS WE inter 
50 Hunter's Genuine ...... -10| Clout Natis................. TS&10R5G | AZ; +--+ -+0+ eee eree enee wsper dos.....20e consi 
ri “ Imitation..... “ = Hungarian Nails. -80&5% GOTEAG 0000 ccceccceccccce per lb..10X%6¢ mana 
% | Tin Rim, 16 mesh plain wire“ § — 1.85 TAPES--MEASURING. BOW. -.- o 00+ nee veeeveee es -- Bio Care 
% | Wood “16 mesh plain wire" .80| Asses’ Skin ...................40&10¢ | Wood yo born 
Cast iron, SINKS. Bend Leather. . veseeecee ses 26 | Lake uperior and Oregon, 
Painted............. ssseee +2 --50&5% | Patent Leather..................-25% t. -per lb.. one Hat 
Beameled, White .... ....60-10&5¢ | Lufkin’s Steel........ ge see cess 30@| Reg. Pattern, Steel... “08-0 —Est. 
Wrought Stee ** | Lufkins Metallic . .30%| Truckee one 08-%e $1,300, 
Painted, new list.......... 40-1085 % TENTS AND PA ULINS. WEIGHTS. will 
SLEDGES--See Hammers. Wall Tents ....200+ 000+ ence +. .00-15G | BBCMRG «nso nn. oes. per lb. Sie chear 
SNAPS—HARNESS. Wedge Tents «.......- +0. +++; 40-10% A--F-0.B. Chicago. pr ton. .081.00- dress 
I tnreasscnveneneneeanl 65% |Paulins .............0.. 00. vost 45-5% WHEEL BARROWS. Ave., 
German Pattern........... -.--308&5% | Wagon Qovers. ..45-5@ | Common eee... --per a. ™ 00 
Judd’s Pattern.......... 60&10% @70% ERMOMETERS. Heavy : 9 50. 
Tin Case o5| Railroad, ball bearing “  .. "190 
SNATHS. ” Santiago Steel meee . ee 
Double Ring, Bush.... per dos. 08 7% Wood Back........ $1 No. 04 Steel Dirt . « 7 58 00 
Patent Loop ns 30| Glass 50! No. 04% aa. OY en 
sxiPs TINNERS: hie Sin Corman... nec sres esse TORIOMS 
--' , 1 OTUNGUM. .... cece eeees ccccee 
Sipe ea iE pi RTT 4085 — other kinds an gen Renee 6 
Sag age 8 | ortm TONGS. a = e any oe J of J, an 
eee cecces cece Packham's.. -per pair 50c er doz. 1. 
SOLDER. tora. 8. , WIRE. 
SeeuiNGs DOOR Brae i Gar iskiOe | Camnae. pr woot 
-- r -pri 8 
Perfect. wae ™ 2 de 4 Rookn “PS. & W. Gas. -15&10% Lessthancar “.. 2.80) 
Per dos........ 38c 48¢ Atkin’s De a u Brass. 
Reliance, igh #40 ny Heavy fio doz n's Dexter. ........per Goz. 64 25)" In colls.......--- +--+: oe 290% 
Star..... mee 8 Exceisior...... 6%) ini lb.s spools, new list. ~~ 508 10% 
2 50| TOTrey’s.......... 00000 eennd 81 35 ae aa 40% | Broom--Tinned........ 80& 108108106 
Warner’s— 0.1 No.2) 78 nald’s ......... . Cable—Same price as Barbed Wire. 
Per GeB......2. 000000 TES 81 45 New » 
Te Ss U ARES CWHOURE. -«...+ 0000 sees sees oe0-50%| “Tn Coils...... 0.002222: 20&10 48 
40 | Stee New Victor . PPUTITITE LTT TE “95-10 In 1 Ib. apoote, new list..... 
(Aaa on Biuing, $2.50 per doz. “net ols Resales sete eeee per doz. 8 7) rence--Smoo 
3 | Mitre--Stanley's No. 12.......... 404 | Mouse and Rat. Nos. 6 to9, Annealed, Pr 100 1bs. 88.10: 
Wood Choker..........per hole llc} Nos. 6 to 9, Galv’ 2.40. 
tanley’ 0 No.2, new list.. - 304106 Delusions voc secs unedii A. Hatha New Ite cvs > es. SOLOS 
weer + 1 eee ; ar 
Try and Bevel--Stanley’ S......40&5%| Imitation Sight, Rat.. © 80c |" Bright. full bdles............. 70&10% 
Marty Rat............+. “ 675) Bright. broken bdles............70% 
am RE per doz..07 25| Marty Rat, Imitation.. “ 375) Goppered, full bdles.............70% 
Winterbottom’s ................ 50g| Marty Mouse.. 315) Goppered, broken bdles ....05410% 
SQUE EZERS--LEMON. Marty Mouse, Imitation 210) ‘Tinned, full bdles..... ...... 
Common Wood......... per doz..80 73 Pee Automatic..... each 360) Pinned, broken bdles........ 6541 
Porcelain Lined, wood. “ .. 1 80 rly. Picture.—In coils....... 804 @80&104 
Boss, tinned iron ...... “ 84 BllOON......+-+++++--per doz. $1 10) 5 Ib. spools .saeveee -POr 1D. . 280 
Pearl, nickel plated...“ 1 30] Harper’s.............. 1 25) Pigin—Small lots............ «++ -88.00 
Pied Giant, ti aio =. i = s i na NE is Ca ta ac Lee 
e an n’d iron a tail Pandard .... 2... ceeeses-cevecees m spools 5c r bun er 
tps ee |) coonense ence apne socom WRENCHES. 
D pibaeeiageadiie “ 4 50 30% | Acme Standard et ER 
ST. a icegs cegnnd erceeseees CORES 
Blind—Barbed ........ per Ib. 9}@10c Always Ready.......... «+ M&10&54 
(_ JF, eee 8@8%c Bemis & Call...... sapeacesaues eunce 
Fence, \ess than carload. Coe’s Standard..........s++. -40&104 
Polished .........00. per 100 Ib. $2 35 wy s Agricultural pagnakacemhons 80% 
Galvanized ......... ™ 2 65 P. S. & W. Co.’s Agricultural ....75¢ 
Netting—Galvanized.....per keg 3 60 ” " Knife H’dle. SOLES 
Wrought. SC | Wescott’s “S *.... ...0....0- cece 33% 
Wrought Seapies, © ae Ss and on 00a e060 veces Malleabie “S - 
Staples, — 5 8 and No. 1 2 Malleable...... 
Staples, Hooks. and Half Ironed..... $2.60 83.40 85.00) Stillson Pipe.. 
SN adhe cee setese ce 85-10&5¢% Full Ironed..... 8.90 5.75 6.75|Trimo = 
Extra heavy . . .-756&10% = WASH, Ex. | (Clothes. WRING 
STEELYARDS. 2 1 large; No. 22,Guarantee.. oer doz. $22 50 
Discount 254 po BE in on as 6.25 7.25 9.75) No. 110, Guarantee.. 26 50 
Axe. STONES. 5.60 6.60 7.50 10.00} No. 150,Sunmshine..... * 19 50 
Hindostan ..... eves per Ib, 54% @7c bedar” — — 6.50 7.50 8.25 No. 180, Mendota ..... “ 17 5 
More Grit...... ....- - 940 | /ndurated = 7.20 7.95 9.45 11.70) No. 12, ‘Success... « 16 50 
Washita ............ Rie | Galvanized. No. 1 2 3 Blue Bell, Ball Bear’ & “ 23 50 
ve eeee cece eeeeseeens 604@600&5%| Perdoz.........86.% 5.75 650; No. D110, Domestic.. - 22 50 
0il—Unmounted. TWINE. perlb.| No. E 300, Empress. “ 25850 
Arkansas Hard ........ per lb. 82 00/3-ply Cotton Wrapping...........19¢ No. 122. Bicycle Bail- a 
Arkansas Soft ......... on 1 15/4 * aa ee 19%c Oc cc0 ccs ccee ce » 24 56 
Hindostan ............- *644@6X% 14 * Cotton Extra Wrapping. ..25c No. 122, "Swan uve“ = 4 5@ Ip! 

















THE 





Wants and Sales. 


For diame uteedbene to THE 
AMERICAN ARTISAN will he inserted 
under this head advertisements of six 
lines WITHOUT CI"ARGE for em- 
ployers 9 _to secure employes, 
persons ig sitiations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


BUSINESS CHANCES. 


ae it BE. PECK, F 

We Washington, 

Do. ag Expert 

in Patent Causes. U S. and Foreign Patents. 
Send for leafiet on “Rejected Patent Applica 


tions.” Honest work but no “Something for 
Nothing” offers. : 





























For Sale—Building 36x100, solid brick 
store, plate front, two stories, Brillion, 
Wis.; good opening for hardware or gen- 
eral store. A bargain Address Wm. 
Tesch, Appleton, Wis. 6 








For Sale—A complete set of dies for 
modern steel] gasoline or gas stove oven, 
in two sizes. Address ‘“‘Modern,”’ Care of 
The American Artisan, 69 Dearborn St.. 
Chicago, Il. 6 


For Sale—The whole or the controlling 
interest in a manufacturing plant. Would 
consider taking in an active partner to 
manage same. Address ‘“Confidential,”’ 
Care of The American Artisan, 69 Dear- 
born S8t., Chicago, Ill. 6 





Hardware Store and Tin Shop for Sale 
—Established 15 years; will invoice about 
$1,300, good location and no competition; 
will sell at a discount, for cash only; 
cheap ren#pf store and @Wing rooms. Ad- 
dress ‘“‘Hardware Store,’ 921 Armitage 
Ave., Chicago, Ill. 8 


AMERICAN 











Wanted—To buy a second-hand 30-inch 
bar folder; must be in good shape and 
cheap for cash. Address T. J. Coslit, 
Columbus Grove, O. 6 





For Sale—Or will trade for good hard- 
ware or general merchandise stock, my 
160-acre farm in Brown county, So. Dak. 
Has good improvements; all under culti- 
vation. Also have farm of 640 acres near 
Ellendale, N. D. Will trade either or 
both farms. . Address H. 8, Chamberlain, 
w ‘inona, Minn. 6 


Wanted— Second- hand foot press, with 
horn, style of Niagara Tooi Co.’s No. 9% 
Geier & Peppler, 700 Lincoln Ave., — 
cago, Til. 


For Sale—A clean stock of hardware 
invoicing $4,500 in a good town of 3.500 
population, in east central Iowa; good 
country around; crops are good; only two 
hardwares in the place; best of reasons 
for wanting to sell. Address Lock Box 
685. Care of The American Artisan, 69 
Dearborn S8t., Chicago, Il. 6 


For Sale—My hardware business in town 
of 1,400 people, two stores, good business, 
tin shep in connection; good reason for 
selling; a money-maker for cash buyers 
only. P. A. Williams, Strawberry Poajnt. 
Iowa. 6 





For Sale—My hardware, stoves, tin- 
ware and tinshop, and pump works and 
cornice works, up to date stock, invoice 
about $9,000 to $10,000 A good paying 
business in a fine location in city; also 
a fine city in eastern part of Minnesota 
of 24,000 population. Good reason for 
selling. Address “‘Box G,”’ care the Amer- 
ican Artisan, 69 Dearborn St., ee 
Til. 











For Sale or Trade—Property in a good 
live business town. I want to sell or 
trade for a set of tinner’s tools and a 
small stock of hardware. What have you 
got to trade? Address P. O. Box 227, 
Flanagan, Ills. 6 


FOR SALE—A good clean stock of 
hardware, stoves and tinware, with tin 
shop in connection; good set tools: rea- 
son for selling poor health. Address 
“Hardware L.,” Care of the American 
Artisan, 69 Dearborn St., Chicago, Ill. 6 


For Sale—A clean stock of hardware 
in Iowa City of 14,000; invoices about 5.- 
000; good business, fine country. A snap 
for right party. Address “Right Party,” 
Care of The American Artisan, 69 Dear- 
born St., Chicago, Ill. 4 
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For Sale or Exchange—A good live fur- 
nace and hot air business of which we 
own the patents, patterns, etc; no real 
estate; a good thing for foundry or boill- 
er shop to take up. Trade well estab- 
lished. Address W. . 8, Care of The 
American Artisan, 69 Dearborn St., Chi- 
cago, Ill. 4 





For Sale—A clean, up-to-date, old-es- 
tablished, good paying hardware busi- 
ress, with tin shop. Will invoice about 
$3.700. Reasons for selling, sickness. For 
ee write Frank Hesse, Clarks- 
ville, la. 4 


For Sale—A first-class stock of hard- 
ware, stoves, tinware and farm imple- 
ments, in eastern Iowa. Will Invoice 
about $8,000. In town of 1,000. Good rea- 
son for selling. Address E. Z., Care of 
The American Artisan, 69 Dearborn 8t., 
Chicago, Ill. & 





FOR SALE—One 30 in. square shear, 
one 20 in. tin folder, one 30x2 in. roller, 
one mandrell stake, one double se: uming 
stake, one blowhorn, one beakhorn, one 
hatchet stake: all in good condition; 
cheap. No. 792 West Van Buren St., Chi- 
cago, Tl. 5 








TINNERS’ TOOLS. 


——> 


Wanted—Set of tinner’s seater must be 
in good condition, for spot cash. Send 
full list of tools with price to T. A. Nile, 
Monroeville, Ind., Allen Co. 6 











For Sale or Trade—A set of tinners’ 
tools, pipe tools, etc., all good as new and 
in first-class condition; for particulars 
eGtress Lock Drawer 281, Saybroo 
Ill. 


od 


The Sowing tools, which are consid- 
erably worn, but will do for a country 
tin shop, are offered for sale cheap: Dou- 
ble seaming machine with 8 discs; large 
burring machine, smal] turner and 18 in. 
groover, with wood standards; 21 in. gut- 
ter beader % in.; dipper handle former 
and creasing stake; cheap. Address C. 4. 
Peck Hardware Co., Berlin, Wis. 


For Sale—One only double seaming ma- 
chine with setting down attachment and 
deflector, No. 1 Olmstead with 8 ogtng 
down discs, weight 102 Ibs.; one 
high pressure wane, forge comp. Ad- 
dress Lock Box 247, Vienna, 8. D. 4 











The Tip-Top in Heating. 


Some methods of heating are tolerable ; 


middling ’’; some good; 


some very good. 


some are ‘‘fair to 


But, modern methods of warming by Steam and Water are 


the best—the Public is constantly proving this and is buying 


more and more every year. 


IDEAL 2] inch WATER BOIlLeK 


IDEAL Boilers 
AMERICAN Radiators 


Outfits whieh make Steam or 
circulate water by IDEAL Boil 
ers—sending the heat out by 
AMERICAN Radiators, give most 
excellent satisfaction. 

Our catalogues show how and 
why this is so. 





AMERICAN RADIATOR COMPANY 


LAKE AND DEARBORN STREETS, CHICAGO. 


Boston: 44 Olive Street. 


MINNEAPOLIS: 204 Fourth Street, South 


New YorRK: 42-44 East 20th Street St. Louis: 207-209 North Tenth, Street 
PHILADELPHIA: 622 Arch Street DENVER: &31 Fifteenth Street 
BUFFALO: 1741 Elmwood Avenus 
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HELP WANTED. 


SPECIAL NOTICES. 











Wanted—Information as to the where- 
abouts of A. B. Payne, about 52 years 
of age: tinner by trade. Please inform 
F. G. Maihack, Wyoming, Ill. 6 





Wanted—At once, German speaking ex- 
perienced tinner. Must be able to do 
furnace work, also have some knowl- 
edge of plumbing. Steady position guar- 
anteed to the right party. In answering 
state salary wanted, as also experience 
had. Address H. N. Koch, New wae, 
Til. 5 





Wanted—Foreman for nickel plating de- 
partment. Bonnet-Nance Stove Co.,: Chi- 
cago Heights, Ill. 6 

Wanted—A good tinner and furnace 
man. Also must know something about 
poamting Job the year round. Have 

ad three men in 20 years. Must be care- 
ful and not afraid to help. Address W. 
A. Waterman, Newell, Ia. 5 








WANTED 


To buy foundry patterns for Oak Stove, 
Hot Blast, Air-Tight, and Steel Range, 
fitted and fallow-borded, ready for use. 
Address ‘‘Fdry Patterns,’’ care of The 
American Artisan, 69 Dearborn Street, 
Chicago, IIl. 








WAN TED 


—First-class furnace salesman’ to handle 
a line of high-grade furnaces in the 
western states on a commission basis. 
The Forrest City Foundry & Mfg. Co. 
Winslow, Elm, Sycamore and Main Sts., 
CLEVELAND, On10 


*I-shéet~metal and furnace work: State 











Wanted—A first-class tinner for steady 
work. Will pay a good man $@ per 
month or more, according to the man. 
F. Krehl & Son, Madison, Wis. 5 





Salesman Wanted—To sell stoves and 
refrigerators in western’ Pennsylvania. 
Give age, reference and salary wanted. 
R. E. Edmonds, 208 Wood S8t., a, 





FOR SALE. 


Choice recleaned timothy seed $1.25 per bu- 


G. L. MILES, 
Hardware Dealer, Grinnell, lowa. 








WANTED-—Salesman in general hard- 
‘Ware store. State age, time worked and 
wages wanted. Larson Hardware Co., 
Sioux Falls, S. D. 5 

Wanted—Salesmen to sell our line of 
Boss Cream Separators, as a leader or 
as a side | Bluffton Cream Separator 
Co., Bluff , Ohio. 5 
Wanted—A first-class tinner for both 
inside and outside work, one who is able 
to do furnace work and who has some 
knowledge of plumbing. A steady and 
sober man only’ wanted. References. 
Permanent work to the right man. Ad- 
dress Box L, Barry, Ill 6 





Wanted—Two good hustling stove sales- 
men for city and country. Good line. 
a Line,”” care of The American Ar- 
tisan, 69 Dearborn St., Chicago, III. 4 


Ee a 


SITUATIONS WANTED. 











A young man with 15 years’ experience 
in the stove, furnace and sheet metal 
business would like a road job with some 

obber or manufacturer. Address 

‘O. K.,” Care of The American Artisan, 
69 Dearborn St., Chicago, III. 6 





Situation Wanted—As hardware clerk 
and bookkeeper, with five years’ expe- 
rience .in: gefieral hardware store and 28 
years old. Married. Can furnish good 
references. Address D. E. Reed & Son, 
Decorah, Iowa. 6 





Wanted—Agency for reliable mail order 
articles. Something catchy, useful and 
not found in stores as a rule. State what 
you have in detail, and address, Adver- 
sere, 1233 Blackstone Ave., St. oar 

o. 


Wanted—To correspond with some par- 
or person for a location to go into 
the tinning business or to get position 
as foreman of shop or buy out a hard- 
ware and ip business, or for a good 
job in a good location for the coming 
ear. Address W. A. Osborne, eames 
0. 











Situation Wanted—By experienced 
hardware clerk and bookkeeper. Speak 
German. Strictly temperate. Can fur- 
nish best of references. Address ‘‘Hard- 
ware Clerk,” Care of The American Ar- 
tisan, 69 Dearborn St., Chicago, Ill. 6 


Wanted—Situation, after Feb. Ist. by a 
thorough hardware implement and buggy 
man, on the road or in retail store, or 
will put experience against capital and 
take working interest. Address “Man- 
ser.” 212 E. Cherry St., Noblesville 
nd. 


8 


Wanted—Position as foreman of mount- 
ing room or steel range department. Ad- 
dress Foreman, 69 Dearborn St., Chicago 


Tm. d 


A gentleman of fourteen years’ experi- 
ence in the stove manufacturing busi- 
ness, in full charge of office, finances and 
gales department, is open for similar po- 
sition with progressive concern with no 
preference as to location. Address ““Com- 

tent.” care of The American Artisan, 

Dearborn St., Chicago, Ul. 4 














FOR SALE. 


My thoroughly equipped stove plant and job 
foundry, established 30 years, never changed 
hands; has local demand for entire output. 
Runs every day in the year; a money maker. 
I realize, because of conditions, 1 must sacri- 
fice; 125 miles from Chicago; best of R. R. 
facilities, GEO. W. STEWART, 108 Dear- 
born St., Chicago, Ill. 2 





SPECIAL 
Mr. Salesman: If you are looking 
for a good talking, profitable, side line to 
sell to the Hardware and: Heating trade, 
address, 


O. B. Moore, Battle Creek, Mich. 
Pocket sized model furnished free. ,F.4, 








WAN TED 


A first-class tinner to run shop in coun- 
try town near Chicago. Must bea hust- 
ler and be able to give estimates on tin, 


wages wanted for steady job. Address 
Box 67, American Artisan, Chicago. 5,4 














FOR SALE. 


Very choice stock Builders’ Hardware, 
Mechanics’ Tools and good furnace trade, 
in one of the best locations at Chicago. 
Stock will invoice $20,000 to $25,000. Been 
established for 18 years; own building, ex- 
pressly built for the business, which I will 
sell if necessary, or will give long term lease. 
Will divide stock to suit purchaser. No 
fake; can show statemennt of profits. 
Must change climate on account of health. 
Address ‘‘CHOICE,”’ care AMERICAN ARTI- 
san, 69 Dearborn St., Chicago, IIL + 











FOR SALE. 


One set tinners’ machines en- 
cased. Peck, Stowe and Wilcox 
make. Full line of bench stakes 
and hand tools. Will be sold at 
a BARGAIN. Full description 
and particulars on application. 
No use for them. Address 


MYON A. COMSTOCK, 


Newark, New York. 





WANTED. 


Stove salesmen for Iowa, South Dakota 
and Southern Minnesota. Only exper- 
ienced men wanted. Apply by letter. 


BERGSTROM BROS. @ CO., 
Neenah, Wis. 








W’W/ AN TED 


Salesmen to sell King Cream Separa- 
tors on commission, side line, territory. 
Missouri, Eastern Iowa, and east of 
Mississippi River. Address 


CHAS. A. VAN PELT, Nebraska City, Neb. 








AGENCY FOR PACIFIC COAST 


Salesman now representing a number of first- 
class manufacturers, is thoroughly acquainted 
with the trade on the Pacific Coast, wants 
agency fo California and Nevada for any goods 
handled by the stove and hardware trade. 
Warehouse room furnished. Address “Box R. 
W.”" care of AMERICAN ARTISAN, 69 Dearborn 
Street, Chicago, Ill. 3 





‘C. N. HOOPER, Dubuque, Ia. 


VITREOUS ENAMELING 
TECHNOLOGIST 


Designs, builds and starts new plants. Im 
proves quality and reduces the costs in those 
already established. 














Exclusively Wholesale. 








We can do you good no matter where you are located—We offer “CRACK SHOT” 
(black powder), “FLASH” (low base, smokeless), “WINNER” (high base, smokeless). 
Allabsolutely g#aranteed and not.in a Trust, This notice should be of great interest to you. 


NORRIS * LORING HDW. CO., 


LOADED 
HELLS 


CEDAR RAPIDS, IOWA. 








( ILLUSTRATED 


COLORS AND SPECIFICATION. 


*ROTECTIVE PAINT FOR CONSTRUCTION AND MAIN 


VANCE OF STEEL AND JRON WORA 


PUBUSHED FOR FREE DISTRIBUTION BY THE ¢ 


Joseph Dixon Crucible Co., Jersey CHY, USA. 








—_—_— - fA 
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A Black Silk Stove Polish = 


Has made Sterling, Ill. Famous. 














it is Black. It is Good. 





- mew! VY 


nn, 3 ‘ i, 
' NN Mh 


———aa 


In 1904 


Our sales have started out like 
Wireless Telegraphy. With 20 
years experience to our credit it’s 


in 1903 








We sold more of this polish 
than ever before. The trade 
found it went faster than ever and 
we were kept busy supplying the 
extraordinary demand. No won- 
: der either 
when it is 
considered 
that it has 
no equal. 


as easy to go on and improve as it 





is for a squirrel to jump from one 
tree to another. 


“GK SILK STOVE A, 
SS 
It is sold to Stove Manufacturers. Wholesale Hardware Dealers 


and Jobbers of Stove repairs. Not sold to department stores 
or mail order houses. 


Stoves blacked with Black Silk Stove Polish sell first. 


If quality is not satisfactory return at our expense. 


The Black Silk Stove Polish Works, 


LEWIS D. WYNN, Proprietor. STERLING, ILL. 


ACME OVEN THERMOMETERS 


THE BEST IN THE MARKET. 


STYLE *‘C” GIVE THEM A TRIAL. STYLE “D” 





a 
| 

" 

i 

A 

t 

5 

3 











MANUFACTURED BY 


THE 


EVANS STAMPING 
& PLATING Co. 


TAUNTON - MASS. 


C. H. MATTHEWS, Detroit, Mich. 





( Western Agent. 2%-INCH DIAL 








It’s the “Know How’ — Did You Ever Think of This? 


Don’t let your Oven Thermometers be the kind 
that tries the cook’s patience or hurts her eyes 
to read. Our No. 480 Angle indicator isn’t 
that kind—we have the ‘‘know-how.”’ Send for 
circularsand sample—we want to talk business. 


HELIOS-UPTON COMPANY, Peabody, Mass. 


HENRY GLEASON, Agent, 258 Broadway, NEW YORK, N. Y. 
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REPAIRS s7ovésex: 








ror Aut |  Ghe GEO. W. COPE, 


STOVES ana Stove Pattern Works 
r U RN ACES | Corner Brush and Woodbridge Sts. 











Stove Rods, Paste, Stove Putty, Stove Knobs, Pipe Dampers, Mica, Etc. | DETROIT, MICH. 
Wm. T. Dust Co . DETROIT. 
F stove busi- 





bead | 


i t The Stove Repair” Tip Is 
(L 


BRAUER 


ness drops 
off this year it 
will be a ques- 
of Patterns. 
The manufac- 
turer with a 
fresh and attractive line of 
goods will have the call. This 
is a time for preparation, in 
our opinion. 
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316-315 |] THE GOBEILLE PATTERN CO., 
NORTH THIRD ST. CLEVELAND, OHIO. 
ST.LOUIS MO. 

NEW BLOOD———-NEW IDEAS. 
Ghe MANSFIELD STOVE 
Furnace PATTERN WORKS 
. MANSFIELD, OHIO. 
Repairs. F. W. REYNOLDS, Proprietor. 











The unusual success of 
perfect fitting STOVE 
and RANGE REPAIKS 
and WATER BACKS for 
the many different varie- 





PATTERNS 





a any a of = , . . , FOR 

s, after months t 
vepaire to’ fit the leading ¥ URNACES. ‘and we ‘shall pom Nd. to ret y omen eet * STOVES—RANGES—F URNACES 
guarantee you prompt shipment. “Ay rats | SEND FOR CUTS. 
THE JOHN B. MORRIS FOUNDRY CO. “Mersfelder Pattern Works 
1201-1239 COURT STREET CINCINNATI, OHIO 


Pearl and Ludiow Sts.. Cincinnati, 0. 


p 
UNION BRICK HANDLER SATTE nat / i 


A Money Saver. Ht | KEEPATIERA Wks 


Full size sample. ) Mh - UK SO7 CEDAR ST 

















Delivered - Express 0 
$3.80 


Union Brick Bond Go., PITTSBURG, PA. QUINCY, ILL. 


YANKEE ALL STEEL DAMPER 


The Best and Easiest Damper to get in or out. Cheapest Damper made. Made also in Oval Shape. 
Steel Rod flattened and turned over handle. 
Enameled Wood Handle, can’t get out. 


pring and Washer. 
= This pin keeps washer and spring on the rod. 
; M inch cold-rolled steel rod. Can easily be driven through 


pipe, making small and same size holes on both sides. 

































Pin at this point with the one further up on the rod. hold 
the plate firmly, because they are made with large, : 
HOT AIR DAMPER. elongated head. Steel damper plate. SMOKE PIPE. 


You Can’t Afford to Make Dampers When You Can Buy the Yankee. 


Smoke Pipe Sizes, 3 4 4% 5 5% 6 7 8 Hot Air Sizes, 6 7 8 8% 9 10 10% li 13 12% 14 6b 
PER DOZ. .85 .85 .85 1.00 1.101.20 1.50 2.15 PER DOZ. 1.20 1.560 2.15 2.35 2.55 2.80 3.05 3.30 3,50 3.75 5.00 600 


SAMPLES SENT WITHOUT CHARGE 


THE S. M. = COMPANY 


40-42-44-46 UNION STREET, BOSTON Factory at CHARLESTOWN 


Na a a pe 
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SAYRE STAMPING CO. SAYRE, PA. 





Have you completed your inventory ? 


Are you waiting for quotations ? 


We are thoroughly equipped for filling all 


orders promptly. 
Truly 


May we fill yours? 


yours, 


UNCLE SAM. 
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S. Obeayer Co, 


Chicago. Pittsburgh. 


MANUFACTURERS 


“Everything You 
Need in Your 
Foundry.” 


SEND FOR No 40 GENERAL CATALOGUE, 














HOMESEEKERS EXCURSIONS 


rane vucsoavs VIRGINIA 
Via HORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and fei 
LAND PAMPHLETS and descriptive matter, address 


ALLEN HULL, D. P. Agt., Columbus, Ohle 











MAIL ORDER DEPARTMENT 


FL Sint HIAFER CO. a TIES. 





RTI SING 5 PECIAL}! 69 
Rito" DEARBORN ST. 
ADY VEN one 2 WICAGO. OSA. 








SEND FOR CATALOGUE B. 














Ghe HAYLOR HOLD 
FAST STOVE PIPE 


The problem of 
holding stove pipe 
securely in the flue 
hole is solved by 
using 

Tho Haylor 
Hold Fast 
Stove Pipe. 








Pat. Nov. 20,1900. Therefore the demand, 


A Fast, Ready Seller on 
Account of its Merits : : 
Made of the best of materials, both Woods smooth 


and Planished No. 26 gauge iron. The Haylor Hold 
Fast Stove Pipe is 944-in. long, fitted with fastening 


device, and beautifully designed, gilded collar, which 





measures 10% in. in diameter for six-inch pipe and 


GET IN LINE! 


A GOOD LINE TO TIE 
TO IS THE LINE OF 


Polishing *,Plating 
Material 


Manufactured only by” 


F. B. STEVENS 


200-210 Larned St., West 
DETROIT, MICH 





Send for General Catalogue 





1:34 In. for seven-inch pipe. Packed half dozen com- 





plete, pipe, collar and fastening device to the crate. 
Dealers do not pay for the support of our traveling 
men. We have none. Write for catalogue and prices, 


STUBER. @ KUCK, 
Manufacturers of Pieced Tiaware and Specialities, 
PEORIA, ILL. 





CORN CRIB 


Holds 400 Bushels 
handy and econo- 
—- All dealers sell 
them. Write for prices. 
v We manufacture Peer- 
iess Wire Fence, Lawn 
Fence Gates, etc, 


The Denning Fence Works 
Cedar Rapida, ta. 





1031 Ninth yom Council B 


Improved Quick and Easy . 
Rising Steam, Electric 
and Hand Power 


LEVATORS 


a for Circulars. 
MBALL BROS. CO., 
Biufts, te. 



















‘THE ROBT-AITCHISON PERFORATED METAL CO 


[303 305 DEARBORN STREET. CHICACO Lb 











Is a Winner. 





Bottom View. 





You will need a stock of 
SIFTERS this winter, a rotary sifter made of 
galvanized iron, fits 18 inchiron ash barrel, or flour 
barrel. A few turns of the crank sifts the coal clean. 


NO DIRT—NO DUST 
Quick Sales, Good Profits. 


HILL DRYERC 


The “HUSTLER” ASH SIFTER 


Pleases Everybody. 


Send for 
price and Catalogue. 


401-411 


“HUSTLER” ASH 


PARK AVENVE 
* WORCESTER, MASS., V. S. A. 
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STOVES ana Stove Pattern Works 

Stove Rods, Paste, Stove Putty, Stove Knobs, Pipe Dampers, Mica, Etc. | DETROIT, MICH. 

Wn. TT. Dust Co. ° DETROIT. | | 


ror ac. | ote GEO. W. COPE, 
R FPAI é FURNACES, | cone: Brush and Woodbridge Sts. 








F stove busi- 
ness drops 
off this year it 
will be a ques- 
of Patterns. 
The manufac- 
i er - | turer with a 
. 4 fresh and attractive line of 
goods will have the call. This 
is a time for preparation, in 
our opinion. 





a 
€, 


es 1 The Stove Repair” Tip Is 








S1IG-SI5 || THE GOBEILLE PATTERN CO., 
NORTH THIRD ST. CLEVELAND, OHIO. 


ST.LOUIS MO. 














NEW BLOOD NEW IDEAS. 


Ghe MANSFIELD STOVE 














Furnace PATTERN WORKS 
. MANSFIELD, O10. 
Repairs. F. W. REYNOLDS, Proprietor. 








The unusual success of 
perfect fitting STOVE 
and RANGE REPAIKS 
and WATER BACKS for 
the many different varie- 
ties and makes of stoves 





PATTERNS 








hs 
repairs to ft the leeding FURNACES, and we shail continue to add new patterua: We STOVES—RANGES—FU RNACES 
guarantee you prompt shipment. “fy Thea SEND FOR CUTS. 
THE JOHN B. MORRIS FOUNDRY CO. “Mersfelder Pattern Works 
1201-1239 COURT STREET CINCINNATI, OHIO 


Pearl and Ludiow Sts.. Cincinnati, 0. 














UNION BRICK HANDLER BATT T TE : ERNG 
sero | ATT 


Full size sample. Gn 7 





banen-Foss | TTD 

ee 
FOR ALL KINDS OF STOVE PATTERNS 

Union Brick Bond Co., PITTSBURG, PA. QUINCY. ILL. 


YANKEE ALL STEEL DAMPER 


The Best and Easiest Damper to get in or out. Cheapest Damper made. Made also in Oval Shape. 
Steel Rod flattened and turned over handle. 
Enameled Wood Handle, can’t get out. 


pring and Washer. 
By This pin keeps washer and spring on the rod. 
; % inch cold-rolled steel rod. Can easily be driven through 


pipe, making small and same size holes on both sides. 










































Pin at this point with the one further up on the rod, hold 
the plate firmly, because they are made with large, <= 
HOT AIR DAMPER. elongated head. Steel damper plate. SMOKE PIP6, 
You Can’t Afford to Make Dampers When You Can Buy the Yankee. 
Smoke Pipe Sizes, 3 4 4% 5 5% 6 7 8 Hot Air Sizes, 6 7 8 8% 9 10 10% li 13 12% 14 wB 
PER DOZ., .85 .85 .85 1.00 1.101.20 1.50 2.15 PER DOZ. 1.20 1,50 2.15 2.35 2.55 2.80 3.05 3.30 3.50 3.75 5.00 600 


SAMPLES SENT WITHOUT CHARGE 


THE S. M. ae COMPANY 


40-42-44-46 UNION STREET, BOSTON Factory at CHARLESTOWN 


Se es a 
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SAYRE STAMPING CO. SAYRE, PA. 





Have you completed your inventory ? 


Are you waiting for quotations ? 


We are thoroughly equipped for filling all 


orders promptly. 


Truly yours, 


May we fill yours? 


UNCLE SAM. 
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5, ‘Obemayer Co, 


Chicago. Pittsburgh. 


MANUFACTURERS 


“Everything You 
Need in Your 
Foundry. 


SEND FOR No 40 GENERAL CATALOGUE. 














HOMESEEKERS EXCURSIONS 


On FIRST and 

THIRD TUESDAYS Vi RG i N lA 

in each Month to 

Via NORFOLK & WESTERN RAILWAY 
For all information as to Rates and Tickets and foe: 

LAND PAMPHLETS and descriptive matter, address 


ALLEN HULL, D. P. Agt., Columbus, Onte 








MAIL FER DEPARTMENT 


FL Sa ATENG SPECIALTIED 


<TD 26D 
SPECS 2 ST. 

RTI! 
ADVE HARRISON . 


MNAGO. OSA. 

















SEND FOR CATALOGUE B. 








Ghe HAYLOR HOLD 
FAST STOVE PIPE 


The problem of 
holding stove pipe 
securely in the flue 
hole is solved by 
using 


Tho Haylor 
Hold Fast 
Stove Pipe. 








Pat. Nov. 20,1900. Therefore the demand, 


A Fast, Ready Seller on 
Account of its Merits : : 


Made of the best of materials, both Woods smooth 
and Planished No. 26 gauge iron. The Haylor Hold 
Fast Stove Pipe is 944-in. long, fitted with fastening 
device, and beautifully designed, gilded collar, which 
measures 104 in. in diameter for six-inch pipe and 
1:34 in. for seven-inch pipe. Packed half dozen com- 
plete, pipe, collar and fastening device to the crate. 

Dealers do not pay for the support of our traveling 
men. We have none. Write for catalogue and prices, 


STUBER @ KUCK, 


Manufacturers of Pieced Tiaware and Specialties, 
PEORIA, ILL. 





CORN CRIB 


Holds 400 Bushels 
handy and econo- 
oe All dealers sell 
them. Write for prices. 
m We manufacture Peer- 
iess Wire Fence, Lawn 
Fence Gates, etc, 


The Denning Fence Works 
Cedar Rapids, ta. 








| 





GET IN LINE! 


A GOOD LINE TO TIE 
TO IS THE LINE OF 


Polishing ‘Plating 
Material 


Manufactured only by * 


F. B. STEVENS 


200-210 Larned St., West 
DETROIT, MICH 


Send for General Catalogue 











Improved Quick and Easy 
Rising Steam, Electric 
and Hand Power 


LEVATORS 


Send for Circulars. 


KIMBALL BROS. CO., 
1031 Ninth St., Council Biuffs, la. 



















|THE ROBT-AITCHISON PERFORATED METAL CO 


\303 305 DEARBORN STREET. CHICAGO LE 











Is a Winner. 





Bottom View. 





You will need a stock of 
SIFTERS this winter, a rotary sifter made of 
galvanized iron, fits 18 inchiron ash barrel, or flour 
barrel. 


HILL DRYER C 


The “HUSTLER” ASH SIFTER 


Pleases Everybody. 


“HUSTLER” ASH 


A few turns of the crank sifts the coal clean. 


NO DIRT—NO DUST 
Quick Sales, Good Profits. 


price and Catalogue. 


401-411 


Send for 


PARK AVENVE 
* WORCESTER, MASS., V. S. A. 
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ELLER ¢ 


> METAL CEILIN 














METAL CEILINGS, 
ROOFING AND SIDING, 
AWNINGS, 

FIRE PROOF DOORS 
AND SHUTTERS, PAINTS. 





EAVES TROUGH, 
CONDUCTOR PIPE, 
MITRES, CUT-OFFS, 
HANGERS, HOOKS, ROOF 
AND BOX GUTTERS. 





High Grade 
Guaranteed 
Old Style 
“TERNE 
PLATES” 





——— Tae 


CANTON STEEL ROOFING CO, 


CANTON, OHIO 
“The Metal Ceiling Makers” 


High Grade 
CHARCOAL 
and 

“COKE 
PLATES” 








CORNICES, SKYLIGHTS, 
FINIALS, 
WEATHERVANES, 
STAMPED STEEL WARM 
AIR REGISTERS. 








AGENTS FOR 


DIECKMAN’S ELBOWS, 
PAROID ROOFING, 
COLEMAN’S ADJUSTABLE 
STRAINERS, 
KRAMER CHIMNEY TOPS, 


COONEY & GEIGER’S CUT-OFFS. 























ASK YOUR DEALER FOR THE 


= GEM Soldering Furnace 


AND YOU WILL MAKE NO MISTAKE. 


Always ready—No Smoke—No Odor—No Noise— 
Unexcelled—Unequaled—Unrivaled— 
Safe—Sure—Durable. 


THIRTY YEARS EXPERIENCE. 





MADE ONLY BY 


BURGESS SOLDERING FURNACE CO, 


COLUMBUS, OHIO, U. S. A. 








Take my word for it, that 
with Forest City Paint, Forest 
City Methods, and a little co- 
operation on your part you 
can’t help be successful. 

MOSES CLEVELAND, 


of ye 
Forest City Paint & Varnish Co. 


A Bigger, Better 


Business 


not only in paint, but in every 
line you handle, is yours if 
you accept the agency for 


Forest City Paint 


It’s paint that’s easy to sell 
because it’s so favorably 
known and gives such uni- 
versal satisfaction. 

It’s paint that will increase 
your general trade because 
customers judge the balance 
of your stock by the paint you 
sell, and buy other goods 
accordingly. 

The effective local advertis- 
ing, which we furnish free to 
our agents, gets the business, 
the quality of the paint holds 
and increases it. 

Our paint proposition ex- 
plainsall. Send for it to-day — 
a postal will do. 


The Forest City 
Paint @ Varnish Co. 


Dep’t A. 
CLEVELAND 























OOOO OOOSOOOOOOOOOO Aa ww 


Ar ldJadlalalalardolaldrlirdliadler A>/d> 





A> A> hah phy py he he he he her he he Le hap Nii hi Minha har 





hh eh ie vv vVvvyvvv vVvvvvY 


by Dy by bey hey bey Sey he Sy ha har Mr dr Ma Mr a Ma ha ha ha. hdd 





Ap la > > hada dada 


DOODOOOOOOOODOOGDOODSOSOOOOOOHDO OOOO OOOOSOSD 


} D. HW. ALLISON, 616 FirreentH Jt., Denver, COL., Writes: 


“I HAVE RECEIVED SOME GOOD TINNERS THROUGH YOUR PAPER.” 


AD Ad A> A A hb be be te A te tite de be be he Ae he he he he has a Ma haw hi ha hr Mar hard danrlaLantia»adanladay, 


by A> jm 
vVvvVvY 





, 
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Berser’s “Classik’’ Hk; 
Metal Ceilings 


Aim to do for the interior of a structure what the HN, 
honest and skillful architect aims to do for the’ex- \" 
terior—beautifying, lending artistic appearance and 

affording the utmost satisfaction. BA 


Always ask for a ‘““CLASSIK.”’ Send us your plans 
and specifications and we'll submit you estimate and 





prices. 
Che Berser IRIs. Co. | 
3% li 
Zanton, Obio 1! 
Specialties:-Metal Ceilings, Roofing, Siding, Eave Trough, Conductor 
Pipe, Etc. Steel Office and Vault Equipment. 4 
NEW YORK: 210 E. 23d St. PHILADELPHIA: 1218 Filbert St. 
BOSTON: 176 Federal St. ST. LOUIS: 624 N. Main St. 





























FRIEDLEY & VOSHARDT 


194-202 MATHER STREET. CHICAGO. 








Manufacturers of Sheet Metal Architectural Ornaments, Art 
Metal Ceilings, Zinc and Bronze Statuary, Finials, Crest- 
ing, etc. A full line of Roofing, Galvanized Iron, Cor- 
rugated Iron, Sheet Copper, Conductor Pipe, Galvanized 
Steel Tanks. SEND FOR CATALOGUE A 21. 














fart Metal Ceiling. 


Exclusive and Artistic Designs, appropriate for any style of Architecture. 
Architectural Sheet Meta! Work, Skylights, Cornices, Finials, Ventilators, 
Metal Shingles, Roofing and Siding, Conductor Pipe, 

Eaves Trough, Elbows, Shoes, Etc. 

Write for Catalogs and Prices. 
KANNEBERG ROOFINC & CEILING CO., 


Canton, O., U. S. A., Manufacturers. 

























“HERCULES” 


Punch Is very strong BURT HOSTERMAN, 


PATENTED MAY 16, '02. 


being made of semi-steel, punch and die e e . 
| Hest tool steel, and all parts interchangeable, Marshfield, Wis., writes: 
j b uarter inch hole. Can be ss 
in sist clase—apeaity sizes wanted. 50 pounds “IT do not think any hard- 
pressure on the handles increased to 1,000 : 
Sea pounds punching force. 100 pounds pressure ware man has any business 


ine to 2,000 pounds 


dies furnished punching force. 


with each purch. 


H. WEISS & CO., Tianers Supplies. 20 Cliff St., New York, 


4c 


to start a hardware store 
without your paper.” 
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ROOFING SLATE £0022. 


Prices quoted delivered anywhere. 


SLATE BLACKBOARDS and qomgiste Euiee ist os _ sguteamee, 
WIRE INQUIRIES GIVEN QUICK ATTENTION 


O’HALLORAN & JACOBS, 


ROOFING SLATE | @hoofing Slate 


— ALL GRADES MANUFACTURED 
Stiaters’ Supplies, AND SOLD BY 


629-830 Park Building, PITTSBURG, PA. 
THE AULD & CONGER CO. 

CLEVELAND, O. 
| ROOFERS’ SUPPLIES, TOOLS, 
LIGHTNING SLATE DRESSER, 


We mine our own elate. 



































Corrugated Iron and MAIL ORDER DEPARTMENT 
3. 
Steel, Eaves Trough, et co. SPECIAL TIED. 
Conductor Pipe and RTISING 5 SPECIAL cs 
DEARBORN ST. 


Gutters, Structural 
ADY YE one 2 WAGO. USA. 
SEND FOR CATALOGUE B. 











IronWork, Roof Paints 














METAL SHINCLE ROOFING 


; With Montross Telescope 
~ Side-Leck is the best roof- 

ing in the world for house 
ffl or barn. §2 Storm proof. 


Garry Iron , if 
& Steel Co. e eee . eS peer agpies. be = 


= free for the asking. 
CLEVELAND, OHIO Montross Metal Shingle Co., Camden, N. J. 
































MANUFACTURERS 


Contemplating establishing plants in the 
West should take advantage 
of a location on 














Storm-Proof. Effec‘ive. For ventilation of all kinds of j | 
buildings both public and private, Chicago & North-Western Ry ' 
MERCHANT’S METAL “SPANISH” TILES which reaches the famous 
AND “GOTHIC” SHINGLES ° waven tn ear oe 
Are the most Ornamental Roofing made in metal. We § | § HARD AND SOFT LUMBER DISTRICTS 
are makers of High Grade Roofing Tin. of the West and Northwest, and affords the best 
means of transportation to the markets of the 
Illustrated Booklets of TILES and VENTILATORS | world. For further particulars apply to 
will be mailed free upon application. MARVIN HUGHITT, Jr., E. D. BRIGHAM, 





Freight Trofi: Mor., Gen'l Freight Agent, 


rnuacorh'a MERCHANT & CO., Inc. S%a82,| |] omcas 


w York 
Me Sole Manufacturers 

















A SKYLIGHT iy F. D. Bossam, Weusess;’ Wis, 


ee writes: 
That can Shipped - 
KNOCKED DOWN... F lease take out advertise- 


Saves freight, saves cost of crating ment for Tinner, I have one in 
sight that I think I shall get. 





















"case Ge i have had all kinds of letters 
respect. —_ men i. this gg, 
Let us send you our Sky- owa and Minnesota. | am 
— Po ae ae sven tin and nage 
op here in connection wit 
THE GALESBURG CORNICE WORKS, || shop here in connect 


GALESBURG, ILLINOIS. 














Da 
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KEENE’S COMBINED SQUARING 
SHEAR AND CORNICE BRAKE. 


Designed for 
Cornice and 
Skylight work. 


It has an unlimited 
squeezing power for locks. 
The upper jaw isdished to 
= makefolds. The shear is 

» attached to the back of 
the brake and is operated 
with levers. The blades 
are attached in such a 
manner as not to inter- 
fere with the usual work 
of the brake. All the 
parts are well made and 
cannot get out of order 












Write for catalogue. 








BEATS THEM ALL 


OWE OF THE MANY. 

Have given our No.3 0. K. STEEL Brake the roughest 
kind of useage with the best of satésfaction, and on its 
merits are now putting in *) No. 2 in addition 

(signed) F. WHEATON, Foreman. 
G. i. Hammond Co., Chicago. 


WATCH FOR THE NEXT. 

SOLD BY H. Weiss & Co., 20 Cliff St., New York. N.Y.; 
Janney Semple, Hill & Co., Minneapolis, Minn.; u. 
Sidney Shepard & Co., St. Louis, Mo., ete.; Lilinois 
Roofing & Supply Co., Chicago, Ill.; New Orieane 
Roofing and Metal Works, New Orieans., La.; Peden 
Iron & Steel Co., Houston, Texas; D. H. Allison, 
Denver, Co'o.; Holbrook, Merrill & Stetson, San 
Francisco and Los Angeles, Cal. 


The ©. K. Steel Brake. Patented Mare 25, 1901. Will not warp like wood. 


DREIS & KRUMP, MFRS., 3214-S. Halsted St., Chicago. 

















WRITE US FOR CATALOGUE AND LOW PRICES ON BEST 


STEEL ROOFING, CORRUGATED IRON, ETC. 


We are large manufacturers of these 
goods and can save you money. 


SYKES STEEL ROOFING CO, °Y!S4°% dit 








and NILES,OHIO 
GROWN- VEXTLATORS 4 GHIMNEY JACKS. 


DIFFERENT FROM ALL OTHERS AND BETTER- 


We lease ear los eas on ROVALTY 





It makes o jie 
a Tron Workers verge 21e- @ wh. IMKEY JACK. 
No Shop is bop Vax © smaf\ lo make moneyon ous 





oRe propositier, You ove S Tools, Matenul Lakor 
ret and and eps as hop Jo Ns R32 


SEs CO 









suatenn 





234 





















A ie@cliolwh VELEISIN 
ma ay. ¢ elec © Trent  datialoulen: points 2 “~~ Tape xts 
each stale and can make *. ane ob) Rass \ v youre Sy our ter 
ritory Ye néne auth oaths ® collect 
mnake ex us ne ATENT TIESGUARAN IEE Co - JACKe 


AGAESS, b ” 


None Better thanIWAN’S 


If There Were We Would Be Making Them 











Our Volcano Revolving Chimney Tops, Wire Conductor Pipe Hangers, 
Post Hole Augers and Diggers, Drain Cleaners,Serrated Hay Knives, 
etc., are unexcelled in all that constitutes first-class goods. 
Your jobber or we will 
quote prices on appli- 
cation. Mfrd. by 


|wan Brothers 


Streator, Illinois 









Conductor 
Hanger, 
FREE 

by Mail, 














N. TRADE MARK, M. 


ROOFING TIN 





MADE 
BY THE 


M F PROCESS. 


The MF PROCESS of manufactur- 
*ing roofing tin originated in South 
Wales two generations ago; from 
that time to the present the product 
of the MF PROCESS has been the 
most reliable and hence the MOST 
FAVORED. 
Recently the NEW METHOD by 
which terne plates are finished in a 
manner that gives further protection 
against corrosion has been combined 
with the MF PROCESS. 
of this combination 


EAGLE N. M. 


The result 
the U. S. 


is 


AMERICAN TIN PLATE CO. 


BATTERY PARK BUILDING, 
NEW YORK, N. Y. 


MARQUETTE BUILDING, 
CHICAGO, ILLS. 


DID YOU NOTICE IT? 


As usual the 
cold weather did freeze 








severe 








water and gas pipes 

Those who were pre 

pared to promptly care 

for the repair work 

made necessary have 

profited by it. Febru- 

ary is usually the cold 

est winter month. Bet 
S250 Net ter see that you have 
torches enough to en 

able you to get your share of the business 


| The No. 31 Torch works fine in hot or cold 
| weather and $2.50 each is the price 
Supply at factory price, « 
direct upon receipt of price named 


CLAYTON & LAMBERT MFG. CO. 


Jobbers 


x” we will ship 


DETROIT, MICH., U.S. A. 


L. of C. 
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WE ARE HEADQUARTERS FOR 


Sheet Metal Roofing @ Siding 


Eaves Trough, Conductor Pipe, Cornices 


and Architectural Sheet’ Metal Work 
Tin Plate, Sheet Iron, Metals < < < 











' 
} 


=} MILWAUKEE {tg} \ 
=I CORRUGATING @ \\. 
] TIN PLATE wads COM PANY a EALGANIEED TRON 


—LBOws, MILWAUKEE, WIS. U.S.A. HANGERS. 
EAVES TROUGH, GONDUCTOR-PIPE-ROOFING, SIDING etc 


| 
| 


Cc 
Oo 
R 
N 
I 
Cc 
E 
Ss 


Ooi TO—-r<AKO 



































We are having an Enormous Drive in Our | 


Galvanized Corrugated 
Conductor Pipe 
Elbows 


The Best Ewer 
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FARMERS! 
Fruit-growers 
Nurserymen! 


Here you have it! 
Simplest, most practi- 
cal money-saving de- 
vice of the twentieth 
century: the 


“ALLIER” 
White-washing 
and Sprayisg 
Machine 


for white-washing 
barns, sheds, hen- 
houses, out-build- 
ing, etc., and 


spraying fruit- T 





! 













can’t get 
Does 
work of twelve men at 
cost of one man. 

Machine No. 5, com- 
plete.85; machire No. 2, 
complete, #25. Write us 
and get catalogue by re- 
turn mail, with special 
discounts to dealers. 
Our references—any 
bank or commercial 
agency 


THE BASTIAN 
P BRASS WORKS 


to operate: 
out of order. 


trees and gar- 
dens. Notrouble 



















333333 333333 333333333 eee 


@333¢ 


Galvanized Steel Chain 
Pumps and Tubing. 


Sanitary 
Pump & Tubing Co. 


Quincy, Il. 


Send for catalogue. 


MEEEEEE EEE EEE ECE EEE EEEEEE 
ADDIIIIIII 332.333 332333333332 


333333 333 333333 333333333 





Make More 








eS, if 
S==— sin 
b AHL MI 
PATENT) (x 
HI} UNE! 




















Rural Routes are going in all around you. \ AVL 

New boxes are needed on old routes. You \\ ad 1 

should get this business. Youcangetit with | 
0 


hsin SIGNAL MAILBOX |K\ __ 


It is the original box for Rural Routes with special 
endorsements of Postmaster General. The best 
made, the best liked, the best advertised and the 

easiest sold. ws sz rd 

















SIGNAL MAIL BOX CO, 


196, Benton St., JOLIET, ILLINOIS. 





The Greatest Stove and Range 
Wagon Ever Built 
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Lowdown. Short Turn. Thousandsinuse. Ask for Catalogue and Prices. 


SHIPMAN, BRADT 424 CoO. - - BE KALB, IL. 











ar aanen: 








IN PASTE, LIQUID OR POWDER 


‘FOR ALL KINDS OF METALS | 


Best, Cheapest, Goes Farthest. Never dries 


4 up orshrinas. Money makers for everybody. 
j Sold by the jobbing trade. Samples iree by 
mail. Address 
GEO. W. HOFFMAN, Manufacturer 
295 E. WASHINGTON ST., INDIANAPOLIS, IND. 
BRANCHES 
1 Park Row, NEW YORK CITY. 
119 EK. Madison St., CHICAGO, ILL. 
503 Montgomery Ave., SAN FRANCISCO, CAL 
Established 12 Years. 








BOOKS BY MAIL 


The Publisher of the American Artisan 
will take pleasure in supplying books of 
whatever cl aracter, at catalogue prices, 
p epaid by mail, to any address, on receipt 


of price. ‘Ihe following are lines specially 
represented: 

Sheet Metal Working. The Foundry: 
The Workshop. Hea and Ventilating: 
P umbing and Drainage. Bicycle Repairi.g. 
The Store and Oifice, 


DANIEL STERN, Publisher and Bookseller 
69 Dearborn Street, CHICAGO 





SPECIAL OFFER 


TOTAL ADDER CASH REGISTER, CAPACITY $1,000,000. 
“WHAT THEY SAY.” 


Owensboro, Ky., 4-4 ‘03. 
Century Casu Reoister Co., Ltd., Detroit, Mich. 
Gentlemen The Century Cash Register we 
bought of you on Feb. 7th, has given us such univer- 
sal satisfaction, and we were so well pleased that 
we ordered another Century Register on the 20th of 
March, and now have bothinuse. We have careful- 
ly examined other Registers that were bought from 
other factories at six times the cost of yours and 
could not even find one point that was an advantage 
over yours, which cost only one-sixth the price. 
In fact if prices were equal we would prefer 
the Century over all others that we have 
examined. Yours very truly, 
MEYERS & MOISE, 
Queensware, Glassware, Cutlery, Notions, 
Fancy Goods and Bar Goods. 
We have a plan for 


SPECIAL OFFER Ne herve, * cise fe 


ducing our machine to new trade which we are ex- 
tending to responsible merchants for a short time, 
which will put you in posession of this high-grade 
up-to-date, 20th Century Cash Register for VERY 
litte money and on VERY easy terms. 


EVERY MACHINE SENT ON 7 DAYS’ TRIAL AND GUARANTEED FOR 5 YEARS. 
Piease write for full particulara, 


CENTURY CASH REGISTER co., 


656-658-660-662-664-666-668-670-672 and 674 Humboldt Ave., DETROIT, MICH. U. S. A. 
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ANTIGO EXTENSION WINDOW SCREEN 


A perfect protection against that prince of pests, the American 
House Fly. A Screen with perfect adjustment, strong construc- 
tion and fine finish. Adjustment is secured by steel clasp, run- 
ning in diverging grooves. Cannot bind or come loose. No clips 
over the top to come loose. Pronounced by all who have seen 
them to be the best Extension Window Screen extant. For 


price and description, address 


COLUMBIA MANUFACTURING CO., = Antigo, Wis. 











Nothing 
will draw 
trade on 
a dark 
night like 
a well- 
lighted 


store. 








‘' v- 
| a Ann Arbor 
, Gasoline Lighting Be 


QD System. 


Until you have actually seen this splendid light, you can have no idea what 
a clear, beautiful illumination it gives. Its cost is about one-tenth as much as 
electricity or gas. Endorsed by up-to-date merchants everywhere. 


INTRODUCTORY OFFER. 
We have a special proposition to make the first man who writes from every 
community that will enable him to save money, 
Write to-day for descriptions and prices» We have some choice territory 
left for the right kind of agents. 


SUPERIOR MFG. CO., 226 Second St., Ann Arbor, Mich. 


























Nothing 
will light 
yourstore 
so well 
and at 
such lit- 
tle costas 
the “Ann 
Arbor 
Gasoline 
Lighting 
System.” 








LIGHT MACHINERY, 
SPECIAL TOOLS, 

AIR COMPRESSORS, 
SMALL BRASS PARTS, 
PATTERNS, MODELS, 
EXPERIMENTAL WORK, ETC. 
The Manufacturing of 
BRASS FAUCETS 0f any size, style or 
description is one of our Specialties. 








THE CLARK NOVELTY GO. aA 
Metal Specialties 


: EPWORTH GAS LIGHT 





Ideal Epworth 


Acetylene 
Generators 


Are the best, 
simplest and 
easiest cared 
a 4.8 


FOOL PROOF. 
Every one war 
ranted. Everybody 
pleased. 
Agents wanted. 
Address 


& HEATING 0G 


Waterloo, Iowa, U. 8. A. 





"erty" WASH BOILERS | time w. vote 








President of the 
Direct from the manufacturer? I manufac- 
ture all kinds and sizes, ail with pieced 


self. I have no salesmen and other expen- 


can undersell all others in this line. Write 


for prices. The American 
P. MOSHIEK, 421 So, Halsted St., Chicago, Ill, 








vania Stove Co., Alle- 
gheny Pa., writes us: 
eer Bree poe “‘We would about as 
ry a sample order and convince your soon think of doing 
sive help to increase the cost, theretore I without a cupola as 


Pennsyl- 


Artisan.” 
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WHITE LILY WASHERS 


AMERICAN ARTISAN 


HIGH SPEED WINS 


A BUNCH OF WORLD BEATERS 


LOW DILLON 


HOLDER OF THE WORLD'S TROTTING 
RECORD: TIME t:681-2 








HOLOER OF WORLD'S RECORD FOR CLEAN, FAST, EASY wasniné 


THE ONLY HIGH SPEED WASHER ON-¢THE MARKET 


THe RELIANCE. 


18903 WINNER OF THE INTERNATIONAL CUP 
SEATING SHAMAOCA I! FOUR STRAIGHT HEATS 
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JLIHM ATIT HSVWM 





TOLEDO, OHIO —- THE WHITE LILY WASHER COMPANY - DAVENPORT, iowa 











= PARAGON CYLINDER WASHER 


“Paragon” defined, means a 
model of excellence. That is 
why we call our washer 
“PARAGON.” 
able feature of the PARAGON 
is a revolving cylinder inside the 
outer tub. Being made almost 
wholly of galvanized steel the 
Paragon is not affected by cli- 
matic conditions. 


GUARANTEED 


not to injure the finest fabric— 
will wash the heaviest blankets— 
will wash 8 sheets or their equiv- 
alent in one operation—will do 
twice the volume of work with 
less labor than any family wash- 
ing machine now sold. We solicit 
the patronage of the hardware 
trade. 


J.M.GAGAN & CO, Manufacturers 


CHICAGO, VU. S. A. 


One commend- * 


NEW TRAIN SERVICE 


TO 


FRENCH LICK 


AND 


WEST BADEN SPRINGS 








MONON ROUTE 














A parlor and dining car now 
leaves Chicago at 12:00 o’clock 
noon, arrives at the Springs 
at 8:45 P.M. Leaves Springs 
9:00 A. M., arrives at Chicago 
5:55 P. M. Reservations at 
Monon Route City Ticket 
Office, 232 Clark Street. 

Telephone Harrison 1245. 




















THE RELIANCE WASHER 





RELIANCE CONSTRUCTION—Note style of 
dolley or dasher and double action 
mechanism. 


has twice the action on the 
clothes of any other washer man- 
ufactured; will wash a tub of 
clothes in 5 minutes; cannot get 
out of order; has full open top: 
handles turn down at the side, 
will hold more clothes than any 
orher washer and will wash them 


with less exertion to the operator. 


FAWKES MANUFACTURING CO., 
- See ee 
inneapolis, Minnesota. 
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SCHLAFER HARDWARE CO 
APPLETON, WIS. 
WRITE: 


‘Please discontinue 
the ‘‘ad” in your paper 
in the Help Wanted 
column, as we have 
more applications now 


than we can answer.” 
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Now in use. 


OVER 100,000 


OCEAN WAVE 


WASHERS 


We sell only to one 
dealer in each town. 
Write for prices and terms. 


Voss Bros. Mfg, Co. 


DAVENPORT, IOWA. 


DISTRIBUTING POINTS: 


Kansas City Council Bluffs Sioux City 
St. Pau Milwaukee St. Louis 
Indianapolis Detroit _ Columbus 
Elmira, N, Y. A.bany, N. Y. Philadelphia, Pa. 























Do You Know 








an / 


Sg Tis & 


That the Q), ¥, WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? Ifnot,why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 


obtained, and every one sold will sell another. 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. CO. pavenport: towa 


Peoria Washing Machines 


Best in the Market—Made with 
Ball Bearings 





Have a C’mpound Lever Handle which 
greatly reduces the work of wash days. The 
motion used in vibrating the handle takes 
the strain frcm the back and lets the arms 
do the work with a great reduction in labor, 


Send for Catalogue. Secure the Agency. 


CLARK, QUIEN & MORSE 





PEORIA, ILL. 










































If you are 
force, strength, and master, then 


looking for a washer containing 


we have it in the 


B. B. Rotary Roller Gearing Washer 


Has case-hardened rollers, is noiseless, made of kiln- 
dried red cypress lumber, corrugated staves and 
bottom, has many more excellent features. 
WORKS SO EASILY A CHILD CAN OPERATE IT. 


If you are wanting a good washer why not write us about ours? 


One half-dozen makes. 


THE BENBOW-BRAMMER MFG. CO. 


ST. LOUIS, MO. 














BOLT and SCREW CASES 


“Revolving” 


are in use and giv- 
ing perfect satis- 
Shel | f faction in all first- 
wos Sree sera, Cciass hardware 
aaa ifany, stores, machine 
, —eoueeess| shops, pattern 
are seroe? . shops; infact, any 
pee, store or shop 
Wasestfarny “bere bolts and 
ead Ls BE screws are sold or 
a, Coe SE OPO kept in stock. For 
= sale by the lead- 
ing hardware job- 
ers. 

For special de- 
Scriptive catalog 
and low prices ad- 
dress the manw 
facturers. 


American Bolt & Screw Case Co. 








DAYTON, OHIO, U. S.A. 























MOVE EASILY ON A DOOR OR ON 


THE DEALER'S SHELF 


The demand makes them move. 


Made for sliding 
doors of any 
description. 


Write for 
Catalogue. 


THE RICHARDS MFG. CO. 


Aurora, Illinois 


































THE KLONDIKE INCUBATOR CO., Des Moines, lowa, 


Write: Please take our advertisement out of your paper for 7-foot Rob- 


inson Cornice Brake. 





We are getting too many answers. 


THE POPULAR LINE 


with three elegant trains each way between 
Chicago and 


LaFayette, Ind. 
Indianapolis, Ind. 
CINCINNATI, OHIO. 
Louisville, Ky. 


and all points in the 


SOUTH AND SOUTHEAST 


is the 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on day 
trains and Pullman’s finest Compartment and 
Standard Sleepers on night trains. All trains 
run solid, Chicago to Cincinnati. For reser 
vations, etc., call on or address 


J. C. TUCKER, 


. Gen'l Northern Agent, 
238 S. Clark St., CHICAGO, ILL. 
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1900 JUNIOR 








machine made. 





We advertise liberally in magazines and refer all inquiries to nearest dealer. 


We Want One Dealer 


1900” “DOMESTIC” “1900 JUNIOR” “HOME” 


EACH AWINN ER. 


One of our unrivalled lines of 


BALL BEARING WASHERS 


Our washers are the best made and most satisfactory 
machines in the world. They work on an entirely new 
principle. There are no wheels, paddles, rockers, cranks or 
complicated machinery to get out of order. 
on ball bearings making them by far the easiest running 


in Every Town. 


They revolve 


Send for Catalogue. 








THE (900 WASHER CO. 


BINGHAMTON, N. Y. 
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SYRUP 
SUPPLIES 


Cans, Pails, Spouts, Etc. 
WRITE TO 


THE dM. & L.A, OSBORN 60, 


CLEVELAND, OHIO 




















styles and 


BUY THE 


BEST CAN 
For the Money. 


Iron Clad Cans, all 
sizes, 
Elgin, Iowa and 
other patterns; 
also all kinds of 
Creamery and 
Dairy Supplies at 
bottom prices. 


Write for prices 
and discounts and 
in what quantity. 


EMIL TAEGE 
y ©Arlingtoa Heights, lil. 
Box 28. 











SOMETHING NEW 


The highest in quality. Two styles: 
Round and Square. Every one guar- 
i anteed. Send for sample. Write 
VY for price. 


BERGER BROS. CO. Sto'tulleeadtn shes nMAtenaNs 























b “I thank you very much for putting my 

Louis 0. Schuetz, ad, in THE 7 vanes, Ra rented I + onl 

Evanston, lil., man now, and would like to have you 

% cancel the ad., because we are getting 
writes: letters from all parts of the country.” 


For full information and descriptiv 
phle t address 


J. C. CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO,-ILL. 











INDUSTRIES ARE 
OFFERED LOCATIONS 


WITH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL R. R. 


AND THE 


YAZO0 & MISSISSIPPI VALLEY R. R. 


e pam 
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CUTLER’S EXTRA HOLLOW GROUND 


THE BEST MONEY IN RAZORS EVER OFFERED THE TRADE. 


We have éStablished an enviable reputation for our 
Cutler’s Easy Tools and Cutlery. 


Builders’ Hardware, Fine House 
and Bank Trimmings, Sleds, 
— Skates, Snow Shovels, Stove 
cD Pipe, Elbows, Coal Hods. 


WE MAKE PROMPT SHIPMENTS. 


a a COMPANY, Waterloo, lowa. 
























The Highest Type of American Cutlery 


QUEEN 
JSHEARS 


FARWELL, OZMUN, KIRK @ CO. 


Wholesale Distributers. ST. PAUL, MINN. - | 


FOX "445" 


The razor is a Fox, which is known all 
over asthe bestmade. It retails for $3. 


FOX CUTLERY CoO. 
DUBUQUE, IOWA 


URES Ns. 







































Tools for Sheet Metal—Shears, 
Punches and Forming Rolls 


BERTSCH & CO., Cambridge City, Indiana 






“Yankee 


i) ill MAGAZINE DRILLS IN No. 40 and 4! 
To the Hardware and House Furnishing Trade 


No. 40—AUTOMATIC DRILL, WITH RATCHET MOVEMENT 
We pny jo your atten- 


7 tion to our high grade Wall 
J ee Drier. L. f profit to 

deale ommis- 

sior 3 to oe —~ veling snleamne en, 
Send for samples 

No. 41.-AUTOMATIC DRILL — 


—s ECLIPSE MFG.CO. 
MuLESGROVE, PA. 

































































Soid 
No. 42—AUTOMATIC DRILL 
) egies ¥ MAIL ORDER DEPARTMENT 
fil. FRS- 
Send for sr — <> <> ~_< STING co. M ES. 
**vankee” ? el" , i SPE CIAL LTIES. 
Tool Book. No. 50—RECIPROCATING DRILL FOR WOOD OR METALS RTISI dD 460. USA. 
F ® ADVE HARRISON. 
North Bros. Miz. Co., Philadelphia, Pa. SEND FOR CATALOGUE B. 
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The statement that we | # AW N M O W E R Ss 


make more high class 
than any other factory may not interest 
you, by t our customers 
make more money should. One of the 
reasons is that our Mowersare SELF- 
SHARPENING. That means a lot 
to the user. 


Write for Catalog Aa 


Supplee 


Hardware Company 
Philadelphia 































It Will 
Pay You 


to illustrate your 
advertisements in 
your local papers. 
A sheet of comic 
advertising cuts 
sent on application 


These cuts are furn- 
ished with catchlines 
showing their applica- 
tion to the hardware, 
stove and tinners’ trades. 


Address 


DANIEL STERN 


69 Dearborn St., - CHICAGO 
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THIS AUGER BIT 


has a patented concave twist which keeps the chips from 
the sides of the hole as shown in cut, Therefore the Bit 
bores so easily that no pressure is required even in end 
grain boring. 


If you want the best goods at liberal discounts, 
ask your jobber for them or write direct to 





FORD AUGER BIT CO., 


HOLYOKE, MASS., 2-2 U. S.A. 





MANUFACTURERS OF PATENT BiTs AND AUGERS, ETc. 


SEND FOR CATALOGUE. 


fe ate ate ale alee ae eae ade ate ade ade ale ate ale ats ae a aa ae aaa 


SeEEHeHOonseeeoaeeeeseeaseesseseeesesesesscoecees 
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HOTCHKISS § BARBERS. HORSE = HOTCHKISS 
CLIPPERS and_BETLOce CLIPPERS 











Large and complete line. Superior quality and workmanship guaranteed. Years of experience in this line. 





No. 500 Barber’s_Clipper. No. 40 B. B. Horse Clipper. No. 75 Fetlock Clipper. 


Very large output and facilities recently still further increased. Orders now solicited for prompt shipment. Write for 
Catalogue, Prices, ete. 


EDWARD S. HOTCHKISS, Iranistan Ave., Bridgeport, Conn. 


‘THE TAYLOR & BOGGIS FOUNDRY CO. 


CLEVELAND, OHIO. 














MANUFACTURERS OF 


LIGHT GRAY IRON GASTINGS 


Builders’ Hardware, Dampers and Damper Clips, 
Oil and Gas Stoves, Furnace Lamps, Molasses 
Gates, Letter Boxes, Hardware Specialties. 


FA 
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83g sieteies: 33 FST 
igihilyt =% Can Erie Railroad 
38 ge fags gies Chicago to New York. 
SSprissetees Zy R da 
Be ef agttesiss O82 ea ‘sac adil 
a s 335252 3s =; The Erie Railroad Company’s Indus- 
= sifsuziett es 7 trial Department has all the territory 
i : et reriits a: This traversed by the railroad districted in 











relation to resources, adaptability, 

markets and advantages for manufac- 
If You turing, and can advise with manufac- 
turers in relation to the most suitable 
locations. The information furnished 


a manufacturer is reliable and has 
practical bearing on the nature of his 

particular industry. 
5] Vast deposits of anthracite and bi- 
- tuminous coal, oil, natural gas— fuel 
is the paramount factor in manufac- 
turing—sewer pipe, fire and other 
clays, cement material, gypsum, build- 


ing stone and numerous other resources 
exist on the line. 





THE BOSS CREAM SEPARATOR 


Is the most convenient device for Farmers and Dairymen 


tohandile their milk and cream summer or winter. No isi i i 

cheap tin gauges or small faucets used in the construction It Lard important in this age of modern 
of this machine. We want one agent in every town to facilities for manufacturers to locate 
put them out on ten days trial and if they do not sellsame where they can obtain side tracks so 


may be returned to us at our expense, Send fur cata- 
logue showing different styles and sizes. 


BLUFFTON CREAM SEPARATOR CO.., Bluffton, Ohio. 
Geller-Ward & Casner Hdw. Co., St.Louis, Mo.,West. Dist’b. 


as to receive from and ship directly into 
cars at thefactory. Information can be 
promptly furnished in this connecton 
about every point on the system between 
New York and Chicago. 

The undersigned will be pleased to 
furnish full information to manufac- 


M A | Ee rR & SO N ; Pre sto nm, l owea, turers and local parties contemplating 


the establishment of new industries. 











Write: 
: Address, LUIS JACKSON, 
Please take our want advertisement out of your paper as we got a Industrial Commissioner 
good man from the first insertion, and have had notices from a Erie Railroad Company, 





dozen or more wanting a job. 21 Cortlandt Street, New York. 
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Stanley Rule -« Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 


NEW BRITAIN, CONN. 
HAS TW'ICE THE STRENGTH 


“TRIUMPH” CHAI OF WELDED, 


SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 














THE BRIDGEPORT CHAIN CO., Bridgeport, Conn. 


OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 











CRONK’S BUGK SHOT LINEMAN’S PLIER No. 80. ico 


’ 


COMPLETE FOR 


$1.00 


Sent Postpaid on Receipt of Price. 








Having a round throat they will cut large size insulated wire without breaking 
the insulatiom. They are forged from tool stecl and fully warranted. DANIEL STERN, 


CRONK & CARRIER MFG. Cco., Elmira, N. Y. 69 Dearborn St. CHICAGO. 




















5  ] You'll get it if you buy the 
S OR s Russell Staple Pu ling But- 


ton’s Plyer—has two heads, 


401s Lave cre,) ard can be used for a dozen purposes. Fences wrecked by winter gales—must be repaired. 
Ihc thing tc Gc i’ with. SAVES time,—staples —wire—old fences—and— MONEY. Send for the GREEN BOOK 
of Hardware Specialties for particulars and price. 


aa UTICA DROP FORGE & TOOL CO. SMITH & HEMENWAY CORP. LTD. 
_ or Mirs. of Nippers and Plyers. Mfrs. of Cutlery and Hardware Specialties. 


296 Broadway, NEW YORK, NEW YORK 


Measuring Tapes 


Steel, Metallic, Linen, etc. Our Goods are Recognized as 
the Best. Tinners’ Rules, Magic Pattern Rules, etc, Send 
for Catalogue and Mention The American Artisan, 


Lufkin Rule Co. 


SACINAW, MICH. 


_BABY HURWOOD 


Extra quality Crucible Steel of 7-32 in. diameter. 
A handy little tool for the vest pocket, will work a 


good sized screw. wer 
(Cut Exact Size.) Made only in one size. Doz. 


THE HURWOOD MFG. CO. (INC.,) SBridgeport, Conn., U. Ss. A. 









No. 1900 
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DISSTON MACHINISTS’ SQUARES. |) ge) atone a net 
no, sr. sq 2) aL HARDWARE 


Trued 
inside and out 








hardware men have been 
groping in the dark, 
looking for some efficient 


SUPERIOR i ry way to increase their 


No. 20, Triple Steel Stock, Steel Blade, Graduated, 1-32-in. business—some of them 
No. 21, Hard Cast Steel Square, not Graduated. have Sonal it ! 
No. 23, Solid Steel Stock, Steel Blade, Graduated, 1-16-in. ; 
FINISH No. 30,Solid Narrow Steel Stock, Steel Blade,not Graduated Warren’s Patent 
Squares 23 and 30 are similar in pattern to No. 20 and i : $ 
on account of the high quality and moderate price these ri Sectional Glass 


ACCURATE ip ep row hy ready sale with the mechanics using j Front Shelving 





is designed and manufac- 


SEE CATALOGUE FOR FULL LINE. ts tant by 0 Secbuces 


Man for Hardware Men. 


@, You can keep a line 
HENRY DISSTON & SONS | § fis 
; stock on exhibition at 

, all times. 
INCORPORATED . @, It preserves each arti- 
cle in the same attractive 


KEYSTONE SAW TOOL, STEEL AND FILE WORKS newness that it comes 
from the factory, prevents 
PHILADELPHIA, PENNA. dust, nad ticinamaelle pate dirt. 
G, It enables you to sell goods to 
a German, a Scandinavian or 
any other foreigner who, even 
though he cannot speak English, 
can point to what he wants. 


5 @, It improves the appearance of 
your store /00 per cent; enables 
your salesmen to spend their 

ime selling goods instead of 


muiting for them, and will pay 
oP itself in one year. 

@, Send dimensions of your store 
and let us supply you—FREE— 
with a color plate made to scale, l. 
showing how your store will look Ul 
when equipped with The Best *) 
Shelving in the World, for your l. 


purpose. i 


@, Remember the shelving is made on the 
unit plan—if you want to experiment—don’t 
wish a complete outfit now—you can buy ") 
one—two—three stacks or sections—the rest 
will follow as your satisfaction increases. Ul 

















r 











J. D. WARREN MANUFACTURING ) 
This is the |] st and d: 7 , COMPANY 
is 1s the latest an most up-to- ate saw set on | 800 Masonic Temple, Chicago * | 


the market. Carpenters pronounce it the best ever. | SCLLccLit 10 we 
You had better put a stock in so as to be able to supply 


h 
the demand RUFUS SLOTHOWER, Sbulls- 
WRITE FOR FULL ILLUSTRATED CATALOGUE TO burg, Wis., writes: “I consider 
your manuals of inestimable value 


CHAS, MORRILL, 271 Broadway, New York to the craft and notinner can afford 


to be without The American Arti- 
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The Only ALL STEEL Mower in the World 


WHY THE BEST 


ALL STEEL one-half lighter. ; 
ALL STEEL one-half light running. 
ALL STEEL much more durable, 


GENUINE 
Philadelphia Lawn Mowers 


Made only by 


The Philadelphia Lawn Mower Co. 


3101 to 3107 Chestnut St., Philadelphia, Pa. 































HEHE siex 2-eree te ste ate aie sie sie wie 
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= ‘ENTERPRISE. = 
Sausage Stuffer eno Lard Press 


SS TINNED “@® on JAPANNED 
Pointy of Merit 


The Iron Cylinder is Bored True 


The Tin Cylinder has Lips to enable the Operator to 
remove the Hot Cracklings with little or no in- 
convenience 


No Hot Cylinder to handle when Pressing Lard 
The Patent Latch prevents breakage of Plates 

The New Patented Corrugated Spout pre- 
vents Air entering the Casing, thus assur- 
ing the Preservation of Sausage 


Ui 











Order from your Jobber 
Illustrated Catalogue Free No. 25 4 Quarts $5.50 
8 Sizes ar i Styles 












The Enterprise Manufacturing Company of Pa. 
N. Y. Branch, 10 Warren St. Han or Pa., U. S. A. San Francisco Branch, 105 Front St. 
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Latest type Smooth Back Shovels. For strength, work and 
wear the best design ever thought out. Their own most 
impressive advertisement. Guaranteed. 


Fair prices on Shovels, Scoops, and Spades, Snow Shovels, 
Ash Shovels, Sidewalk Scrapers, Garden Trowels and 
Seamless Stamped Steel Hollow Ware. 














THE AVERY STAMPING CO., CLEVELAND, OHIO. 


First and only makers of ““NEVER-BREAK” Goods. 
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NATIONAL 
If you will sit down, right now, and write for our cata- ENA ME y ie 
logues, you'll be a happier dealer before the end of a ‘half a 5S TA Ad hi 


year. You can whip up more business if you have our trade CO. 


NEW YORK 
BALTIMORE 
NEW ORLEANS 

ST. LOVIS 

CHICAGO 
MILWAUKEE 

















mark back of you. it stands for all that’s better in Enameled 





Stee} Ware and Tinware and your customers know it. When you write, 






write to nearest office. 





NICKEL PLATING 
OUTFITS. 


SEND FOR CATALOGUE OF ZUCKER & LEVETT &LOEB CO. 
NICKEL & ELECTRO PLATING OFFICES,526,528,2530 W.25™"ST. 


| SUPPLIES & POLISHING MATERIALS New YorK.U.S.A. 








JOSEPH COLBERT, MISHAWAKA, IND., WRITES: 
Kindly cut out Advertisement of Tinner's Tools Wanted. Your ad has done its work 


well as I have had replies all the way from 4 to 1000 miles away. Accept thanks for same. 





So OT? 
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WM. FRANKFURTH sane & 
y/""-CRANKFURTH HAROWARE COMPANY. 
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INCORPORATED 1885. 


ESTABLISHED 1861. 


CLYBOURN STREET ENTRANCE WEST WATER STREET ENTRANCE 


WM. FRANKFURTH HARDWARE CO, 
ne" HARDWARE, TIN PLATE 





Mechanics’ and Edge Tools, Builders’ Outfits in all Styles, Farming Tools, Cutlery, 
Revolvers, Guns and Ammunition, Fishing Tackle, Bicycles. 


MILWAUKEE, WISCONSIN. 











Cleaners Gunsmith Sens 


Are killing my business. Whenever a Tom- 
linson is used the barrel is never pitted, rusted 
or scratched. Every hunter now keeps his 
gun in good condition indefinitely as the 
Tomlinson has made it so easy that any one 
can do it. 








They retail for a dollar and 
save more than that in the 


wear of your gun. 


BRIDGEPORT GUN IMPLEMENT CO. 


BRIDGEPORT. CONN. 


313-315 Broadway, 86-88 First Street. San Francisco, 
New York City, N. Y. Detroit. Cal. 
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IO0O 
inners’ Patterns 


THE AMERICAN ARTISAN FULL SIZE PATTERNS 


Comprise patterns for a full line of tinware, in numerous sizes, square and round elbows, cut-offs, etc. These full-size 
patterns, numbering upward J00, are printed on manilla paper, from which they are readily transferred to heavy sheets ano 


cut out ready for use. The list contains the following patterns: 





Tea Steeper 

‘T'wo-pint Tea Pot 

Three-pint Tea Pot 

Four-pint Tea Pot 

Five-pint Tea Pot 

One-quart Coffee Pot 

Two-quaré Coffee Pot 
Three-quart Coffee Pot 
Four-quart Coffee Pot 

Five-quart Coffee Pot 

No. 1 Coffee Boiler. 

No. 2, Coffee Boiler 

No. 3 Coffee Boiler 

Lamp Filler 

One-pint Dipper 

One-quart Dipper 

Two-quart Dipper 

Four-quart Flaring Pail 

Six-quart Flaring Pail 

Eight-quart Flaring Pail 
Ten-quart Flaring Pail 
Twelve-quart Flaring Pail 
Fourteen-quart Flaring Pail 
Ten-quart Dish Pan 

Twelve-quart Dish Pan 
Fourteen-quart Dish Pan 
Sixteen-quart Dish Pan 

Dinner Bucket 

Five-inch T-Joint 

Six-inch T-Joint 

Eave Trough Mitre Joint 

“Snap” 2-inch Conductor Elbow 
Cullender 

Two-inch Square Elbow 
Two-and-a-half-inch Square Elbow 
Three-and-a-half-inch Square Elbow 
Four-and-a-half-inch Square Elbow 
Five-and-a-half-inch Square Elbow 
Six-and-a-half-inch Square Elbow 
Seven-and-a-half-inch Square Elbow 
One-pint Funnel 

Two-pint Funnel 

Three-pint Funnel 

Four-pint Funnel 

Small Milk Strainer 

Large Milk Strainer 

Ten-quart Milk Pail Breast 





Fourteen-quart Milk Pail Breast 
Two-inch Four-piece Round Elbow 
Three-inch Four-Piece Round Elbow 
Four-inch Four-Piece Round Elbow 
Five-inch Four-Piece Round Elbow 
Five-and-a-half-inch Round Elbow 
Six-and-a-half-inch Round Elbow 
Seven-and-a-half-inch Round Elbow 
Small Grocers’ Scoop 

Medium Grocers’ Scoop 

Large Grocers’ Scoop 

Apple Corer 

Oval Foot Bath 

Oval Pudding Pan 

Half-gallon Can Breast 
One-gallon Can Breast 

Two-gallon Can Breast 
Three-gallon Can Breast 
Half-pint Measure 

One-pint Measure 

One-quart Measure 

Half-gallon Measure 

One-pint Basin 

Two-pint Basin 

Three-pint Basin 

Four-pint Pan 

Six-quart Pan 

Ten-quart Pan 

Small Cake Pan 

Medium Cake Pan 

Large Cake Pan 

Small Wash Basin 

Large Wash Basin 

Sprinkler Breast 

Four-gallon Churn 

Five-gallon Churn 

Small Dust Pan 

Large Dust Pan 

Five Sizes Funnel Patterns 

Oval Dinner Bucket 

Rain Water Cut-off 

No. 7 Boiler Crver 

No. 8 Boiler Cover 

No. 9 Boiler Cover 

No. 7 Boiler Bottoms 

No. 8 Boiler Bottoms 

No. 9 Boiler Bottoms 


THE AMERICAN ARTISAN full size patterns are a great convenience, and in no other way can they be obtained 


at so small acost. Price, sent postpaid for the 


PULL SE’T OF 100 PATTERNS 41.00. 


DANIEL STERN, °°" "Giicseo, 1. 
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PITTSBURG 





YOU WOULD BE SURPRISED 


AT OUR PRICES FOR 


ROOFING TIN 


if you had an idea of the quality. 
our Own plates explains why we can furnish such material for 
the price. A postal will get you sample set ‘A.’ 


THE McoCLURE CONPANY 
MILLS: Washington, Pa. 








The fact that we make all 













PHILADELPHIA 








BRADLEY 
SHELF BRACKETS 


STRONG, LIGHT 
AND ALL RIGHT 


ATLAS MFG. CO, “EW Haven, 


THE “CENTENNIAL”’ 
Rain-Water Cut-Off 


The strongest, most dur- 
able and cheapest CUT- 
OFF on the market. 

The only single Cut-off 
made tu fit CorruGaTep 
and Plain Pipe and which 
can be used without estra 
pipe or elbows. For 





sale by ali leading 
jobbers. Patent ap- 
plied for, 
Manufactured 
only by 
COONEY 
& GEIGER, 


19 and 21 
€. South Street 


INDIANAPOLIS, INDIANA. 













“PULLMAN” 


Sash 
Balances 


Are you selling them? 
in use everywhere. 
Look for the 
Metal Tapes 
in All New 
Bulldings eee 
Folder No. 2 sent free- 


PULLMAN MFG. CO. 


Rochester, N. Y., U.S.A. 
AGENT WANTED 


Good manin every county.-to sell 


OSGOOD ..0'stocx SCALES 


Prefer man experienced in selling machin- 
ery and implements. Liberal contract. 
Exclusive agency. Have you that man in 
mind? Show him this paper. Act quick. 


0.GO00D SCALE CO., - Binghamton, N. Y. 
















STEVENS 


POCKET RIFLES 













‘(a 



























Are unsurpassed for light work, weigh but one pound,and 
have the famous characteristics of all the STEVENS 
line. Unexcejled for ACCURACY and RELIABIL- 
ITY. Most PROFITABLE for the dealer to handle. 


ewe i 


YOUR JOBBER CAN SUPPLY YOU. 
SEND FOR COMPLETE CATALOG. 


J. STEVENS ARMS @ TOOL CO. 


197 Main Street, 
CHICOPEE FALLS, MASS. 














Metal Ceilings 





Before placing your 
order, get our prices. 


ILLINOIS ROOFING & SUPPLY (O., 2 take St. cago, th 











materials. 





Champion Stove Clay 


The only Stove Lining made of crucible 


Packed in 2}¢ lb., 6 lb. and 10 Ib. paste- 
board boxes. 

Order it from your jobber. 

The best and most refractory lining made. 


BRIDGEPORT -CRUCIBLE CO. 
BRIDGEPORT, CONN. 


— 








“EAGLE” BRAND 
COPPER RIVETS AND BURRS 


STANDARD FOR QUALITY, (Lake Superior Copper) 


MANUFACTURED BY 


THE PLUME @ ATWOOD MFG. CO. 


29 Murray St, NEW YORK. 1% Lake St., CHICAGO. 














The “Globe” Ventilator 


In Brass, Copper, Galvanized 
Iron, and with Glass Tops for 


Skylight purposes. 
For Perfectly Ventilating 


. Schools, Churches, Halls, 
Mills, Factories and Audien se 
Rooms of Every Character. 


Smoky Chimneys Cured. ’ 
“Globe” Ventilated Ridges 
Send for Pamphlet. 

Mannfactured by 


Globe Ventilator Co., Troy, N.Y. 
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DEALERS=WHY NOT SELL ATKINS SAWS? 


If you have never handled a stock of ATKINS HIGH GRADE SILVER 
STEEL HAND SAWS, you don’t know what you’ve missed, 
have—good investment—aren’t they? 
over others none too soon for 
the good of your trade. 
hardware business can thrive 
without a stock of these SAWS, 
for they are a trade requirement. 
on them for their fine cutting qualities and reliable service. 

Our 1904 Catalog just off the press. 


_E. C. ATKINS & CO., Indianapolis, ind. 


BRANCHES: Memphis, Tenn? Minneapoliy, Minn. Atlanta, Ga. Portland, Ore. Seattle, Wash. 30 Front St., East, Toronto, Ont. Chicago, tll. 64 Reade St., New York Ci). 


No 


Experts depend 


You can learn their advantages 


Write for it and mention this paper. 
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If you 











Atkins Perfection No. 53. 


The Finest Hand Saw Made. 
Then why not supply them to your customers * 
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